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You get MORE when you choose an... 


“ 


7P Series—Plug In Type 


Unlimited mounting flexibility is built 

into this Reelite. Universal type 

mounting bracket for wall use. Hook 

eye for ceiling use. Plugs into receptacle. 
Positive stop action. Equipped with 
handlamp, guard, switch and half reflector. 


7S Series—Outlet Box Mounting 


A finest quality Reelite with con- 
tinuous 360° swivel action. Unin- 
terrupted power with double silver 
alloy collector brushes. Handlamp 
must be ordered extra. Special 
vaporproof model is equipped with 
vaporproof handlamp. 


1500 Series—Outlet Box Mounting 


Hanger plate fits neatly over any 4” 
octagonal outlet box. Up to 50 feet 
cord length depending on model. 
Handiamp must be ordered extra. 
* Special light spring tension 
models for use by garment manu- 
facturers. These models will not 
support weight of handlamp. 


Write for Descriptive Bulletin 


Gives complete details 
on all models of 
APPLETON portable 
Reelites .. . with 
accessories illustrated. 
Write for Free Bulletin 
PRT 259 


Greater Selection... 
Lower Cost with Finest Quality 


APPLETON Reelites 
help prevent employee 
injuries due to extension 

cord entanglements. 


No matter what the need, you'll find 
there’s an APPLETON Reelite to do the 
job...a reel so sturdily built, so well 
engineered it’s a bargain at the price. 
Eliminate the hazards of tangled, twisted 
cords and assure yourself of durable 
equipment that gives years of service... 
by installing APPLETON portable Reelites. 
All APPLETON portable Reelite models 
are equipped with regular 2 or 3 conductor 
SJO cord. Where 3-conductor cord is 
used, the Reelite is grounded since the 
extra conductor is connected directly to 
the Reelite frame. 


Handy Order Information 





CATALOG 
NO 


CORD 
LENGTH 


CORD CATALOG CORD CORD 
TYPE NO LENGTH TYPE 





RE-7P2 
RE-7P2G 


RE-7S2 
RE-7S2G 
RE-7SV2 


RE-1511 
RE-1519 





25 Ft. 
25 Ft. 


25 Ft. 
25 Ft. 
20 Ft. 


50 Ft. 
40 Ft. 








18-2 SJO 
18-3 SJO 


16-2 $JO 


RE-1519G 40 Ft. 
RE-1520 50 Ft. 18-2 SJO 


RE-15206 50 Ft. 18-3 S$JO 
18-3 SJO RE-1521 25 Ft. 18-2 
18-3 SJO RE-1521G 25 Ft. 18-3 


18-2 RE-1532 12 Ft 16-2 SJO 
16-2 SJO RE-1532G 18-3 SJO 


18-3 SJO 




















{1PPLETON Makes 


APPLETON ELECTRIC COMPANY 
1701 Wellington Avenue + Chicago 13, Illinois 
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- “ST” Series 


“Eagle Claw” Malieable tron Connectors 


Explosion-Proof 
Switch Boxes Unilets 


Hand Lamp 
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what does it mean in cable? 


No one characteristic alone determines good cable. It's the 
right balance of many qualities that counts. Carol has this balance. 
Look at these significant test results. 


























CAROL a B Cc 
Electrical Insulation Resistance (1) 100 17 16 68 
Cold Bend °F (2) 30 —45 —90 — 50 
Abrasion Resistance (1) v1 62 100 92 
Ozone Resistance (1) 100 é 18 12 





Note: (1) 100 indicotes best—others % of best (2) cold bend—actuval test tempercture 


As can be seen, needlessly high cold flexibility can be built into 
cable ... but only at the sacrifice of more important electrical prop- 
erties. And in Brands A, B and C you will also note the lack of 
balance between abrasion resistance and ozone resistance... which 
means these cables can crack long before they wear out. 


Carol, on the other hand, has not only the highest combined rating 
but is also the best balanced. As a result of years of experience and 
research, primary emphasis has been placed on the characteristics 
most vital in cable life and performance. 


To you, this means superior quality throughout ... extra quality and 
performance where it is most needed. 


when you call 






for cable— 





call for 


poo~ 


prene 


CAROL 14/350 NEO 
PORTABLE CORDS + POWER SUPPLY CABLE + CONTROL CABLES + WELDING CABLE + GOVERNMENT TYPES + CORD SETS 
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SQUARE [) COMPANY 


erecTRICcAl eqguiPpMeENT 


TRINITY sere | Coon RivaRD STREET. oeTtRO'T 
September, 1959 


TO OUR DISTRIBUTORS 


In talking with one of our distributors not long 28°, 

I mentioned a Square D sales contest which had just been 
conducted by one of our midwest distributors: It had produced 
real results and I was praising it with a lot of enthusiasm. 


uch sales contests," 





"But I thought Square D was against § 
said my distributor friend. 


" JT told hin. "We are against sales contests which 


"Not quite, 
are sponsored and promoted by manufacturers 
whose products you sell...and here's why- 


direction of your men and the motivation for their activity 

should be your responsibility, not ours. Although we like to 
see them spend as much time as possible promoting Square D, we 
ness is based on service to customers 
f sales 


like ourselves 
We believe that the 


appreciate that your busi 
for many manufacturers: You must maintain 
effort or your business will suffer. Let's face it, 
suppliers hit the contest trail, there would be @ constant 
turmoil of competitive bidding for your men's time. A balanced 
sales plan, in the midst of such chaos, would be an 
absolute impossibility." 
To us, the basic negative far outweighs any temporary penefits 
which any nanufacturer-sponsored sales contest might produce. 
Agree? 

Sincerely, 


Ww. J. Moriarty 
Manager, Distributor Relations 





Here’s your new 
lighting package. 


This is a 
profitable market. 


A plan to 
provide fewer 
headaches .. . 


“Outside” 
promotion 
pays off. 
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Times and Trends: Great Expectations—But 
New thinking is needed for great realities in the lighting industry 


SPECIAL LIGHTING SALES REPORT 
Lighting Sales Idea-Book-—lll 


A 32-page special report, including 16 case studies of lighting 
Who says distributors don’t sell lighting fixtures? 
Survey quotes on how distributors have sold-up specific jot 
1. A system as simple as one-two-three 
A three-phase program helps sell floodlighting at Columbia Electric 
2. Selling more lighting with prestige promotion 
B.M. Tower has tied-in nationally to re-light old houses 
3. One ‘good’ sale means more lighting sales 
Satisfied customers mean good advertising for Wholesale Electri 
4. Selling a bank on selling itself 
Bay Electric’s prestige sale helped light other main street establishment 
5. Higher education adds to lighting sales 
How Stokes Electric increases commercial sales through use of a library 
6. Lighting serves a two-fold purpose 
Office lighting serves as commercial showrooms at Electric Supply 
7. Persistent profits promoted through teamwork 
Tusang-Barhydt uses industry cooperation to insure profitable sale 
8. A financing plan helps sell lighting 
With this plan, Leidy Electric eliminates its ‘‘banking”’ functior 
9. Education boosts home lighting sales sca 
Sales techniques at Gem Electric include direct mail and advertising 
10. A lighting job that went to the dogs 
Talk about unusual lighting jobs? 
11. Planning on paper brings home the profit 
For New England Electric, engineering of lighting job is es 
12. ‘Saturation’ program for residential lighting 
A five-point program at Kingspert Electric to bring in the custome: 
13. Teaming to sell ‘different’ lighting 
Unusual and challenging applications are the specialty at 
14. Putting real impact into lighting sales 
Midland provides added sales with a showroom that's different 
15. Pioneering the garden-patio lighting market 
Participation in promotion has provided sales increase for Empire 
16. Unusual techniques add more profits 
Trouble-shooting at Thompson-Wilson insures some interesting salé 
The Salesman’‘s Technical Notes . 5. Ff. McPartiand, W. J. Novak 
The subject this month Timing Device 
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Here's How..... 


° FIND 
PRICES 


when you want them! 


The answer is so simple... you will 
be glad we brought it to your 
National Price Service 
has everything you need fora fast 


attention 


sale in one neat binder, which can 


easily be carried into the prospect's 
office. NPS has a simple format, is 
completely illustrated, contains net 


prices, and is always up - to-date! 


Use the coupon below for complete 


details . 


HENDERSON-HAZEL CORP. Dept. B-99 ! 
13601 EUCLID AVENUE + CLEVELAND 12, OHIO 


Gentlemen: 


Please send me complete details about 
NATIONAL PRICE SERVICE 


immediately - no obligation 


Name 
Title 
Company 
Address 


City 





National 
Price Service 


HENDERSON-HAZEL 
CORP. 


13601 EUCLID AVENUE + CIEVELAND 12, OHIO 
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Credits and Collections 


It’s that time of year again—time to 
take a good long look at your lighting 
sales record and think about how you 
can improve it. 

EW helps you to do just that with 
the third “Lighting Sales Idea-Book.” 
This 32-page special report presents 
proven sales techniques you'll certainly 
find worthwhile adapting in your own 
cultivation of the lighting and relight- 
ing markets. 

In the report are 16 case studies 
that spell out distributors’ practical 
and successful _light-merchandising 
methods from all parts of the nation. 

For the latest word on what it takes 
to sell lighting, turn to page 4/—right 
now. 


Speaking about lighting, there 
wasn’t any in a 500-square block area 
of mid-town New York during the 
evening of August 17. Not only that, 
but everything else electrical was kaput 


—refrigeration, radio, TV, elevator 
service and air cooling. The cause: at 
this writing, the city, state and Con 
Edison are still investigating. But the 
effect was revealing and encouraging. 
The power failure brought out the 
worst in a few, (like the grocer who 
sold flashlight batteries at $5.00 each). 
But the reaction of most of the 
500,000 residents underscored the re- 
sourcefulness and indomitability of 
human beings. They understood, they 
adapted, they cooperated. They faced 
the challenge, and rose above it. 
One thing more. These people— 
and many other Americans—were re- 
minded once again just how much 
electricity means to our daily living. 


Incidentally, crime almost disap- 
peared from the blackened streets. The 
score: two autos stolen, two windows 
broken, two pockets picked. The big 
question: were there two very busy 
criminals operating in the lightless 
area? 
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THE SWITCH OF THE FUTURE 
is being used NOW!... 


Many of today’s switches are specialties primarily designed for 
appeal in decoration. Others are designed to meet the rugged use and 
performance called for by a heavy duty switch. 

Now, one new switch, Rocker-Glo, combines eye-appealing design 
with heavy duty performance. So impressed with this combination are 
architects, engineers and contractors that Rocker-Glo is already being 
specified in leading hotels, motels, hospitals, commercial buildings and 
housing developments. Rocker-Glo has high-grade silver alloy contacts 
and positive make-and-break rocker arm construction. Its modern 
design and unique construction allow this switch to be pressed, pushed, 
rocked or rolled into instantaneous action. 

Rocker-Glo switches are specification grade AC switches designed 
to be used at full current rating on tungsten filament and fluorescent 
loads (one switch takes the place of two ordinary AC-DC switches on 
fluorescent loads). It can be used anywhere old style toggle switches 
are used. 

And Rocker-Glo’s clean functional lines and soft beauty lend the 
final decorative touch. 

Available in Despard interchangeable type, Despard type mounted 
on a strap and narrow rocker for tumbler switch plates. A specification 
grade switch, 15 and 20 amps. 120/277 volts AC. 
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PASS & SEYMOUR, INC. 
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and TRENDS 





Great Expectations—But 


The lighting industry and Charles Dickens’ Pip have something in common— 
Great Expectations. But there the similarity ends. For while Pip goes on to 
realize his great expectations, the lighting industry is far, far away from fulfill- 
ment. In fact, the backlog of opportunities—particularly the relighting potential— 
is so huge that it dwarfs industry efforts to dent it. 

The main reason why the lighting industry has failed to realize even a farthing 
of its great expectations is the overpowering emphasis on price in the marketing 
of its products. This fact is so obvious that even to think it is to belabor it. If 
it weren’t so tragic in terms of wasted opportunities and lost profits, price-cutting 
in lighting fixtures could be a standing joke (like the actual case of the manufac- 
turer who was so ingrained with the habit that he gave an extra 10 on a job 
where his line was specified “no substitute”). 

Just as obviously, the answer to price-cutting is creative selling. Certainly the 
mechanics for doing more creative selling at the distributor level are there. Many 
distributors have set up their organizations to do an effective job of marketing 
lighting fixtures. More are doing so. As evidence of this trend, we can cite the 
results of a recent survey conducted by ELECTRICAL WHOLESALING. Of 141 dis- 
tributors responding to the question, “Are you using any new (that is, new for 
you) methods and techniques for merchandising lighting fixtures?”, 94 said “yes” 
and substantiated it with such statements as: 

e@ “Remodeled showroom, more space, better display’—Parkersburg, W. Va. 

e@ “We are concentrating on lighting layout work”—Great Falls, Mont. 

e@ “Newspaper ads, display booths, direct mail, lighting consultant service and 
layout work’”—Oshkosh, Wis. 

@ “We are using monthly sales meetings in lighting directed toward product 
education of the complete staff’—San Francisco, Calif. 

@ “Direct mail and displays’—Fort Smith, Ark. 

e@ “We are now trying to stimulate sale of new lighting at the owners’ level— 
Pittsfield, Mass. 

e “Participate in a home show’—Hattiesburg, Miss. 

@ “We are buying radio time on a women’s program to sell residential fixtures 
for contractors”—Rapid City, S.D. 

@ “Recently completed a drive to have all department stores, decorators and 
furniture outlets direct their customers to select lighting fixtures from our show- 
room and charge through their store accounts’—Uniontown, Pa. 

As further evidence of distributor interest and activity in lighting, we can cite 
our third Lighting Sales Idea-Book (page 4/). Here is a concrete evidence of 
creative selling at the distributor level. We can only imagine how such evidence 
would abound if profit opportunities in lighting were better. 

But—turning again to the obvious—there must be some changed thinking before 
the great expectations of the lighting industry can be realized. Actually, it calls 
for an entirely new philosophy—but let’s consider only a few perspectives. 

Too often a manufacturer is inclined to regard the distributor who produces 
the biggest volume as his best distributor. This overlooks the fact that much of 
this business would be coming to the manufacturer anyhow—that it just hap- 
pened that a particular distributor took the biggest orders at the lowest prices. 
Business that a manufacturer should weigh the most in any evaluation of his 
distributors is distributor-initiated business. 

Similarly, a distributor should weigh a lighting sale by its profit margin not 
its price tag. As an author in this issue (page 18) sagely counsels salesmen, “ 
the next time you are talking about a $1,000 order, don’t think of it as $1,000 
business but as $150 or whatever the gross margin may be. If you cut 10 per 
cent off the $1,000 selling price, you cut it down to a $50 transaction.” 

Putting the lighting business into such perspectives can hasten the day when 
great expectations become great realities. 


neti 


EDITOR 








SERIES FLOOR BOXES 


A Completely New Line of Adjustable, Low Cost Floor Boxes 


¢ Fully adjustable bronze floor ring—%/,” vertical adjust- ¢ Durable—brightly finished—bronze floor plates blend 
ment. Quickly raised or lowered to meet floor finish. with modern floor coverings. 

¢ Floor Box accepts variety of receptacles — plus high * 4” octagon outlet box— 114" or 24%" deep. See schedule 
and low potential standpipes and service fittings. for KO’s available. Electrogalvanized. 
Receptacles take standard male attachment plugs. ¢ 4” outlet box cover is fine threaded for bronze adjust- 


ing ring. Reversible for extreme shallow adjustments. 


* Wide box top hand hole for easy access to wiring— Four holes for tiedown wires. Electrogalvanized. 


lenty of finger room. . . 
_— <etlaa ¢ Three exterior screws for rough-level adjustment up 


¢ Metal cap and box components assembled for quickest to 23%”. Screw legs welded to bottom of box for 
on-the-job installation. Packaged in individual car- strength and rigidity. Legs have holes for nail or sheet 
tons, clearly labeled. metal screw anchoring. 


Specifications and Ordering Information 











“ pions ; OVERALL HEIGHT APPROX. 
CAT. NO. = K. O.’s IN BOX fay Box & Adjusting Ring wont, ak 
BOX ONLY SIDES BOTTOM SIZE MAX. MIN. | ies. QUAN. 
88S-% 1% | ¥ Pipe 3% 2% 10 
88S-% 1% % Pipe SH 2% 2% 10 
88S-2 1% 2-Y% 2 Dia. 3% 2% 10 
88D-% 2% ( 2-% 3.4% Y2 Pipe 3M 3% 10 
88D-% 2% 2.% % Pipe 3%, 3% 10 
88D-2 2% 2 Dia. 3%, 3%, | 10 
/ 2 [ 
88DA-% 2% ¥2 Pipe 3 3% . 10 
88DA-% 2% 4-1 % Pipe 3%, 3%, 10 
88DA-2 2% 2 Dia. 3%, 3%, 10 
— - peepee 4 




















SOLD ONLY THROUGH LEADING ELECTRICAL DISTRIBUTORS 


ELECTRIC COMPANY | Prssursn 33, Pa. 
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TAP THE 
PROVEN SOURCE 
OF 
STEADIER PROFITS! 


NEW VINYL 


CUBE TAPS 


The Original and still 
the Industry's Standard 


Completely unbreakable Elec- 
trix Vinyl Cube Taps look better, 
they sell better. Cost you less. 
And behind those facts is an un- 
equalled quality story of service 
and satisfaction that builds repeat 
sales . . . makes Electrix the most 


outstanding line in its field. 


Why not sell the best . . . espe- 
cially when profits come bigger 
and easier. Sell Electrix Vinyl 
Cube Taps. 


U) 


APPROVED 


Cheetnisx 


Ashton * Rhode Island 








LETTERS TO THE EDITOR 





TOP OF THE NEWS . 


and its significance to you 











ae ie ee luminum 


The Question. . . 


Dear Sirs: 

In your July issue (page 11), you 
quoted Electrical Manfacturers Credit 
Bureau report of Financial Norms of 
the Electrical Wholesaling Industry for 
1958 (see illustration, above). 

You quoted them as stating that 
of 750 financial statements the average 
inventory turnover is six times a year 
and the average gross profit rate 
17.9%. 

I don’t know who the 750 distrib- 
utors picked were but if stock ship- 
ments only (eliminating directs) were 
used as they should be to get a 
turnover percentage, I flatly doubt 
this statement from many years expe- 
rience in this industry. 

The average gross profit of 17.9% 
is even more out of line. I am quite 
sure, for example, that the three chains 
with total of nearly 500 houses, have 
not an average gross profit rate of 
the figure mentioned above. 

I also know the gross profit rate 
of a number of distributors in such 
locations as _ Pittsburgh, Chicago, 
Boston and some in Texas—not to 
speak of Connecticut—and they are 
not even close to 17.9%. 

I also have seen the financial re- 
ports from distributors in smaller 
centers and by certified public ac- 
countants, and practically none of 
them with any volume to speak of 
attain this 17.9% figure. 

I suggest that before quoting such 
figures you request information as to 
from what type, size and cross-section 
of distributors it was obtained. In my 
opinion it does not paint a true picture 
of the gross profit problem with which 
the industry is struggling. 

J. W. SALADINI 
CHAIRMAN OF THE BOARD 
ELECTRICAL SUPPLIES INC. 
HARTFORD, CONN. 





@ In its role as the industry’s inter- 
com, EW publishes newsworthy infor- 
mation originating with reputable or- 
ganizations. This goes for the EMCB 
report, reader Saladine’s challenge and 
reader Sherden’s reply. 


The Electrical Manufacturers Credit Bureau reports the “1958 
Financial Norms of the Electrical Wholesaling Industry,” after 
analyzing more than 750 financial statements for the fiscal year 
. ending Dec. 31, 1958. The national norm for the electrical whole- 
Wholesaling Norms seler shows current assets are composed of: cash—5.9 per cent; 
receivables—43.8 per cent; imventory—S0.1 per cent. Working 
capital ratio is 2.13 to 1, with an inventory turnover of six times 
per year. Average gross profit shows 17.9 per cent. 





have 


The Answer 


Dear Sirs: 

... As an answer . . . I wish to say 
that our norms report was compiled 
after reviewing more than 750 fi- 
nancial statements from electrical 
wholesalers. 

Many of the statements received by 
us were discarded and not used either 
because they had a divided operation, 
such as electrical and plumbing, or 
electrical and hardware, etc., or the 
operation was one which could not be 
considered as representative. 

The financial statements utilized by 
the Bureau were those which we re- 
ceived as a result of our annual re- 
quest for fiscal year ending financial 
statements mailed to every electrical 
wholesaler. 

From our experience there has al- 
ways been a tendency for us to receive 
the better, or high capital ratio, fi- 
nancial statements first, without much 
persuasion. On the other hand, the 
financial statements which tend to 
show a poorer financial condition 
seem to come in much slower and 
require a greater effort to obtain. 

Only financial statements from in- 
dependent electrical wholesalers were 
used in compiling our report. The 
figures of the three chain operations 
were not included. 

Consequently, the gross _ profit 
figure, as well as other data listed 
in our report, refers only to oper- 
ations of the independent electrical 
wholesalers. 

To further qualify the gross profit 
figure, our report shows separate gross 
profit figures for five various net worth 
groups. It should be noted that the 
wholesalers within the lower net worth 
groups showed a higher gross profit 
than the larger wholesalers. 

Further, of the financial statements 
used for our report 25% were from 
wholesalers with a net worth under 
$50,000 while 50% were from whole- 
salers with a net worth between $50,- 
000 to $150,000 and the remaining 
25% representing wholesalers with a 
net worth above $150,000. 

Continued on page 11 
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The Most Advanced Idea in Kitchen Ventilation in 25 Years ! 


New 3000 Series 


NuTone Hood:Fans 


veee Wht Interchangeable Plug Ln” Power Units 








BASIC NUTONE HOODS CAN BE “TAILOR-MADE” INTO 
OVER 60 DIFFERENT HOOD-FAN COMBINATIONS * 


Get Exactly What You Want .... at the Price You Want 


* 20 DIFFERENT COMBINATIONS WITH STANDARD POWER UNITS 
* 20 DIFFERENT COMBINATIONS WITH DELUXE POWER UNITS 
* 20 DIFFERENT COMBINATIONS WITH WALL FAN POWER UNITS 





MULTI-SPEED DIAL CONTROL POWER UNIT CONCEALED IN HOOD 
FOR ANY VOLTAGE VARIATION EXTRA LARGE GREASE FILTER 


NEW CRISP-LINE STYLING WITH THE MODERN “APPLIANCE LOOK” 
SELECT ANY HOOD SIZE...ANY HOOD FINISH...ANY POWER UNIT 


HOOD |S 21” DEEP...REACHES ALL THE WAY TO FRONT BURNERS 


PREWIRED AT FACTORY...TO SAVE VALUABLE INSTALLATION TIME 


) 8 ON te 8) | 8) 





4 HF 


AV V/A Go ROM Eee WAY 
lVulones FOOO Serees Hood Fans / 


Here’s the newest idea in 
Hood-Fans ... that saves you 
money when you buy ... and 
saves you money when you 
install. Get COMPLETE 
FLEXIBILITY ... Choose the 
exact Hood-Fan you want and 
the type of installation 

best suited for your needs! 


Write for new catalogs to 
NUTONE, INC., Dept. EW-9, 


CINCINNATI 27, OHIO 





1. Vertical 


Transition elbow 
in wall and ducts 
concealed between 
the wall studs. 














> : 
- 2. Horizontal 


Ideal for outside 
wall. Horizontal 
discharge through 
outside wall cap. 











3./n Cabinet 


For installation 
along the back 


wall of cabinet 
and soffit above. 


~& See other side 
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2 ALL 


For a wall fan 
installed below 
the hood on an 
outside wall. 














LETTERS TO THE EDITORS 
Continued from page 8 





From our observation the percent- 
age of financial statements represent- 
ing each of these net worth groups 
closely approximated the actual break- 
down of the industry. 

Mention was also made on the in- 
ventory turnover of the wholesalers 
as listed in our report. In this regard 
I should like to state that the financial 
statements furnished to the Bureau do 
not show a breakdown of sales with 
respect to direct shipments or stock 
shipments. 

As a result, the inventory turnover 
would tend to be higher than figures 
which would have been limited to 
stock sales only. 

I certainly appreciate the oppor- 
tunity of answering the letter address- 
ed to the editors concerning our 
“Financial Norms of the Electrical 
Wholesaling Industry for 1958.” 

Needless to say, the ideal situation 
would be for all electrical wholesalers 
to file their fiscal year ending state- 
ments with the Bureau. If this were 
done every individual wholesaler 
operation would be included in our 
Statistical report. 

A. F. SHERDEN 
ELECTRICAL MANUFACTURERS’ 
CREDIT BUREAU, INC. 
CHICAGO, ILL. 


On Fixture Pricing 


Dear Sirs: 

I have been following your articles 
on realistic pricing of lighting fixtures. 
I am very much interested in this 
subject. 

As I read most of the articles | 
am struck by the idea that most dis- 
tributors are more concerned with the 
amount of fixtures they can sell than 
the margin of profit involved. The 
idea seems to be to cut profits to 
make the consumer happy, then go 
out and do twice as much business 
so that we can make as much money 
as we did before. 

I myself am firmly convinced that 
we will never have an industry stand- 
ard as long as we have the price 
cutters in the business. 

In your June 1959 issue, on page 
50, the writer says that he used a 
2% time markup, gave the consumer 
50% off and the contractor a discount 
of 25%. I don’t see how he can im- 
prove on that as he loses money on 
each sale. 

I'll still keep watching and hoping, 
and hook or crook, someone may 
come up with a plan to benefit us all 


GARY KARPOFI 
VICE PRESIDENT 
KANDEL BROTHERS 
NEWBURGH, N. Y. 
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FAST... 


CUTTING 
THREADING 
REAMING 


UP TO 2” PIPE 


OR CONDUIT 
ALSO BOLTS 





~..Productive 





But, that’s not all 


IT’S RUGGED AND 
BUILT TO LAST! 


LOOK ... 


® Easy To Transport—Only 180 Pounds 

® 10 Inches Of Carriage Travel 

® Improved Chuck—No Projecting Jaws 
You Can Work Within 1” Of Face 


Chip Problem Virtually Eliminated 


Coolant Is Directed Automatically On 
Work With Easy Flip Of Spout 

® Transmission Is Sealed Self-Contained 
Unit. Easily Accessible. Accurately 
Cut Helical Gears, Ball Bearing 
Throughout 

Spindle Bearings Factory Lubricated 

Motor— Ample Power, Easily Accessible 

Full \ isibilits To Work 


Easy To Read Thread Gauge 


Write for literature 
ORDER YOUR STOCK NOW ~MAKE SURE YOU 
ARE READY FOR SALES COMING YOUR WAY 








PIPE THREADERS e¢ PIPE WRENCHES e¢ PIPE MACHINES 


TOLEDO 


TOLEDO PIPE THREADING MACHINE CO. TOLEDO 4, OHIO 














TOP OF THE NEWS ... . and its significance to you 





Price Cuts 


TVA Bond Bill 


Copper Comments 


A Fair Margin Left 


Steel Situation 


Khrushchev Visit 


Interstate Commerce 
Tax Bill 


Labor Reform Bill 


Earnings Rise 





General Electric Co., has announced 10% to 20% price reduc- 
tions on EJ-type current limiting fuses. Cuts affect EJ-1 and 2, 
EJO-1, 2, and 3 in size D and DD. GE’s policy of a 20% discount 
on returned blown EJ type fuses is said to be discontinued. 
Allis-Chalmers Co., has announced price reductions of 2% to 10% 
on turbines ranging from 200,000-kw to 500,000-kw keeping in line 
with similar price cuts announced by Westinghouse and General 
Electric. 

I-T-E Circuit Breaker Co., has announced a 10% list price cut on 
low voltage switchgear. Other makes are expected to follow 


President Eisenhower signed the TVA Bond Bill last month (HR- 
3460) and an added amendment (S-2471) which would free TVA 
from any direct Congressional or Presidential control over construc- 
tion of bond-financed power projects. The measures give TVA the 
authority to issue revenue bonds to pay for power expansion. 


Members of the International Union of Mine, Mill and Smelter 
Workers went on strike last month at Anaconda Co’s. Montana 
plants, and at the Phelps Dodge Corp.’s Arizona plants. Kennecott 
Copper Corp. also had its operations closed last month by a strike. 


“If our break-even point is 13.7°, we had better start selling more 
merchandise at a much higher margin of profit in order to have a 
fair margin left for our efforts’—that’s how Stan Johns, Electric 
Corp. of Calif., summarized the industry-wide sales meeting attended 
by 250 electrical distributor salesmen and managers in Los Angeles 
July 20. Excerpts from a hard-hitting speech made at the session by 
A. H. (Bill) Gudie, Trade Service Publications, appear in this 
month’s High Voltage department—( page 18). 


As EW goes to press, Steel negotiations between labor and manage- 
ment are deadlocked. Although federal mediators are participating 
in the contract talks, President Eisenhower still continues to resist 
Congressional pressure for more federal intervention in the crisis. 
Political observers believe if the government is forced into the dis- 
pute, it will favor labor. 


Washington observers believe that Russian Premier Nikita Khrush- 
chev’s visit this month will bring a decisive end to the steel strike. 
However President Eisenhower has indicated that a Red dictator’s 
opinion of free people striking should not be anything to worry 
about. The effort should be to persuade Khrushchev that what we 
have here is worth fighting for, he noted 


A House Judiciary Committee approved a bill last month that would 
limit the states’ power to tax the income of interstate companies. 
The Senate Finance Committee has approved a similar bill. (See 


Capitol Circuit, p. 22). 


Three major issues were deciding factors last month when a Senate- 
House Conference struggled to iron out a compromise labor reform 
bill. The issues involved the questions of federal-state jurisdiction, 
secondary boycotts and picketing for organization and union recog- 
nition. 


Earnings reported for the first half of °59 reflect general business 
improvement, (See Economic Report, page /22). 
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Protection inside and out— 
including the threads. 
No place for corrosion to start. 


ANNOUNCIN 


OLE LT TTI IE FN 


Prevents oxidation— of TRIANGLE Hot-Dip Galvanized Rigid Steel Conduit 


prevents white rust 









PT as 






These two new features provide 
even more reasons why Triangle is 
the choice of contractors everywhere. 


Adding these two improvements in no way 
changes the other big features of Triangle’s Hot-Dip 
Galvanized Conduit: 














e Triangle’s ‘All-Metal’ Protec- ¢ High grade ductile steel. Can 
tion. No films or flash coat- be bent, cut and threaded 
ings to damage during easily. 

installation and later. 












e Uniformly heavy zinc depos- ¢ Zinc applied hot doesn't flake 
its give full protection inside inside or out, even if the 
and out. conduit is crushed. 










When you have a tough job and the Code calls for galvanized 
conduit, make sure you get the best—specify Triangle. 


& 
TRIANGLE CONDUIT & CABLE CO., INC. 


New Brunswick, New Jersey 
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NEW_PRODUCTS 





Limit Switch 


Said to be replaceable without re- 
wiring 
New unit features “power plug” which 
connects power cable to switch with 
a threaded coupling. Replacement of 
switch involves removal of mounting 
screws and disconnection of power 
cable, eliminating disturbance of wir- 
ing, manufacturer claims. @ Square 
D Co., Milwaukee, Wis. 


{ 


Variable Speed Drive 


motor and 


Features separate 
horizontal assembly 
Separate motor drives meet JIC stand- 
ards, are compact due to “piggyback” 
construction, and offer variety of out- 
put speed ranges. Totally-enclosed 
units are said to be drip-proof, and 
explosion-proof. Specifications include: 
42-30 hp; 4660 to 1.2 rpm output 
speeds; 2:1 to 10:1 speed variations; 
optional electrical and mechanical 
modifications. e Sterling Electric Mo- 
tors, Inc., Los Angeles, Calif. 


Motor-Generators 


Units permit use of smaller elec- 
tronic components 
Generator, with output frequency of 
800 cycles, is rated at 5 kva, 120/ 
208-v, 3 phase, 4 wire; is revolving 
field type, has 40 poles, produces out- 
put frequency of 400 cycles at 2400 
rpm. Speed reducer permits motor to 
operate at 1200 rpm. Control com- 
ponents for unit include exciter-volt 
regulator unit, magnetic motor starter, 
cross current and overvoltage pro- 
tection, start-stop push buttons, meters 
and laced circuitry. Voltage regulation 
is said to be within plus-minus 1%. 
60 cycle motor is said to retain pre- 
cise speed regardless of load changes 
on alternator. @ Kato Engineering 
Co., Mankato, Minn, 


14 


Concrete Pour Fixtures 


Recessed lighting units for use in 
concrete pour construction 
Pre-wired, factory assembled units are 
available in 100-w, 150-w. Removable 
top on housing and access plate inside 
housing permit wiring to be done 


within fixtures before or after pouring. 


Units are available with variety of 
round and square glass and _ lens. 
Housings are steel, finished in white 
enamel. @ Prescolite Mfg. Co., Berk- 
eley, Calif. 


Floodlight 


1000-w mercury vapor unit has hor- 
izontal and vertical degree scales 


Said to be weatherproof, MVE-20 
floodlight has adjustable stops to per- 
mit turning or tipping for relamping 
and cleaning; features reflector and 
lens with 20-in diameter. Various 
types of mounting are available; mer- 
cury lamp ballasts as required can be 
furnished with unit. e Crouse-Hinds 
Co., Syracuse, N.Y. 


Time Switch 


For winter use, device operates 
from 6:00 a.m. 
Called “Astronomical Dial” time 
switches, units are said to be auto- 
matic and accurate within two minutes 
of the sun’s daily changing schedule. 
When the sun rises before 6:00 a.m., 
no “on” action takes place. Units 
eliminate need for maintaining all- 
night lighting. ¢ Tork Time Controls, 
Inc., Mount Vernon, N.Y. 


& 


Clamp Gripper 


For installation of parallel groove 
clamps on “hot' power lines 
Efficiency of joints made by parallel 
groove clamps with this new device 
for “stick” operation is said to be 
equal to joints made with hot line 
clamps. Tool, operated by common 
“shotgun” hot line sticks, is removable 
as soon as clamp is installed. e Alu- 
minum Company of America, Pitts- 
burgh, Pa. 


Plastic Compound 


For use on conduits and joints, 
said to resist corrosion, abrasion 
Known as “Plast-A-Coat,” compound 
is unaffected by acids, alkalies, greases, 
and oils and offers plastic-covered, 
metallic installation without loss of 
ground continuity protection, maker 
claims. e Crouse-Hinds Co., Syracuse, 
N.Y. 


Heat Pump 


Five ton unit pumps heat out of 
home in summer, heats in winter 
Pump has split-system design. Com- 
pressor and coil are located outside 
home, while another coil is installed 
indoors. e Westinghouse Electric 
Corp., Pittsburgh, Pa. 


Light Control System 


Said to maintain room lighting 
automatically at any pre-set level 
System includes: dial for setting de- 
sired amount of room light; scanner 
for measuring amount of combined 
daylight and electric light; and unit 
for coordinating scanner reading wih 
dial setting. System acts like a ther- 
mostat, maker claims. @ Superior 
Electric Co., Bristol, Conn. 


Safety Switches 


For light-duty commercial and in- 
dustrial electrical equipment 
30- and 60-amp, 240-v safety switches 
for cartridge fuses feature stationary 
contacts; copper knife blades; ample 
knock-outs; and release to hold switch 
in “off” position. Both fusible and 
non-fusible types are available in 2, 
3 and 4 pole. e Arrow-Hart & 
Hegeman Electric Co., Hartford, 
Conn. 
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ROYAL 
 HANDI- 
PAK" 











cor. Wo.4326-20 


16/2 S= 






packed with quality....packaged for profit! 


yee 


Royat brought extra value and extra con- 


venience to sellers and users of Portable MAKE YOUR NEXT 
Cords* with its individual packaging of 250’ ORDER ROYAL 


spools in Royal’s unique “Handi-Paks” 
PORTABLE CORD 


You'll like the easy way these rugged, 





attractive packages handle in and out of stock IN “HANDI-PAKS” 
. save valuable time ... keep cord spools 
cleaner and easier to sell. Your contractor , | 
P ~~ 4 " ‘ . . 6 7 _p. ” de ee oe alle elit ae ee as 
and dealer customers will find Handi-t aks 2 “HANDI-PAKS” (500’) 4 “HANDI-PAKS” (1000’) 
a value plus, too. Special “‘tuck-type” tops PER MASTER CARTON PER MASTER CARTON 
are easy to open AND RECLOSE. Only 
a oy 29 ; : Type S 18/2,18/3,16/2 — Type SJ 18/2, 18/3, 16/2 
Handi-Pak” provides this added feature. Type $0 18/2,18/3,16/2 Type $JO 18/2, 18/3, 16/2 
, “ . ee : a Type SJ. 18/4, 16/3, 16/4, 14/2, 14/3 
You, too, can profit with “HANDI-PAK”; Type SJO 18/4, 16/3, 16/4, 14/2,14/3 


just call your Royal representative. 


ROYAL ELECTRIC CORPORATION 
PAWTUCKET, RHODE ISLAND ELECTRIC 


on associate of 





nerd 


Ay 
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NEW PRODUCTS 





Connectors 


Available in oval, round and dual 
round styles, from 2 to 12 poles 


New equipment control connectors 
for applications up to 600-v, are said 
to be crush proof, corrosion proof, 
water-proof and dirt-proof. Units 
feature non-interchangeability, shrouds 
on male portable connectors, and 
numbering of all contacts on con- 
nector faces for identification. Re- 
ceptacle units are designed to fit 
standard types of outlet boxes; round 
series fits all standard FS and FD 
boxes. @ Electrical Products Div., Joy 
Mfg. Co., St. Louis, Mo. 


Fixtures 


Available with plastic side windows 
or steel sides 


Called “Futurliters” and furnished in 
4 and 6 light units, fixtures, 2 ft x 
4 ft, can be individually mounted or 
close-ceiling mounted. Units feature 
choice of louver diffuser bottoms 
¥%s-in open plastic cubicles—or re- 
versible prismatic louver-lens. e Edwin 
F. Guth Co., St. Louis, Mo. 


Solenoid Contactor 


For controllers; motor starters; and 
lamp load switching 


300-amp, size 5, ac contactor handles 
heavy inrush currents with double 
break contacts enclosed in individual 
arc hoods. Low power auxiliary con- 
tacts available. Pressure type 
connectors are supplied for all control 
wiring, while clamp type terminals are 
standard on main poles. Standard coil 
volages are: 110, 208/220, 440, 
550-v, 60 cycles. Unit measures 
10¥2-in wide, 17-%-in x 8-in deep. 
e Ward Leonard Electric Co., Mount 
Vernon, N.Y. 


are 


Light-Operated Switch 


Said to turn off at approximately 
one footcandle, back on at ten 
Called “Lightguard” and designed for 
on-at-dusk-off-at-dawn light control, 
unit is suitable for tungsten loads up 
to 150-w on 120-v a.c. circuits. With 
13%4 in diameter, switch may be in- 
stalled in fixture canopy, electrical 
cabinet, or adapted for mounting with 
wall brackets with shallow canopies. 
e Schacht Electric Co., Houston, 
Texas. 


Electric Heating Unit 


Baseboard heaters can be joined 
end to end or at corners 


New model 650B-24, featuring “Ra- 
diant-glass” heat, operates on 240-y 
and 650-w. Constructed of aluminum 
with brass finish, unit is 7%4« in. high, 
36% in. long, 2% in. thick. Accessory 
sections available include thermostat 
section, duplex electrical section and 
inside corner section. e Allied preci- 
sion Industries, Geneva, Il. 


Range Hood-Fan 


Suction action of unit is said to 
eliminate odors, grease and steam 
Called “Selecta-Matic” and available 
with three types of fans, hood features 
pre-wired power units and removable 
filters. Hood reaches 21 in. from wall, 
comes with built-in controls to regu- 
late 4-speed fan, and offers choice of 
aluminum, copper or stainless steel 
finish. Available in 30-in, 36-in, 42-in 
or 48-in widths. e NuTone Inc., 
Cincinnati, Ohio 


Toggle Switches 


Miniaturized switches designed to 
save behind-panel space 


Called “13AT” series, units have pull- 
to-unlock device to hold toggle in set 
position. Units come 2 through 4 
pole, with gold contacts; turret type 
terminals are optional. Each switch 
has single-pole, double-throw snap 
contact. UL listed at 5-amp 250-v ac; 
3-24-amp 30-v dc. Units have threaded 
bushing for panel mounting. ¢ Micro 
Switch Div., Minneapolis-Honeywell 
Regulator Co., Freeport, Il. 


Luminaires 

May be installed individually or in 
rows 
Called “Regula” and “Visitron,” units 
come with crystal plastic prismatic 
refractor and white plastic diffuser 
respectively. With UL and CBM ap- 
proved ballasts, luminaires are avail- 
able for two or four 40-w fluorescent 
lamps. Plastic enclosures feature self- 
gasketing design, have “V” rails, said 
to prevent entry of dust, at top to 
engage chassis; are centered by safety 
stops to prevent accidental fall-out 
with sets of chains for free hanging 
while relamping. Joining equipment is 
furnished. e Curtis Lighting Div., 
Curtis-AllBrite Lighting Inc., Chicago, 
Til. 


Guy-Strand Cutter 


One stroke action for cutting steel 
strand up to !/2-in diameter 


Air-powered cutter features aluminum 
body, steel jaw and trigger 
which, when tripped, allows continu- 
ous cutting action, maker claims. 
Power can be supplied by compressors 
or standard cylinders of dry nitrogen 
Air hose (including necessary coup- 
lings and fittings) and tool bags are 
available separately. ¢e A. B. Chance 
Co., Centralia, Mo. 


blades, 


High Sensitivity Relay 


Designed for low power in-put 
circuits 


Two mw relay, called “Series 300 
Microamp,” is field adjustable for 
currents up to 3 amps at 
sensitivity. Applications include high 
speed keying, remote control or bat- 
tery operated devices. Mounting: Two 
196-in clearance holes on 2% x 2% 
centers. Plastic dust cover. © Kurman 
Electric Co., Brooklyn, N.Y. 


reduced 
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LOOK FOR THE PATENT NUMBER— 
YOUR PROTECTION AGAINST COPIES! 
*U. S. PAT. NO. 2,739,999 


*‘Dual-Grips"’ save your customers time and money. 
When “Dual-Grips"’ are used on EMT, 
your customers know they're “‘on to stay” 


—with no special fittings. i 


With rigid conduit, the electrician just slips ‘S 

the head on and tightens the screws. 7, 
No valuable time wasted cutting threads. a 
Lightweight aluminum alloy—moistureproof—rust- as - 


proof. Eight sizes: !/."" thru 3”. 


{\ y 
NEW COMBINATION ENTRANCE HEADS N 


. head and reducer in one compact, 


easily installed unit! No mast threading. \ a 


For 2” or 22” rigid conduit or pipe. 





MR. WHOLESALER: — 


J.A. WEAVER 
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DUAL-GRIP 
ENTRANCE HEADS* 


telephone GCArfield 6356 








A Product Designer named Frazier 
Took a trip to Evrope and Asia 


His outlook enlarged, 
His batteries charged 


His new products* will simply 


amaze ‘ya. 


“FOU E55, OF COURSE 


Lighting 
Enchantment 


rmeocorcor rr 


+ 


PROGRESS MANUFACTURING CO., INC. 


EW-9 Phila. 34, Pa 


Please send me 


rm 


name of local distributor 
NAME 
COMPANY 
ADDRESS 


complete information lighting fixtures 


Typical of 
hundreds of 
delightful 
fixture 
designs is 
the brass 
Colonial oil 
lamp 
adaptation 
with 
shimmering 
glass shade 
created 
exclusively 
by 
PROGRESS 


Se ee 


HIGH VOLTAGE 





What's Wrong with the Business? 





Approximately 250 salesmen and managers of Los Angeles electric al 
distributing firms gathered July 20 at the Rodger Young Auditorium 


for an industry-wide sales meeting. Chairmanned by E. E. 
Gough Industries, the session featured talks by A. 


Karsten, 
H. (Bill) Gudie, 


Trade Service Publications; Ken Rehwaldt, Gesco; Stan Johns, The 
Electric Corp. of Calif. Excerpts from Gudie’s hard-hitting speech— 


“What's Wrong with the Electrical Wholesale Business?” 


follow. 





Hello, suckers! 

I hope you noticed that I smiled 
when I said that. I realize it is not 
very nice to start off by calling an 
bunch of suckers. 

wanted your attention, 


audience a 
Obviously, I 
and I got it! 

Some years ago there was a gal 
by the name of Texas Guinan who 
ran a night club in New York. It 
her procedure to each 
newcomer with the comment, “Hello, 
sucker,” and thus the for 
the oversize check he ultimately re- 
ceived. Her success created a legend 
in New York night life circles. 

But why should I call you suckers? 
Where is the similarity? The guy who 
went into that night club went there 
to spend his money and have some 
fun. This is supposed to be 
business—but I wonder. What is 
business? 

Is it the three-tenths of one per 
cent profit before taxes earned by 
the apparatus and supply wholesalers 
throughout the country last year? Is 
that business? Is $3,000 net profit 
on a million dollar volume what we 
commonly business? If so, at 
least we must admit, it isn’t very good 
business. 

Let’s take a brief look at the 1958 
figures. These are the nationwide 
averages for apparatus and supply 
distributors in metropolitan areas of 
500,000 population or more. 

The gross profit margin was 13.7% 
of sales, and operating expenses were 
13.5%, leaving a net operating mar- 
gin of 0.2% of sales. Non-operating 
profits were 0.1%, which brought the 
net up to 0.3%. Note that non-op- 
erating profits were equal to 50% of 
the operating profits! .. . 

So I think we should ask ourselves, 
“What is wrong with the electrical 
wholesale distribution business?” The 
net result comes from the difference 
between the margin percent- 
age and the operating expense per- 
centage. Is the margin too low or 
the expense too high? 

Conditions in your industry were 
not always so poor. In the past, the 
electrical wholesale distribution busi- 
ness has earned a fair profit. And 


was greet 


set Stage 


call 


gross 


if we look at operating statements 
from those years, we find that since 
then operating expenses have gone up 
while margins have come down, so 
it looks as though we do have both 
phases to work upon. However, every 
management knows that much of the 
increase in operating has re- 
sulted from conditions beyond their 


costs 


immediate control. 

But if cost 
the control of management, the same 
is not true of profit margins. Good 
management has absolute control 
over its profit margin because each 


increases are beyond 


firm sets its own selling prices and, 
in doing so, determines what its gross 
margin will be. Admittedly there is 
such a thing as competition—but 
that is another phase of scientific 
management. 

As a whole, if the industry’s gross 
margin is too low, then it must stand 
convicted of poor management. 

Perhaps you are wondering how 
all this explains why I started out 
by calling you suckers? It is simply 
that the entire industry has been 
suckered into letting the customers 
set the profit margin-—and that is 
poor management. 

It is also poor salesmanship to let 
your customer tell you how much 
he will pay for your merchandise and 
the service you are adding on to it. 
And, if you do a poor job of man- 
agement or a poor job of salesman- 
ship, you will eventually receive poor 
compensation. It is that simple, and 
that is what is happening. The job 
you are doing as an industry is not 
worth more than the 13.7% gross you 
earned last year. 

It is a commonly 
tragic joke that no one sells 
his price book. Every one of 
salesmen would rebel if your manager 
called you in tomorrow and said that 
from on you would take no 
orders except at book prices. Yet, it 
management to permit a 
salesman to cut his prices whenever 
and however he pleases. Likewise, it 
IS poor salesmanship to quote a price 
and then cut it during the same con- 
versation with a customer. You sales- 
men won't earn a very high standard 


and 
from 
you 


accepted 


now 


iS poor 
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HARVEY HUBBE 


The First and Only cn, ‘y 


Twistlock 


APPROVED FOR 


neer 


PURPOSES ONLY 
—~ 











10 amp., 250 volt 
15 amp., 125 volt 


1500 


6-6 


Listed by Underwriters’ Laboratories, Incorporated 






































i A Complete New Line—Non- 
———3 interchangeable With Regular 
‘ 4 ,  “Twist-Lock” Units 
3.281 
0 The “Twist-Lock” Equivalent of 
e the 5262 Line of Straight 
6-32 Blade Grounding devices. 
TAP 
2750° L531" For Applications That Require 
Positive Grounding Plus 
Positive Locking 
LI09 Elbow-shaped Grounding Slot 
mi Prevents Insertion of 
il Regular “Twist-Lock” Caps 
1000; 500” 
je——_1.s00" men 
< 1218" \328'—» 
Cat. No. 
4700 Cet. No. 
3-wire, 125 Volts 4730 


Duplex Receptacle 3-wire, 125 Volts 


Connector Body 





4726 


Armored Cop _ 


Rubber Cap iW () 


New 3-wire caps are supplied with distinctive elbow-shaped grounding blade. Caps will fit 4700 
| Series connector bodies or receptacles only. They cannot be used with regular Twist-Lock devices. 

















BRIDGEPORT 2, CONNECTICUT 





WIRING DEVICE OFFICE AND WAREHOUSE LCCATIONS 
Bridgeport 2, Connecticut Los Angeles 12, California 
State and Bostwick Streets 103 North Santa Fe Avenue 


Chicago 7, Illinois San Francisco, California 
37 South Sangamon Street 1675 Hudson Avenue 


IN CANADA: 


Scarborough, Ontario, 
1160 Birchmount Road 
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Standard 7580 Type 


LL, 


















INCORPORATED 


f > 


NEMA Grounding Type 
15 omp., 125 volt 


New 4700 Type 
15 omp., 125 volt 


Elbow-shaped 
Grounding Slot 





HARVEY HUBBELL, incorPoORATED 





Continued on page 117 





of living by simply taking orders at 
the price the customer tells you 
someone else has quoted. And you 
will never make a profit for your 
company by joking about the prices 
in the book they give you to quote 
from. 

You salesmen and sales managers 
must accept the blame for the con- 
ditions in your industry in this area. 
You cannot say there is insufficient 
volume. You cannot say the industry 
has lost public appeal and is on the 
skids. On the contrary, the electrical 
industry has never enjoyed greater 
public acceptance. Never before were 
there greater opportunities to do a 
selling job and cash in. So, when you 
let the customer tell you how much 
he will pay, you are indeed being 
played for a sucker. You will inev- 
itably learn that if you let the cus- 
tomer determine the amount of your 
wages, he is an exceptionally stingy 
paymaster. 

Yours is a wonderful business and 
it requires only a proper understand- 
ing of it for you all to reap an 
abundant return. Earlier I asked the 
question, “What is business?” Let me 
give you a little different slant that 
may help you put your own opera- 

a7 tions into better perspective. 
You can count on Amp-trap* 7 We are prone to refer to a whole- 
... when you want to stop a 500,000 a saler who has a million dollars per 
Ampere short circuit dead in its . year sales as doing a million dollar 
tracks. In fact, if Amp-trap is business. However, if he is operating 
watching and waiting at your on a 15% gross margin, $850,000 
entrance switches or in your circuit 7 hictesl tae of that is money he is simply collect- 
breakers you couldn't be safer. * jour protection ing in escrow for the manufacturer 
That's why those who know insist bs a so the amount he has left for the 
on and get Amp-trap. Vm purpose of conducting his business is 
only $150,000. Out of that figure 
must come all of the rent, salaries 
and other expenses. That is all he 
has to play with, and all price cuts 
come out of that figure, too. 

So the next time you are talking 
about a $1,000 order, don’t think of 
Amp-trap is a true current limiter because it anticipates and an ere Serene wae Oe oor a 

ae whatever the gross margin may be. 
stops dangerous short circuits long before they can become And if vou cut 10% off the $1,000 
destructive. Nothing takes the place of Amp-trap. selling price, you cut it down to i 
There's one for every purpose. Ask for Bulletin 514-9. $50 transaction. I believe that if you 
think along those lines, you will be 
DAmp-trap isa : a little more inclined to resist some 
registered trademark of 
The Chase-Shawmut of those price cuts on the so-called 
pee Neiion aie ' “big order,’ because it doesn’t take 
and herein is written much to turn a big order into a little 
Amp-trap. one. 

Too many salesmen and sales man- 
agers in the electrical wholesale dis- 
tribution business are selling their in- 


dustry short. You are thinking nega- 

THE CHASE-SHAWMUT co. te - ia Wee 
- tively too much of the time. There 
374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS is no need for it. The business is 
Subsidiary of |-T-E CIRCUIT BREAKER CO., Philadelphia, Pennsylvania here so let’s go after it in a business- 


like manner. You have much tto sell 
and much to offer. You need not 


Amp-trap is “always awake at the switch” .. . where current 
limitation with high interrupting rating is required . . . on general 
power circuits, on DC circuits, on standard and the new higher 
voltage networks, on busways and entrance switches, even on 
general electronic circuits. 


© 1959 The Chase-Shawmut Co. 


Fa — 
= apologize for the services you render, 


> Go » SD 3 
1 wn eal and they are worth a fair and profit- 


Tri-onic } = ts ~ } T TRIONET® one Q-T rime able price 
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a new concept in home lighting 
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to increase your saie of home lighting fixtures 


An exciting new sales approach, plus a brilliant new 
line of lighting fixtures ... to increase your sales and 
profits dramatically! 

It’s “‘the light idea,”’ a new concept by Virden that 
enables the homemaker to match her lighting to to- 
day’s living patterns—to create the right mood for 
every occasion . . . to emphasize beauty . . . to provide 
safety and protection, inside and outside the house. 


ae 
The Future is Bright at Virden ag i] ro — ry 


“the light idea’’ and Virden’s new “‘light 
idea”’ fixtures are just the beginning! New 
programs are in the works now to further in- 
crease your sales and profits. Watch for them! 
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Virden’s new 52-page full color catalog features “‘the 
light idea”’ in detail. In addition, it beautifully dis- 
plays the complete new line—new pulldowns, chan- 
deliers, ceiling and wall units, bullets, outdoor and 
garden lighting. 

Your Virden salesman has full details. Once you see 
them, you'll agree Virden has the line, the promotion 
and the profit opportunities for you in 1959. 


LIGHTING 


A Division of the John C. Virden Company, Cleveland 3, Ohio 


in Canada, John C. Virden, Ltd., Toronto 16, Ontario 


Find tt Fest 


| ‘iii Denes 
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TAPE- 
MATE 


FISH TAPE WINDER! 


@ PROTECTS HANDS 
@ NO KINKS OR BROKEN TAPE 
@ SPEEDS FISH TAPE WINDING 






TAPE-MATE is a fish 
tape reel attachment that 
really takes the “ugh” 
out of rewinding. Winds 
tape fast with an easy, 
sliding action. Tape 
coming off reel is safe 
—keeper slot prevents 
“springing. Attaches 
firmly to reel with 4 
screws...can't come off! 
TAPE-MATE comes in 
two sizes... fits all 
Holub and other 8!/2” 
and 12” dia. round fish 
tape reels containing 
V_" flat fish tape. 





GIVE THE ELECTRICIANS 
IN YOUR AREA A BREAK — 


sett TAPE-MATE 
YOU'LL SELL MORE 
FISH TAPE REELS TOO! 


TAPE-MATE 


"Blister Free” 
FISH TAPE 
HANDLING 






FISH 


TAPE REEL 


"Hi" FISH TAPE REELS are perfect mates for 
TAPE-MATE. Reels contain highest grade fish 
tape made! FIVE "Hi" REELS FIT TAPE-MATE. 


——<<——=— eee mee me mee ee eee 


! 

1 NEW! Deluxe chrome plated “Hi" | 
; FISH TAPE REEL with TAPE-MATE , 
1 attached — 3 sizes! 


ee ere ee 


= 











OTHER ''Hi'' QUALITY PRODUCTS 


@ Wire Connectors & © Conduit ''Snap- 
"LOK-IT" Wrench Straps" 

@ Plastic Screw An- ®@ Conduit "'Drive- 
chors & Kits Straps" 

@ Lead Anchor Kits 













MAIL TODAY FOR 
1959 “Hi CATALOG 

















| NAME 
| FIRM | 
| street 
1 CITY. STATE. 





HOLUB INDUSTRIES Inc. 
450 ELM ST. - SYCAMORE, iit. 
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CAPITOL CIRCUIT 





Hardly a handful of major legislation affecting business generally, 
and small business in particular, has moved through Congress this 
year. The biggest new direction set by Congress was the final passage 
of legislation permitting the Tennessee Valley Authority to finance 
expansion inside its own boundaries to issue its own revenue bonds. 
New installations amounting to around $200-million will be financed 
first. 

Here is an adjournment date check list of legislation affecting 
electrical wholesalers and distributors: 


e@ The House Judiciary Committee plans to hold hearings this fall 
on legislation aimed at limiting some of the broad powers states 
have in taxing income of interstate companies. The Senate Finance 
Committee has approved a bill, which would exempt an interstate 
company from state income taxes if its only operations in the state 
were sales activities. 


@ Pre-merger Notification Bills are stalled for this session in both 
the House and Senate Judiciary Committees. Legislation would re- 
quire 60 days notice to the government of pending mergers of 
corporations with total assets of $10-million or more. 

S-11, limiting the “Good Faith” defense in price discrimination 
cases, is pending before the Senate Judiciary Committee but isn’t 
likely to be reported this session. A similar bill in the House will 
not be considered this year, perhaps not even next year. 


* * 


e@ The Fair Trade Bill, establishing in federal law the right of a 
manufacturer to set a minimum resale price for his trade-marked 
products, has been cleared by the House Commerce Committee but 
is stalled in the House Rules Committee. Senate Committee has 
shelved a similar bill. 


@ The Senate may investigate the practice of several co-operatives 
serving in towns with populations exceeding 1,500. The Senate Ap- 
propriations committee has received complaints that REA financed 
co-ops are illegally servicing such areas, and REA administrator 
David Hamil has given the committee a list showing there are 103 
co-ops now serving 143 towns of over 1,500 population. REA says 
in 55 cases, the towns grew beyond 1,500 after service began; in 
another 54 cases, populations were beyond the figure when service 
began; but service is “justified”. The committee is being urged to 
hold hearing into the justifications. 


* * * 


e@ Congress may look into charges of the Tennessee Valley Author- 
ity that it had received identical bids from seven companies, this 
time the bidding was on transmission line insulators. A federal grand 
jury in Philadelphia is investigating now. 

The companies are General Electric, Ohio Brass Co., I-T-E 
Circuit Breaker Co., H. K. Porter Co., Lapp Insulator Co., Joslyn 
Manufacturing & Supply Co., and A. B. Chance Co. 

Awards were made to GE and Lapp because their plants are in 
Labor-Distress Areas. TVA said it tried to make awards as nearly 
equal as possible, resorting to a drawing to decide the larger award. 
Lapp won, receiving a $61,200 contract; GE was awarded $51,000. 
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Accuvare Tapes 


FRICTION .... RUBBER .... PLASTIC 


Send for our latest catalog describing details 


ACCURATE MANUFACTURING COMPANY 
Gartield, New Jersey 




















now! 


ALUMINUM 
FITTINGS 


[FOR ALUMINUM CONDUIT ] 


AT NO INCREASE 
IN PRICE! 


0.Z. now offers a full line of aluminum fittings, keeping pace 
with increased demands for rigid aluminum conduit... Cable 
Supports, Expansion Fittings, End Fittings, Split Couplings, 
Pull Box Fittings, U-Bolts, Terminators, Flanges and 0O.Z. 
Types “B”’, and “SB”, Bushings. Here is a premium line of 
fittings — at standard prices. 0.Z. Aluminum Fittings are iden- 
tical in design, workmanship and quality to similar 0.Z. 
products in malleable iron and other metals. Whatever 
your requirements, 0.Z. has the type and size you need. 














When ordering any of the standard fittings illustrated, 
specify “aluminum” after the catalog number. 


0.Z. Aluminum Conduit Fittings are at your local 
distributor now. For more complete information, see 
your distributor, or write direct to the company, 
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CABLE SUPPORTS 


TYPE “S” TYPE “R” TYPE “C” 


TYPE “K”’ 








TYPE “M” 


TYPE “WwW” 
TYPE “B”’ 


eS 
m\\ r 


TYPE “EX” TYPE “AX” TYPE “Dx” 


CABLE TERMINATORS 
TYPE “CRH” 


TYPE “FR” F | TYPE “DTC” TYPE “KR” a 





Patented 





| wh! 1 
COMPOUND 4 a WITH SEALING 


BUSHINGS «i TAPING | BUSHING 


CONES 
HORIZONTAL TERMINATOR 








PULL BOX FITTINGS 


TYPE “CRC” TYPE “CLN” uN TYPE “PB” - TYPE “PBW”’ aaa 


i A 

WITH | WITH i , 
TOP «All TOP AL 
COVER i THREAD 


NON-WEATHERTIGHT WEATHERTIGHT 


END FITTINGS SPLIT COUPLINGS FLANGES 


th, Pet — 


“~~ TYPE “SP”’ UNIVERSAL FLANGES 


TYPE “E” 








Priced same as Bronze U-Bolts 








CAST IRON BOXES 
ELECTRICAL MANUFACTURING CO., INC. CABLE TERMINATORS 


POWER CONNECTORS 


) () 262 BOND STREET - BROOKLYN 17, N.Y. pt aim erating 


CONDUIT: FITTINGS 
Sales Office and Warehouse: 406 So. Cicero Avenue, Chicago 44, Ill. © ESterbrook 9-0326 & My INTERLOCKED ARMOR 


Office and Factory: 749 Bryant Street, San Francisco 7, Calif. © GArfield 1-7846 ermal CABLE FITTINGS 
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FRE FEDERAL PACIFIC ELECTRIC COMPANY 


Gene + treet, Newar* 
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distribution and control equipment 


FOR HOMES, COMMERCIAL 
BUILDINGS, INDUSTRIAL 
PLANTS and UTILITY SYSTEMS 
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“IT PAYS OFF IN PROFITS 


..-that’s why we’re tying in with the 


MOEZx outdoor lighting promotion,’’ 


says Gerald D. Lappin, president of Lappin Electric Co. 1022 N. 5th St., Milwaukee, Wis. 


“Time after time, MOE Light promotions have meant extra profits to us. 
Not only do we sell more of the promoted items, but we move other 


lighting fixtures as well.” 


Mr. Gerald D. Lappin, dynamic head of one of Wisconsin's 
largest and oldest electrical wholesaling firms. Founded over 
40 years ago by his father, David C. Lappin, Chairman of the 
Board of Directors, the company has been at the same location 
on North 5th Street in Milwaukee for over 22 years. Expanding 
business has necessitated the opening of branch operations in 
Green Bay and Beloit, Wis. Mr. Lappin is the proud holder of 
two “Sales Achievement” awards by Thomas Industries. 








Peer ey w 


OFF TO THE RIGHT START! Setting up his our own salesmen is the first step to a successful 
tie-in, Mr. Lappin and Mr. Harold Heesch, manager tie-in,’ says Mr. Lappin, as they inspect the colorful 
of the Lappin lighting department, go over the MOE national ad, wall poster and flyer featuring Moe 
Light outdoor lighting promotion with Mr. Roy Light's new “Electric Eye’ post and lanterns at 
Vershure, Moe Light divisional sales manager and special introductory prices. 

James Nelson, Moe Light representative. “Selling 
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SALES ZOOM IN SHOWROOM! Harold Heesch, manager 
of the Lappin lighting department, covers the MOE Light out- 
door lighting promotion with Lappin showroom lighting 
specialist, Mrs. Sara R. Adashek, who is adept at turning 
prospects into customers. “Electric eye’’ gimmick on MOE 


Light post gives her a perfect opening. 


“a 
; é 


% 





IT PAYS TO POST! Counter man Walter Kozlowski and Gerald 
Lappin call the attention of Anthony Horaitis, Milwaukee contractor, to 
the MOE Light Outdoor Lighting promotion. Big, colorful wall/window 
poster next to counter display just can't be missed. 


FLYERS BRING IN BUY- 
ERS! Marvin Reuter, Lappin 
advertising manager, super- 
vises mailing of MOE Light 
flyers with Lappin imprint to 
customer list."Invariably, this 
by-mail contact with contrac- 
tors brings us additional 
sales, not only in promoted 
items, but otherfixtures, too” 
says Reuter. 


Here’s the MOE Zs Outdoor Lighting Promotion 


Special Introductory Prices Through November 30, 1959 On These Items 


Here’s How It’s Being Merchandised 

= 

Nationally Advertised in October and 
November 


Big color ads in the “big influence” mag- 
azines—House Beautiful, House & Garden, 





M-844/M-923 M-853/M-923 
“Light Command” 
Post & Lantern 


Combination. 


Post & Lantern 
Combination. 


s <= 


“Light Command” 


M-923 

“Light Command” 
Post ONLY. 
Adjustable from 72” 
to 84”. Pre-wired, 
grounded, UL 
approved 


and Living—will reach 11,300,000 readers. 


Free Color Posters for Wall or Window 


Big color posters, featuring ‘Electric Eye” 
Post-Lantern Combination, will help you 
sell. 


See Your 
MOE Light Representative 
for Complete Information 
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Lantern 9%” square, 
19%” high. Black on 
Solid Aluminum with 
Solid Brass Trim. 
Regular Dealer Price $27.54 
Special Dealer Price 


$23.97 
ik 


AW 
a 


E 

7 — 
— 
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SS 


“nw 








Wy, 
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MOE 454, 


MOE LIGHT - 


Lantern 11%” high, 
20” shade. Black on 
Solid Aluminum with 
Solid Brass Trim. 
Regular Dealer Price $29.94 
Special Dealer Price 


$26.97 








it 


convenience outlet 
meets all local 
codes. Black on 
Solid Aluminum. 
Patent Applied For. 


Regular Dealer Price $16.77 
Special Dealer Price 


$15.57 


t 


THOMAS INDUSTRIES INC. 


LIGHTING FIXTURE DIVISION 


ENCHANTE - 


STAR LIGHT - 
SAN MARINO 


410 S. Third St., Louisville 2, Kentucky 


BENJAMIN 
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...cracked the paper barrier, too 


You'll know what I mean. Work- 

ing late ordering stock... eyes 
tired... dropped glasses ... hit by idea. I reasoned 
that since Porcelain Products makes 127 different 
high quality, time tested, electrical supply items 
I could save time, worry and money with one pur- 
chase order, one acknowledgment, one shipment, 
one invoice, one check ... instead of dozens. 
Well, you get the idea. Everybody was happy... 
me... my office staff... the boys in the back room 
and most important, my customers. (So was 
Porcelain Products Co and you should see the 


service I get.) 


Like me, you can get so many top-notch, nation- 
ally advertised items from Porcelain Products... 
Mast kits, Wireholders, House brackets, Racks, 
Spools, Clevises, Copperweld ground rods, Wedge 
grips, Split bolts . . . items used every day by your 
customers, the contractors. Since 1894 they’ve 
served the electrical industry. Send for complete 
information on their comprehensive line today. 
No obligation. 

Oh! by the way, I know the actual paper in paper 
work doesn’t cost much, but neither does the 
actual metal in a watch. 


PORCELAIN PRODUCTS CO. 
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NEOPRENE SHEATH 


SHIELDED 
“POWER CABLE 


Gives More Amperes 


Per Dollar 
of Installed Cost 


CRESCENT HYVOLT insulation is made from butyl rubber 
which is inherently resistant to ozone, heat, moisture and aging. 
HYVOLT is formulated and processed so as to retain these in- 
herent characteristics of the butyl rubber and at the same time 
provide excellent electrical and physical properties. 


RUBBER-FILEED TAPE 





METAL SHIELDING TAPE 


SEMI-CONDUCTING TAPE 


HYVOLT INSULATION 
The insulation is protected during and after installation by 

an outer neoprene sheath providing a maximum degree of 

toughness, durability and long life. It is flame retarding and re- 

sistant to the deteriorating effetts of moisture, sunlight, ozone 


CONDUCTOR SHIELDING TAPE (corona), oil, grease, and many acids and alkalies. 


HYVOLT Shielding provides additional internal and external protection in 
these THREE WAYS 


CONDUCTORS 1 Conductor shielding, as provided by a semi-conducting tape over the 
stranded conductors, excludes air pockets between conductor and insulation 
and eliminates possible internal torona-cutting of the insulation. 


2 The semi-conducting tape between the insulation and metallic shielding 
tape prevents possible ionization of air spaces and corona at the insulation 
surface. 


3 The metallic shielding tape is grounded when installed, resulting in zero 
potential to ground at the sheath. It prevents surface discharge or burning, 
and protects cable from lightning surges. Reduces shock hazard. 


RECOMMENDATIONS 


CRESCENT SHIELDED HYVOLT CABLE is recommended for 
use in conduits, underground ducts, in wet or dry locations, or 
buried directly in the ground, for circuits operated at over 3Q00 
volts and in accordance with |.P.C.E.A. recommendations. 
Available in single conductor or multi-conductor cables. 


Specify CRESCENT SHIELDED HYVOLT POWER CABLE for 
general power circuits and where severe conditions are preva- 
lent such as chemical plants, refineries, paper mills, mines, 
sewage disposal plants, etc. It is approved as Airport Lighting 
Cable Type B, CAA Specification L-824 


613) INSULATED WIRE & CABLE CO., INC. 
TRENTON, NEW JERSEY 
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LIGHTING ADVANCES FROM 


forerunners of wonderful things to come 


4 PROFIT MAKING REASONS WHY IT WILL 


FASTEST SELLING COMMERCIAL FIXTURE 
IN ITS PRICE RANGE! 
The Catalina is available with Benjamin’s own 
45° plastic louver or the exclusive new L-120 
lens. Now architects have new freedom of design 
...contractors like the minimum installation time 
required for the simple two-piece construction. .. 
consulting engineers find a new ease of wiring and 
fixture layout.This plus modern design makes the 
Catalina today’s most popular lighting fixture! 


32 


A NEW FIXTURE FOR THE SCHOOL 
AND OFFICE LIGHTING MARKET! 


Designed to give you more features and lighting 
qualities than any similar unit on the market 
today. Available with popular 35° x 25° or 45° x 
45° shielding in two or four lamp arrangement. 
Simplified butt mounting arrangement affords 
rigid, continuous row installation and assures 
perfect alignment of fixtures. Dollar for dollar, 
the Versateer has no equal. 
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AANY/S@ 


Keep your eye on Benjamin. A dynamic new force has been added to the company that 
has led the lighting industry in product development since the days of the wireless cluster. 


Now, Benjamin Electric has joined forces with Thomas Industries, combining a Benjamin 
tradition of quality rh dammed) 3 ¢-Laleliare Mm Maleluil-tMuil-igeiar-laleltdiaremi-lell elim 


WM ili-we-)daelaleMoroluileliir-ldcelame[h-t-me 2oleMe- Mm olel-tieha-meli-lelel-Me) Mial-\) me elaelelUloit-mr-lale Ml slaeliile)dleljmen 


S Z a promise of new horizons for all in the business of lighting. 


4 


Your local Benjamin representative will be happy to help you. Contact him on any problem 
...large or small, 


C7TTT\\S 


Ninny 


Ru, 


“anys 


BENJAMIN ELECTRIC MANUFACTURING CO., Des Plaines, Illinois 
SUBSIDIARY OF THOMAS INDUSTRIES INC. 
BENJAMIN +» MOE LIGHT + STAR LIGHT » ENCHANTE +» SAN MARINO 









These products are sold only through qualified Benjamin wholesalers 


PAY YOU TO KEEP AN EYE ON BENJAMIN! 





Model B-2 








NEW "'B”’ SERIES WORLD'S FIRST AIR CONDITIONING 
COMMERCIAL FLUORESCENTS LIGHTING FIXTURE COMBINATION! 
Unit packed simplicity is the keynote for this Truly the most versatile fixture ever created 
new line of plastic enclosed fixtures. Designed Benjamin research and pioneering has made 
for low cost store and office lighting in the two- available this tested and approved Trofferlite 
lamp version and for high quality corridor light- that delivers quality lighting, draft-free air con 
ing in the single lamp type. The polystyrene ditioning and now wintertime heating. The 
plastic cover snaps into the channel offering a triple-duty Lumi-Flo offers installation short 
rigid, trouble-free installation that makes lamp cuts and cost cutting maintenance features never 
replacement and cleaning easy. before possible. 


33 


September, 1959—ELECTRICAL WHOLESALING 





Foie QUIK-STIK POLYETHYLENE ELECTRICAL TAPE 


@ Ideal for all outdoor and indoor, underground or e Low moisture-permeability, high abrasion- and 
overhead wiring, in utilities, electronics, aircraft, corona-resistance. 


e Resists acids, alkalies, oils, solvents, fungus, 
bacteria, gases. 
— Get full information on Porter Quik-Stik polyethyl- 
e Permanent strong tack .. . fast-stic ye yhere! Re de ra Ate 
? . ‘ fast-sticking anywhere ! ene tape by writing today to Thermoid Division, 
e Dielectric strength tested to 1,000 volts per mil; H. K. Porter Company, Inc., Tacony & Comly Sts., 
uniform power factor over wide frequency range. Philadelphia 24, Pa. 


automotive, and general use. 
@ One-wrap, single-wind primary insulation. 


THERMOID DIVISION |')\\', 5!) #4«. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—THERMOID DIVISION; Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION: 

Specialty Alloys—RIVERSIDE-ALLOY METAL DIVISION; Refractories—REFRACTORIES DIVISION; Electric Furnace Steel—CONNORS STEEL DIVISION, VULCAN-KIDD STEEL DIVI- 

SION; Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION, H. K. PORTER COMPANY de MEXICO, 
S. A.; and in Canada, Refractories, Disston” Tools, “Federal” Wires and Cables, ‘‘Nepcoduct” Systems—H. K. PORTER COMPANY (CANADA) LTD 
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Diamond has all 





portable cords 





Red-D-Prene” Black Diamond Signal Yellow 


Neoprene Sheathed Rubber Sheathed 








for hot, oily locations for general purpose use for 





DTW Small Diameter 


Thermoplastic ee | 


— 1 —~ = 
fb Nags A 4 


~~, 





all locations where heat 








is no problem 


Red-D-Prene for mill and plant use is designed with tough, oil, heat and 


flame resistant Type MD (Mill Duty) neoprene jacket in industrial red for ready identification. 


Black Diamond has durable rubber jacket protecting against alkalies, 


acids and moisture. Very flexible construction prevents kinking in service 


Signal Yellow has a jacket of yellow thermoplastic that is quickly seen 


to handle... smooth sheath will not readily collect dirt. Easy to pull. 


. clean 


ON DO is Ats oO a P Ri” €& Su P PLe#e™ < Oo F 
- = 
— —— 
T Non-Metalli T Service 
Whive Sheathed Cable ee Cable DUF® Type UF ABC Armored Range Cord Sets 


P Bushed Cable 
Armored & unarmored _— ble 


WIRE and CABLE Company 
Sycamore, Illinois 
WAREHOUSE: BIRMINGHAM, ALABAMA 
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*Ppearing : » THIS 


Your Customers 22h 


Ep You 
GET Oe 


GOLD SEAL SS 


for easy handling and instant fusing 


Here’s the tape for high voltage insulation! Easy to work with, 
Gold Seal Rubber Tape fuses together instantly, provides long- 
life insulation protection. With its high dielectric strength and 
ability to conform to irregular shapes, Gold Seal makes a per- 
fect insulating splice. Jenkins Bros., Rubber Division, 100 Park 


Avenue, New York 17. 


TAPE 


FOR EVERY APPLICATION 


Gold Seal Friction @ @ Plastic Tapes... 


Commercial and Specification Grades 


aveste 


"<i —— SOLD SEAL, 
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tired of replacing This taal 
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rusted conduit? Be, / «9% Happento * 
| You with ‘ 
KRALOY PVC « 
Conduitlh & 
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permanently 
rust proof! 


Tired of replacing conduit that has rusted out? Next time use 
KRALOY PVC Conduit...and forget it. This revolutionary new 
conduit of PVC (rigid, unplasticized polyvinyl chloride) is making 
startling changes in the electrical contracting field. Contractors and 
municipal engineers are finding that light weight KRALOY, with its 


ease of handling, high impact strength and long life proves to be e 
f = : : REVOLUTIONARY KRALOY PVC CONDUII 


far superior, safer and far more economical than conduit of other BRINGS YOU THESE DISTINCT ADVANTAGES 


materials. A precision-extruded product, inert KRALOY Conduit is 











impervious to electrolytic action * Will NOT pit, rust or corrode 
A non-conductor, KRALOY is ideal for both communications and ™ Moisture proof—needs NO paint, coating or linins 
power applications—under ground or above ground. Flexural * Lighter in weight—easier handlins 
strength permits easy contouring. Its smooth interior wall makes ™* Simplifies installations—sharply cuts installation costs 
fishing easy. High impact rating guards against earth movement ™ Will NOT support combustion 
and shocks of all kinds. See how light-weight KRALOY PVC com * ELIMINATES MAINTENANCE problems 
: pares to the weight of heavier aluminum and steel conduit: completely, permanently! 
j KRALOY PVC CONDUIT VS. ALUMINUM AND STEEL CONDUIT For complete information on KRALOY PVC Conduit 
» . . . 
U.L. required minimum weight per 100 ft. including couplings, Ibs and installation directions mail the co Ipc Nn or write t 
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EASIER TO DO... ~~ 
and costs less too! 


DM 


INDENTER 
FITTINGS and TOOLS 


Here is the combination that is unbeatable when 
it comes to easier E.M.T. installation at less cost. New 
lightweight plier size indenters make setting up thin wall 
conduit a breeze. B-M fittings are neater too! No unsightly 
nuts or projecting set screws. 

A few more of the plus features of B-M fittings 
are Concrete tight—Vibration resistant — Extra 
heavy bright zinc plate, salt spray and acid 

drip tested for corrosion resistance 
Extra heavy positive bonding lock- 
nuts — Smooth rounded edges or 
bushed throat type connectors 
that prevent insulation 
damage All steel 
construction with 
extra heavy 
gauge wall 
thickness. 


Cross 
Section 


Red Throat 
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Yo" Connector 
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Yo" Offset Connector 
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BM-No. 607 C0. 
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BM-No. 1000 
Handvise for 2", 
%" and 1” E.M.T 


BM-No. 100 
Cutter for Y2", 
Ys," and 1” E.M.T. 


BM-No. 600 
Changeable 
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THE FIRST 200 AMP CIRCUIT BREAKER 
DESIGNED FOR RESIDENTIAL USE 


now, for the first time, a fully magnetic 2OO Amp breaker main dis- 


connectin a full line of **MP’’ load centers far smaller than comparably 
rated main pullout equipment— 











Available in a 
full line of 
load centers 











Amazingly Compact Breaker Main Makes Possible 


First Really Small, Economical 2O0O Amp Load Center 
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than 200 Amp Load Centers 
with fusible mains 
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MURRAY 200 AMP 
CIRCUIT BREAKER 


Listed by Underwriters 
Laboratones, Inc 


+ compact frame size 
+ low price 
+ ideal for residential use 


plus...fully magnetic operation 
...n0 therma/ element! 


The new Murray 200 Amp 
breaker contains all the 
important advantages of fully 
magnetic operation. It carries 
full rated load and is entirely 
unaffected by heat. Check these 
other features: 


+ Tungsten silver contacts 

+ Only two switch positions 

+ Resets immediately 

+ Also available in 125, 150, 
175 Amp trip ratings 


t time anywhere, 
ho need 200 Amp ca 


n disconnex 


contract 


itv true 


lown thre 


Vv reason able co 


200 Amp break 


than con 


2 ¥ 


or 


Neutrals on top near main breaker: convenier 


istribution area, save ible 


and installat 


Connectors for copper or aluminum: lay-in t 


ure plates are U.L. approved for 


nd 


Plaster line adjustments: 
ne adiustments 


Shallow Sen construction: de 


+ A 
r ary wal 


t fii 


> 
JSE V 


ide sequence Dussing and ft! 


itside dimensions. If y 


ilrements 


r Murray whi 
details. Mu 


new 


} , ’ 
Wesaler S 


Manufacturir g 


Avenue, Brooklyn 16, New York. 





LOAD CENTERS 


MAIN DISCONNECT ENCLOSURES 
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dea-Book 


This is EW's third Lighting Sales Idea- 
Book—bigger and more detailed than 
ever. The table of contents to the right 
lists a survey and I6 feature articles 
-- that show how electrical distributors are 
doing an increasingly sophisticated, ag- 
gressive and profitable job of selling 
lighting fixtures to all markets. Read 
about their ideas—for your own profit. 
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Who says distributors don’t 


sell lighting fixtures? p42 
|. A system as simple as one 
two-three p44 
2. Selling more lighting with 
prestige promotion p46 
3. One “good” sale means 
more lighting sales p48 
4. Selling a bank on selling 
itself p50 
5. Higher education adds to 
lighting sales p52 
6. Lighting serves a two-fold 
purpose p53 
7. Persistent profits promoted 
through teamwork p54 
8. A financing plan helps sell 
lighting p56 
9. Education boosts home 
lighting sales p58 
10. A lighting job that went 

to the dogs—literally p59 
11. Planning on paper brings 
home the profits p60 
12. “Saturation program for 
residential lighting p62 
13. Teaming to sell “differ 
ent” lighting po4 
14. Putting real impact into 
lighting sales poo 
15. Pioneering the garden and 
patio lighting market pos 
16. Unusual techniques add 
more profits p72 
4) 












LIGHTING SALES IDEA-BOOK 


There's a fallacy around that has it that 
the electrical distributor doesn't sell light- 
ing fixtures—that he just takes orders for 
them. As evidence of how farfetched this 
notion is, here are two pages of direct 
quotes taken from returns in a survey re- 
cently conducted by EW. Lighting sales 
managers for electrical wholesaling firms 
were asked, ‘What was the most inter- 
esting lighting sale you or your salesmen 
made in the last year?"’ While the follow- 
ing excerpts represent only a fraction of 
the replies, they suggest the range of 
lighting sales initiated, sold-up or handled 
in their entirety by electrical distributors. 


[he use of power groove louvered fixtures for gym- 
nasium lighting—or lighting a new high school with 
2500 four-ft troffers. On both these jobs we worked 
with the architects for specifications and approval of 
units. The job was done by our organization—not the 
manufacturer’s representative—Flint, Mich. 

a * *~ 

Customer walked in for a fixture, and we suggested 
making a layout which resulted in a $500-plus sale 
Cape Girardeau, Miss 


Ihe remodeling of a dining room of a leading hotel 
in Denver. This involved a custom lighting job, involving 
9 5-ft chandeliers and 18 special wall brackets. These 
were custom-designed by a manufacturer and several 
drawings were sent to us, and we made the sale through 
the architect to the hotel, with the concurrence of the 
electrical contractor—Denver, Colo. 


Getting the proper color in fluorescent lamps to light 
an embalming room in a funeral parlor—Patchogue, 
ek eee 

V.H.O. Installation at Bendix Corp.—York, Pa. 

We regard all our sales as interesting but the most 
interesting ones to us are the ones that we upgrade, 
and these are the rule rather than the exception—Los 
Angeles, Calif. 

The most interesting lighting sale we made the past 
years revolves around the fixtures for a church. We 
had considerable competition from manufacturers who 
tried to sell the job direct. It was only through the most 
diligent efforts of our salesman and our contractor that 
we were able to sell this job and realize a good profit 
Hastings, Neb. 


We layed out a complete fixture job for one of the 


local banks. One of the local representatives for one of 
the large fixture manufacturers also layed out the job. 


42 


Who says distributors dont 


We furnished the customer with a complete blueprint 
along with fixture samples. Our fixture cost to the 
contractor was approximately $3,000 higher than that 
of the manufacturer’s rep. However, we got the job 
because we gave the customer an exact idea of what he 
was getting and we guaranteed our fixture would do the 
job. We find in our area most factory fixture men or 
factory reps don’t know the first thing about laying out 
a good fixture job nor how to sell it. All they talk is 
price and how much better their fixture is than their 
competitor’s—Council Bluffs, 1a. 

* 8 * 


Sale of fluorescent street lighting units (68 involved) 
for use on bridge. Considerable vibration from overhead 
train passage, low clearance over bridge deck, spirited 
competition—net result, however, was sale at book price 
—Davenport, Ja. 


We have been instrumental in the layout of some 
luminous ceiling jobs in banks. Also some industrial 
warehouse jobs that are just now ready to go. These are 
a special type of lighting design, requiring special foot- 
candles levels of illumination. When these jobs are com- 
pleted, they make one feel very pleased to have had a 
part in them—Salina, Kan, 

fe . 

We helped sell and design lighting for a sale barn 

using gym lights for sale area—Scottsbluff, Neb. 


This question brings to mind many interesting lighting 
applications over the past year. We take pride in all our 
jobs because we “bird dog” most of the profitable jobs, 
then layout and hard sell—sometimes with manufac- 
turers’ help. One of our salesmen, H. L. Thulin, followed 
up a factory literature request for several mercury 
vapor fixtures. It was from a superintendent of schools 
who had a parking lot in mind. Our salesman found in 
the course of discussion that a new school lighted ball- 
field was contemplated. With factory field help a layout 
was made. It was demonstrated by a sample unit to the 
school board that many dollar savings could be attained. 
Eighteen 1000-watt high output mercury floodlighting 
units were sold. Night baseball is being played on the 
field now and will be converted to night football games 
this fall. They are thrilled with the good lighting results 
and have invested the dollar savings in other facilities. 
This salesman will never neglect a coupon clipper even 
though most of them are foul balls. He caught this one— 
Sioux City, la. 


We take great pride in our lighting fixture business 
and are being asked more and more to participate in 
layouts for new and old jobs. We recently sold for an 
office building hall the type of lighting that we felt was 
in keeping with the building design—and at a much 
higher cost than the one specified. Also we have co- 
operated with our lighting sales representative in making 
layouts for jobs in our area, and they have been very 
cooperative with us by working with us and with the 
local architects to get in the specs. We like routine 
business, but we like to go one step further and make 
the fixture such an important part of the building that 
when they think of lighting they think of us—Florence, 
Ala. 
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sell lighting fixtures? 


We sold one builder $1,000 worth of fixtures for a 
model home. We are selling restaurants over $7,000 
worth of decorative lighting—Sr. Clair Shores, Mich 


Medallion Home that won first place in residential 
group submitted before the IES in Raleigh, N.C.—No 
Postmark. 


All of our jobs are interesting—we enjoy the challenge 
S$$S$$ Newark, N.J. 


Furnishing 500 school lighting fixtures. We are at 
present working a $38,000 lighting job for a government 
housing job, and we hope to get the business. We also 
furnished 500 Alabax fixtures for a housing job in 
Huntsville, Ala.—Nashville, Tenn. 


Shopping center and suburban office building—de- 
signed, engineered, etc., by our men—Pitisburgh, Pa. 


We are real proud of the fact that in the school 
modernization program we have furnished all of the 
lighting fixtures for the past five years. Our lighting 
consultants work primarily with architects and engineers 
and they appreciate this service—Kansas City, Kan. 

* £ 

We have had several very interesting sales. It would 
be hard to select one particular sale—some beautiful 
churches as well as model homes—Hattiesburg, Miss. 


A beauty salon where the entire place is a combination 
of recessed and decorative lighting. It’s a beautiful dis- 
play with all the lighting integrated with the design of 
the building and interior decorating—No Postmark. 


Texas League baseball park at Victoria, Tex.—a job 
on which we coordinated the work of contractor, manu- 
facturer and utility company—Corpus Christi, Tex. 


Relighting bank lobby using power groove units. We 
are maintaining 105 ftc. First job of this type in our 
area—Wilson, N.C. 


Utility company main floor—Burlington, Ja 


Perhaps our best job from an interesting point of view 
was the relighting of a bank with surface units on a 
25-ft. ceiling. Our best residential job is our mayor's 
home which was a Gold Medallion house and was written 
up in House Beautiful—Huntington, W. Va. 


We have worked with the builder and decorator on 
the fabulous million dollar Carrousel Motel to produce 
one of the most outstanding lighting jobs in Greater 
Cincinnati. Special finishes and special features were 
added to stock fixtures for a truly beautiful installation. 
Perhaps the most fixtures sold for any single home 
we have done amounted to over 100 recessed units 
plus 60 four-ft. fluorescent lamps, many operating on 
dimmers. The home is a handsome contemporary layout 
by a renowned architect. All fixtures had special finishes 
applied to frames. The owner let us suggest many un- 
usual applications, and accepted all suggestions—Cin- 
cinnati, Ohio. 
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S towers, 400 It apart 


Widelite floodlight installation 
with 3 1500-watt Widelights on each to light highway 
Birmineham {la 


construction 24 hours a day 


The interesting thing to all is trying to get book price 
for the equipment—Dubuque, /a 


Fluorescent floodlighting of new Winnebago County 
airport terminal, airplane ramp and parking lot. Resulted 
in excellent illumination with minimum glare for airplane 
passengers and pilots—Oshkosh, Wis 


Hyde Park Methodist Church in Tampa, Fla., which 
while only a $4,000 job, gave our lighting specialists a 
real “workout.” They solved perfectly a very difficult 
steeple lighting problem, plus cove lighting with dimmers 

a job done to everyone's satisfaction—TVampa, Fla 

I would say that one of our most interesting lighting 
sales made in the past year was the “Fairway Park 
Shopping Center,” which involves all uses of lighting 
techniques consisting of parking lot lighting, street light 
ing, garden lighting, restaurant lighting and 20 separate 
commercial enterprises, each consisting of a totally dif 
ferent treatment-—Santa Rosa, Calif 


Layout, design and supply of translucent ceiling win 
dow display area tor a clothing store—Sacramento, Calif 
An application of mercury vapor lighting to cut 
through the mist of a sand blast room—Downey, Calif 


All of our men take a keen interest in every lighting 
sale. Of special interest is the Bon Marche-Spokane 
department store expansion. In spite of efforts from 
others to sell direct to the store, all fixtures were sold 
by us through the contractor to the mutual benefit of 
all concerned. This 2 sq. block six-story building project 
was accomplished over a two-year period, without loss 
of any sales hours by the store—Spokane, Wash 


A supermarket type furniture store where we were 
given a free hand to make the lighting layout and design 
same to the needs of the store and use the color lamps, 
etc., that we wanted. Result: an outstanding installation 
which has drawn comment from everyone who has seen 
it—Great Falls, Mont 


Our most interesting lighting sale for the last year 
was one of our down town barber shops, which prior to 
the remodeling had three 4-light, open commercial fix 
tures over the barber chairs and two 2-light units for 
general lighting in balance of the shop. In working with 
the contractor and the owner, we were able to convince 
him to spend the money that was required to remodel 
his shop with new chairs, back bars, etc., so that his 
lighting job should be in keeping with the balance of the 
shop—South Bend, Ind 


So much for some sales made by electrical 
distributors—what about the wherewithal 
that makes such sales possible? On the 
following 29 pages, EW presents 16 case 
studies that detail the techniques that are 
enabling distributors to do a more ag- 
gressive—and more profitable—job of 
marketing lighting fixtures. 
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FIRST STEP in Columbia Electric Supply’s program for 
selling up commercial lighting involves extensive footwork 
by sales personnel to determine the exact needs and require- 


LIGHTING SALES IDEA-BOOK 


*SIDEA: Commercial lighting projects are 
far from the do-it-yourself stage, officials 
of Columbia Electric Supply Co., Brock- 
ton, Mass., have found. Believing that the 
distributor role is the most important in 
selling good commercial jobs, particularly 
floodlighting, management put into effect 
a three-phase program to increase the 
sales in the area and to provide better 
service to the customer. This program, 
which has proved successful, consists of 
extensive footwork, thorough investigation 
and layout service. 


ments of a potential customer. Here, General Manager 
Robert L. Palmer checks completed floodlighting job at 
miniature golf course, where he upgraded illumination. 


1. A system as simple as 


ng jobs—particularly floodlighting—if the techniques 

used in selling these products are good and the dis- 
tributor personnel utilize their knowledge and facilities 
properly. 

That’s what Robert L. Palmer of Columbia Electric 


| I’S not necessary to shy away from commercial light- 


Supply Co., Brockton, Mass., believes. And he should 
know, because his lighting volume—and profits—have 
been increasing constantly since he put a three-phase 
selling program into effect. 

e Distributor Role—The Columbia Electric official 
emphasizes that the distributor is the most logical person 
through whom lighting can be sold effectively and prof- 
itably. 

“Most customers eventually will ask the opinion of 
the electrical contractor about lighting a parking lot, for 
example,” Palmer explains. “Normally, the contractor 
doesn’t know and will get in touch with a distributor, 
who, in turn, has to get in touch with a manufacturer 
for information. 

“Five or six days later, the factory man checks with 
the distributor. By then, however, other distributors prob- 
ably have come into the picture, and are bidding against 
each other. Because of this, no one makes any money 
on a potentially profitable job.” 

Palmer explains that this situation can be remedied on 
the distributor level by personnel who attempt to know 
in detail about these products and product applications. 
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SECOND STEP includes thorough investigation of all types 
of lighting that might fit the needs of the customer, and 
provide adequate light for the iob. A unit above, inspected 
by Columbia personnel, is mobile and connected for im 
mediate demonstration of three types of lighting. On many 
projects, the unit is taken to job site for demonstration 


one-two-three 


He stresses that it is essential to provide immediate 
service to a request about floodlighting if this plus-busi- 
ness is to be obtained. 

Because of this reasoning, the general manager put 
into effect several months ago a three-phase policy to 
sell commercial lighting—especially floodlighting 
effectively. 

1. The first step of the program involves extensive 
footwork on the part of the distributor in looking over 
the area to be lighted or relighted, and in discussing 
with the prospect the specific needs. 

2. Secondly, after Palmer or his salesmen have ob- 
tained as much information as possible from the pros- 
pect, they make a thorough investigation as to what type 
of fixture would best suit the specific needs. As an aid, 
Palmer has installed three different types of floodlighting 
fixtures on a single pole for demonstration purposes. 

This unit is mobile, and is used to show customers 
at the project site the effects of the different lighting 
[he company Official says that he and his personnel will 
even take the unit to the roof of a building for a 
demonstration 

3. The third step consists of layout work provided 
free to the prospect 

“Our policy is to draw up alternate layouts,” Palmer 
says. “After this, we give in detail our recommendations 
about which we think would best do the job and why.” 
e Catalog Service—Palmer says that because the dis- 
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THIRD STEP involves complete layout service for a light 
ing or relighting job. Above, Palmer prepares a layout with 
his specific recommendations for a proposed project. After 
this is completed, he will submit it personally to the pros 
pective customer and explain in detail just how his layout 
will fill the needs more than adequately 


tributor’s salesman has a lot to sell, he wants to sell 
profitable items, and must know what is profitable. To 
assist his salesmen and customers, the general manager 
has compiled a special floodlighting catalog. This catalog 
will soon be presented to contractors by Columbia's 
salesmen, who will spend about 10 minutes explaining 
its benefits 

Company personnel feel that if the contractor 
the catalog, he immediately will call Columbia when 
outdoor lighting job is available 

The contractor tends to bypass good floodlighting 
jobs, Palmer believes. He adds that this market is out 
of the do-it-yourself field, and that the distributor must 
take it upon himself to obtain cooperation from the 
contractor in selling successfully 

“Floodlighting is definitely plus-business 
“It is more profitable than pipe or cable or many other 
electrical products. It’s a good field for additional profits 

“Footwork, investigation and layout service definitel) 
pay off. This does not mean we will get a job 100 of 
the time, but it has increased our profits. Although 
other distributors might be bidding on the same job 
we find that the ultimate customer usually takes into 
consideration the extra effort we have put into helping 
him have good lighting 

“It’s not necessary to be afraid of taking i flood 
lighting job—if you know what u are doing. It can 
be fun—and profitable.” 


Palmer says 
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Naren: J, 
STUY ge 


THIS OLD Conn. house stood unwanted 
until a national program, aimed at 
relighting and remodeling, came along 


NOW NEW, the house has become a 
practical showcase for homeowners who 
want to remodel, but are afraid of cost. 


a “ 
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PANEL BOARD is located in the base- 
ment of the “new” house. It is rated for 
100-amp service and contains 20 circuits 
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*BIDEA: Join in and promote—with other segments of 
the electrical industry—a national program to remodel 
and re-light old houses. One electrical distributor, the 
B.M. Tower Co., Inc., in Bridgeport, Conn., has done 
this by designing and supplying all the lighting for the 
program's pilot project in Fairfield, Conn. Tower reports 
that this program is a chance for electrical distributors 
to capitalize on consumer interest that is generated by a 
well-designed model home. It's a chance for the con- 
sumer, who is planning to remodel, to have a tangible, 
practical guide, instead of a showroom forest of fixtures. 


2. Selling more lighting 


N OLD HOUSE, which 

considered unsaleable by real 

estate men in Fairfield, Conn., 
has been completely relighted by the 
B.M. Tower Co., Inc., an electrical 
distributor in Bridgeport, Conn 

The work, which involved both 
planning and designing of “Light for 
Living,” was done by Harvey Tower, 
the firm’s lighting consultant, and is 
the pilot project in a national program 
cf model showcase homes. The pro- 
gram was launched by Life magazine 
last April for the purpose of mod- 
ernizing houses and stimulating com- 
munity home improvement interest in 
older neighborhoods. 

Together with the local, one-stop 
retail lumber dealer (which bought the 
Fairfield house for $18,000 and did 
all the face-lifting) the contractors 
and sub-contractors, painters, land- 
scapers and the United Illuminating 
Co., Bridgeport, B.M. Tower made 
the old house fresh and different—so 
much so, that 7,000 curious people 
flocked to the site of the opening 
last April and stood in the rain outside, 
waiting for their turns to take the 
tour. Ever since, there has been a 
continuous stream of filing 
through the newly modernized rooms. 
Though it is still on display, several 
applications for purchase have been 
made and the house will be up for 
resale this fall. Estimated worth now 
$30,000. 

Here’s how the house was relighted: 


Was 


visitors 


The approach to the home is well 
lit by a post lantern with a sun-switch 
When the level of the light outside 
drops below a certain point, the post 
lantern automatically turns on. A 
recessed up-light was put in for safety 
to adequately light stairs for people 
coming going 
The entrance to the 
150-w colonial style side-brackets that 
match the design of the house 
The foyer has a_ three-light, 
colonial type entrance fixture 
heavily glazed glass to eliminate glare. 
Living room & dining room areas 
have the following lighting: there is 
compact lighting in living room be- 
floor plan might change. 
Recessed lights (two) are in the picture 
window and can be left on as night 
lights when needed. In the dining 
room, a center light with five 60-w 
lamps in it dim light 
Harvey Tower visualized this room for 
dining and entertainment. Also located 
in these two areas are a valance light 
which gives soft light and a dimmer 
for the purpose of raising and lowering 
the general lighting level 

Che family room has a lighted cornice 
that blends with the architecture of 
the room and even 
illumination 

As you 


and 


house has two 


60-w 
with a 


cause the 


has because 


gives off an 


family room to 
go out to the grounds, area lighting 
comes trom a three-light PAR holder 
which will light the grounds. A 
bracket lights the landing and out in 


leave the 


side 
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MASTER bathroom has vapor-proof fix 
ture in stall shower and large fluorescent 
over mirror, with warm white light 


etm 


VA 
a 


after the program had begun, has plenty 


of lighting. The feature in this room 


with prestige promotion 





LIGHTING designer and consultant for 
the remodeling work on the house, was 
Harvey Tower of B. M. Tower Co 


the back of the house is a weather 
proof outlet for future electrical needs 
The laundry room has a _ close-up 
fixture for close seeing tasks, such as 
ironing 

A powder room was given a large 
airy look with a 4x4 pre-packaged 
luminous ceiling to give soft and even 
lighting 

The kitchen: general lighting here is 
handled by surface mounted fixtures 
in the center of the room. At key 
points the following lighting was 
added: (1) an undercounter light, (2) 
a light in the socket over the sink 
and (3) a decorative pull-down in the 
dining nook. 

The bedrooms upstairs have adequate 
center lights 


The master bathroom has a vapor 
proof light in the shower and a large 
fluorescent light over the mirror 
with a warm white home light bulb 
There is also a center unit using four 
60-w lamps 

“Stairways,” says Tower, “are ade 
quately illuminated and in the hallway 
there is a nightlight. Portable lamps 
were selected on the points of proper 
design and also to meet the accepted 
standards of the Academy of Lighting 
Arts—for glare control, diffusion and 
proper lumen output. The entire light- 
ing design was chosen to agree with 
the decorator’s theme 

“We were chosen by Life,” Tower 
stated, “because they were looking for 
a progressive lighting distributor in 
this trading area, plus the fact that 
we have cooperated with the local 
utility (United Illuminating Co.) often 
in the past.” 
e How It Works—Usually the re- 
modeling promotion in a community 
will start this way: A respected, local 
lumber company is chosen to start 
the ball rolling by buying an old 
house. They improve it, modernize it 
and after the electrical distributor and 
the other industries finish their re 
modeling, the house is used as a 
product showcase until permission for 
re-sale at a specified date is given 

In Fairfield, the model home was 
awarded the Live Better Electrically 
committee’s Medallion Home Citation 
© Does It Work? Though the house 
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FAMILY ROOM, added on to the house 





~ 


| ) = 


“a 





is a lighted cornice which blends in with 
the architectural treatment. It gives off 


a soft and even illumination 











IN KITCHEN, general lighting is by 
surface mounted fixture n center of 
area Key points have on types 
has been visited by ly peopk 
promotion is still goings minal 
wav—but there have been voice 
asking, “does it brin n business to 

ee 

In answering this question, Harvey 
Tower said that inyvone who pro 
motes agrees that there S eldom 
100% promotion | here ; always 
something missing from it. Same goes 


for this one. It's our problem of capt 
talizing on consumer interest and 
stimulating them to buy faster. Peopk 
have seen our lighting—now we have 
to find a formula that will close the 
gap between the time when the con- 
sumer is all fired up about the lighting 
in the remodeled home and when he 
comes into our show room to buy.” 
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From one sale... 


SAFETY is a strict requirement in a railroad machine shop. 
Good lighting plays an important part, which is evident at 
the locomotive machine and erecting shop of the Clinchfield 
Railroad in Erwin, Tenn. Pictured above are one of the 
railroad’s diesel engine locomotives and a number of the 
144 mercury vapor units sold by the Wholesale Electric Co., 
of Kingsport, Tenn. Each unit is connected by steel conduit 


LIGHTING SALES IDEA-BOOK 3 


IDEA: Wholesale Electric Co., Inc. of 
Kingsport, Tenn. believes that one ''good"’ 
lighting sale is the best advertising for in- 
creased lighting sales. This is evident in 
the following example which called for 
Wholesale Electric's re-lighting of the 
Clinchfield Railroad Co.'s locomotive ma- 
chine and erecting shop at Erwin, Tenn. 
and resulted in an additional lighting sale 
of the railroad's Erwin car shed. 


it will sell more jobs for you,” George P. Marsh- 
all, manager, Wholesale Electric Co., Inc., Kings- 
port, Tenn., believes. 

According to Marshall this approach has worked well 
for Wholesale Electric. The best example of this, Marsh- 
all said, resulted from the sale of re-lighting for the 
Clinchfield Railroad Co. at Erwin, Tenn. The project, 
which took three years to complete, according to Arthur 


OE good lighting sale is the best advertising- 
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To another .. . 


LAYOUT above illustrates the number of lighting fixtures 
to be installed in the railroad car shed. Each black circle 
indicates a 400 wt mercury vapor fixture. The layout was 
drawn by B. J. Hicks, salesman for Wholesale Electric. The 
car shed lighting sale resulted from a completed lighting job 
of the machine and erecting shop, according to G. P. Marshall, 
manager of Wholesale Electric 


One “good” sale means 


Burrell, the railroad’s electrical foreman, called for the 
re-lighting of the railroad’s locomotive machine and erect- 
ing shop at Erwin. 

e Added Sale—‘This lighting sale has shown such good 
results,” Marshall said, “that the railroad has asked us 
to undertake the illumination of the Erwin railroad car 
shed.” 

Salesmen at Wholesale Electric agree that complete- 

ness in detail is a key factor in promoting more profit- 
able lighting sales. One of Wholesale Electric’s experi- 
enced lighting salesmen is B. J. Hicks, who engineered 
the project and provided the lighting layouts for the 
railroad machine shop. 
e Sales Techniques—Hicks, who is a full-line salesman, 
specializes in lighting. Included in his sales techniques 
are: the use of a foot candle meter, to measure the 
lighting output prior to suggested lighting changes and 
after installation of the suggested lighting equipment; 
drawing of lighting layouts, which includes wire sizes, 
conduit and transformers; and recommendations for more 
effective lighting. 

These considerations, along with the expert advice of 

Earl Prilhart, Wholesale Electric’s lighting specialist, ac- 
count for the thoroughness of a lighting sale, which 
results in benefits to the customer and increased sales 
volume for the company, Marshall stated. 
e Application—In applying his sales techniques to a 
specific job, Hicks said, “the Erwin railroad machine 
shop posed a lighting problem due to its high skylight 
ceiling.” (The ceiling is 32 feet high, and in the main 
bay area, it is 39 feet high.) 


ELECTRICAL WHOLESALING—September, 1959 











___ Tracks _ 
° 


‘Trocks 








__Trocks 











396° 


more lighting sales 


“We suggested 400-wt mercury vapor fixtures, high 
bay type, supported by steel conduit,” Hicks stated. 
“We felt that this type of installation would be the most 
effective in this type of structure,” he added. 

The re-lighting of the machine shop was a long-range 
plan, which started three years ago, and was completed 
recently, according to a railroad spokesman. Due to the 
railroad’s daily work schedule, which called for the use 
of the machine shop 8 hours a day, the problem of 
installing the 144 mercury vapor fixtures was divided 
into the installation of 24 units at a time by the shop 
maintenance men. 

Arthur Burrell, machine shop electrical foreman, 

stated that each unit was assembled individually on the 
floor of the machine shop and was then hoisted into 
place where it was connected to the electrical fittings. 
According to Burrell, 72 transformers control the com- 
plete 144 unit installation. 
e Effect—Previous to the installation of the 400-wt mer- 
cury vapor fixtures, Burrell explained, the machine shop 
was illuminated by incandescent reflector type fixtures. 
“The improved lighting has been an asset to Our ma- 
chine shop safety program,” Burrell declared. Accord- 
ing to Hicks, the lighting output has increased from 
5-fte to 35-ftc. 

At Wholesale Electric, industrial lighting accounts for 
25% to 30% of total lighting sales, according to 
Marshall. However, “we hope to increase this volume 
through the experienced salesmanship of our lighting 
salesmen, as exemplified in this sale,” Marshall said. 

In addition to experienced salesmanship, Wholesale 
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STUDYING lighting layout of the railroad car shed are B. J 
Hicks (right), salesman, Wholesale Electric and 
Burrell, electrical foreman of the machine and { 


Electric’s total lighting sales volume, which is approxi 
mately 20%, is on the rise due to increased advertising 
in local newspapers and a direct mail program, according 
to Marshall. He proclaims that a direct mail program is 
a very effective method of increasing sales volume 
“Even though you are a small outfit you can still have 
a good direct mail service,” Marshall said 

Of course, the best advertising i “good” lighting 
job, he maintained 





LOBBY VIEW ot Peoples National 
Bank, Bay City, Mich., shows functional 
and pleasant effect achieved with large 


semi-recessed, 6-lamp. 15-w units housed 


in luminous acrylic forms. Interspersed 


are recessed downlights. In rear, and 
over entire teller area is luminous ceil- 
ing. Lighting intensity: on tables in lob 
by, 40 to 50-ftc (70 to 80 under spots): 


at tellers’ windows, 35 to 495 ftc. 


SECOND FLOOR VIEW of bank shows 
practical lighting afforded by attractive 
plastic-sided units surface mounted and 
using 96-in slimlines. In this office are 
modern accounting and keypunch ma- 
chines for handling bank’s paperwork 
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4. Selling a bank on selling itself 


LIGHTING SALES IDEA-BOOK 


ANKS—like many other main 

street business establishments 

have a real stake in the right kind 
of lighting,” Bob Thorne, presi- 
dent of Bay Electric Wholesale Co 

Working closely with the electrical 
contractor, Thorne has been getting 
this point across successfully in selling 
lighting and relighting installations in 
and around Bay City, Mich 
e Accent on Lighting—A 
electrical engineer and a specialist in 
lighting engineering for many 
Thorne believes that most commercial 
lighting customers must be made 
aware of the tangible and intangible 
benefits proper lighting can furnish a 
place of business 
many merchants 
smart businessmen assume that ‘light- 
ing is lighting,” he explains. “It’s up 
to the distributor, the contractor 
company 
to help educate these potential cus- 
tomers.” 

A good example of effective use of 
this approach recent bank 
lighting installation which has since 
led to several other main street 
and other leads for Thorne 

Peoples National Bank and Trust 
Co. in Bay City was remodeling its 
existing building and expanding to 
double original size. The architecture 
was to be modern—inside and out. 
® Lighting Secondary 
contractor for the 
Maynard Electric, 
Smith 
plans 


says 


graduate 


years, 


“Too good and 


and 


power sales representative 


Was a 


sales 


The electrical 
Smith- 

(Bill) 
the 
the 


job was 
Inc. R. W 
Thorne—in 


and reviewing 


“not enthused” over 
proposed lighting 


Together, they worked up suggested 


were 


changes in the specifications, based 
on their joint past experience in rec- 
ommending and selling functional and 
They 


the 


attractive commercial lighting 
then presented the 
general contractor and, in turn, to the 


revisions to 


bank’s directors who agreed that the 
bank should have the better lighting 
installation. 

e Time for Change—With 


this Zo 


% IDEA: When Peoples National Bank in Bay City, Mich. 
decided to remodel, new lighting wasn't given too much 
attention. Working with the electrical contractor, Bay 
Electric Wholesale Co. helped sell the bank's board of 
directors and architect on a more functional and gener- 
ally attractive lighting installation. Result: one prestige 
sale which has led many other main street establishments 
to employ right relighting with remodelling. 


ahead, contractor Smith and distribu- 
tor Thorne made certain 


obtained the assistance of 


selections, 
the nxture 
manufacturer's representative on one 
line and finally won approval of the 
the bank board of di- 
rectors on the revised plan 

This mean feat. Almost 
every fixture from the old specifica- 


architect and 


Was no 


tions was changed and substitutions 
were but with the 
ultimate lighting result in mind. 

e Tasteful Blend—That result is func- 
tional and esthetically 
Illumination throughout the two-story 
bank blends tastefully with the archi- 
tecture and decoration. The net effect 
on even the transient visitor is one of 
banking efficiency liberally laced with 


extensive always 


impressive 


4 " 
x 


a 


ee 


-@ 
- 


* 


> 


FOLLOW-UP for customer 
president, Bob Thorne (left) and R. W 
Representing bank is Gordon Walker 
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satisfaction ts carried out by 
(Bill) 
vice president (center 


hospitality—in other words, an invit 
ing and pleasant place to do business 

Of course, this was precisely what 
the Peoples National Bank 
ment wanted It 


very iob, 


manage 


and board was a 


Bob 
And this became more true 


Satisfactory declares 
Thorne 
when we received the favorable com 
busi 


ments of bank personnel, local 


nessmen and other electrical contrac 


tors concerning the lighting effect 
obtained 

job started to tone 
Thorne The 
May Clothing Co. was next to be sold 
up on lighting, 


clothing shop 


“This one bank 
up the town,” explains 
then a 
then 


interested in 


competitive 
other 


better 


several 
became 
It’s 


Stores 


lighting only the beginning.” 


Bay Electric W sale C« 
Smith-Maynard Electric, It 


ole 


Smith 








LIGHTING SALES IDEA-BOOK 


*BIDEA: According to Stokes Electric 
Co., Knoxville, Tenn. higher education of- 
fers a good opportunity for more profit- 
able lighting sales. Here is a book-shelf 
view of how Stokes Electric added to its 
commercial lighting sales volume with a 
lighting job at the library of the University 
of Tennessee, Knoxville. 


5. Higher education adds to lighting sales 


“Hy IGHER EDUCATION offers a wide market for 
commercial lighting sales,” says L. H. Edenfield, 
sales manager, of Stokes Electric Co., Knoxville, 
Tenn 

Edenfield supports evidence of this in a recent light- 
ing project just completed at the University of Ten- 
nessee, Knoxville. 
e Library Lighting — When officials of the University 
of Tennessee were looking for a commercial lighting 
system for the new addition to the university library, 
they considered the Stokes Electric Co., of Knoxville. 

After consultation between Leslie Pierson, Stokes 
Electric’s lighting specialist, and Malcolm Rice, the uni- 
versity’s consulting architect for the firm of Barber & 
McMurry, it was decided to use various types of fluo- 
rescent fixtures in each of the library’s departments. 

According to a university spokesman, the reading 
rooms in the new addition have recessed lighting in the 
ceiling covered by plastic light panels which allow for 
an over-all luminous ceiling. “This gives balanced, and 
even distribution of light over the entire area,” the 
spokesman said 


CENTER room of the main library building at the University 
of Tennessee has recessed fluorescent lighting units in the 
ceiling. Natural advantage of structural architecture has been 
attained with the recessed units. 


Where it has been necessary to illuminate the book- 
shelves, in order to make the procedure of locating 
books easier and faster, louver type fixtures have been 
installed just above the top rack of the shelves. 

In the catalog department, which is staffed daily by 
a number of clerical workers, louver type luminaires 
have been used to diffuse the light for more efficiency. 

“We ran into the problem of how to install the lighting 
for the best efficiency along with the air condition out- 
lets in the ceiling,” Edenfield said. But after discussing 
the problem with the university architects, it was de- 
cided to intersperse the units, he added. 
eRe-lighting Problem — Aside from providing the 
lighting for the new addition to the university library, 
Stokes Electric had the task of re-lighting the main li- 
brary, Edenfield said. This apparently took time and 
skill, for the ceiling in the center room of the main library 
is approximately 20 feet high and is slightly arched. 

The original sky-light roof of the main library present- 
ly has 24 recessed fluorescent lighting luminaires imbed- 
ded in its surface. The total output is approximately 
50 ftc, according to Edenfield. 


LUMINOUS ceiling of plastic covered panels over recessed 
fluorescent fixtures gives balanced lighting effect to one of 
the reading rooms in the new addition to the University of 
Tennessee library in Knoxville, Tenn 








CEILING fixtures in the general offices of Electric Supply & 
Equipment Co., Greensboro, N.C. serve as models for cus 
tomers to select from. Above are pictured fluorescent fixtures 
with luminous side panels. 





FIXTIL RES of a similar type as those displayed in the offices 
of Electric Supply & Equipment Co. are pictured in one of 
the classrooms of the Greensboro Div. of Guilford College 
North Carolina 


6. Lighting serves a two-fold purpose 


*RIDEA: Lighting in the general offices of 
the Electric Supply & Equipment Co., 
Greensboro, N.C. serves a two-fold pur- 
pose. Besides serving as an effective 
lighting system for executive, accounting, 
and clerical work, the offices also serve as 
lighting showrooms for commercial light- 
ing sales. Here is how the lighting sales 
technique is applied. 


HEN Electric Supply & Equipment Co. of Greens- 

boro, N.C. originally opened its general offices in 

July 1957, it had installed a variety of fluorescent 
lighting fixtures to illuminate its various departments 
This is unique in the fact that the company, according 
to Raymond Owens, secretary of the firm, installed the 
fixtures with a dual purpose—both as an efficient light- 
ing system and as a display for commercial lighting 

How has this helped to increase commercial lighting 
sales for this electrical distributor? Ray Owens gives the 
answer. 
e Practical Example—‘“We installed different types of 
commercial lighting fixtures in each office,” Owens re- 
lates, “To serve as a practical example and application 
of good efficient commercial lighting.” “When our cus- 
tomers are in the market for commercial lighting we 
show them the various types of fixtures we have in- 
stalled in our own offices. This enables the customers 
to choose from a variety of fixtures, and particularly 
the type he’s interested in, as he would see them in 
stalled in his own similar application. It enables us to 
demonstrate practically the efficiency of the fixtures.” 
Owens also admits the technique of “practical ex- 

ample” serves as an incentive for larger lighting sales 
and instills confidence in the customer. 
e Application—*‘“After the customer sees the lighting 
fixture that he is interested in, we then submit a photo- 
stat copy of the actual fixture, along with the necessary 
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specifications,” Owens states. These photostats are sent 
to the engineer or electrical contractor along with some 
lighting suggestions. However, Owens notes that most 
of the customers served by Electric Supply & Equip 
ment in the commercial lighting field have their own 
lighting engineers and usually do their own lighting 
layouts 

All the lighting salesmen at Electric Supply & Equip 
ment are fully qualified lighting trained salesmen, he 
adds. “Our quotation man, Charles Pinn, is considered 
an expert on lighting suggestions,” Owens said 
¢ Education Sees The Light—After witnessing the prac 
tical example of commercial lighting fixtures at the 
offices of Electric Supply & Equipment, the officials of 
Guilford College, North Carolina decided to install several 
of the units in the classrooms of the new Greensboro 
Division, which opened last March 

A type of fixture selected from the clerical offices 
of Electric Supply & Equipment is presently in use in 
the classrooms of the college division. The fixture is a 
non-glare type and features luminous side panels for 
more balanced classroom lighting 

Officials at Guilford ¢ ollege agree that it is an idea 
fixture for classroom use. Three separate rows of light 


ing fixtures operate independently on three distinct 
switches, thereby permitting balanced lighting with the 
amount of daylight entering the classroom through the 
windows 

According to a Guilford College spokesman, “bal 
anced lighting is essential for good classroom work 
There is no glare and it is easy on the eyes of the 
students. That is what we were looking for, and that 
is what we have attained in these lighting installations 
he pointed out 

The classroom lighting is said to attain a maximum 
of 35 to 45 ftc 
e Sales Change—Commercial lighting sales account for 
50% of the share in the lighting sales picture at Elec 
tric Supply & Equipment Co., according to Owens 

“In the last five years, there has been a noted change 
in lighting sales in our company,” Owens states. “Com 
mercial lighting sales have increased predominantly 
while there has been a gradual decreas« industrial 
lighting sales,” he adds. Owens attributes this change to 
the rapid expansion of the textile manufacturer's offices 
in this area 
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COOPERATION is the key to profitable lighting sales at opened company accounts for the floodlighting of this 
Tusang-Barhydt Inc., Albany, N. Y. Teamwork and service athletic field. Here, contractor and distributor inspect job 


uichtinc saus weAsoox 7. Persistent profits promoted 


IDEA: Tusang-Barhydt, Inc., Albany, 
N.Y., has built a profitable lighting sales 
volume using cooperation among con- 
tractor, wholesaler and power company 
as the blueprint. The company works 
closely with prospective customers on a 
job, brings in experts to assist, and stays 
with it through completion. Teamwork is 
linked from manufacturer to ultimate con- 
sumer forming the best chain to success- 
ful commercial and industrial sales. 


TFRONG currents of ambition and incentive fused 
S with cooperation and teamwork have resulted in a 

50% lighting sales increase in the past year for 
Tusang-Barhydt, Inc., Albany, N.Y. “We've gone out 
and tried to sell up service,” says vice president and 
general manager William Barhydt. “We help set up a 
job and then follow through.” 


George Tusang, president and sales manager of the 


company, prescribes “going out and doing a_ personal 
selling job on the contractor or architect and staying 
with the job until completion” as the best formula for 
producing profitable lighting sales. As a case in point, 
he cites the floodlighting of a high school football field 
in Corinth, N.Y. Walter Hotaling, electrical contractor 
awarded this job, consulted Tusang-Barhydt, Inc. for 
quotation and layout 

Barhydt, making cooperation and teamwork a pre 


requisite, took over to lay out the job and recommend 

“eg , methods for meeting the lighting specifications required 

7 ‘ony wie “s lo be sure of all lighting angles, including a specified 
FINAL CHECK is made on installations by Bill Barhydt anc minimum of 14 footcandles guaranteed, the distributor 


Walter Hotaling. contractor. Inspection is indicative of dis called in Lee Lamboy, lighting specialist from the 
tributor’s policy of following a job through Niagara Mohawk Power Co., who advised using six 
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CHURCH lighting features being pointed out by Barhydt 
to Lee Lamboy, power company lighting specialist, were sold 


after distributor offered assistance to architect 


through teamwork 


floodlights on each pole with a 1,500-watt clear lamp in 
each unit. With this, the layout for the job was finalized 
and the contractor was ready to install the equipment 
e Job Particulars—Revere floodlights, permitting re- 
lamping from the rear, were placed on 38-ft, 6-in poles 
spaced 75 feet on center. Seven anchors and guy wires 
were used on the installation for the 260-ft by 160-ft 
field. The 60 lamps when lighted draw 90,000 watts. A 
3-in conduit from power transformer to meter box and 
weatherproof service switch were used, along with 
another 3-in conduit running back up to the feeder bus 
line. A 3-in hub was welded to the top of the switch 
for this purpose. The job also included 350 mcm rh-rw 
wire for service with 300-amp fuses; 4/0 aluminum 
weatherproof wire for bus feed to both sides of the field 
and 2/0 aluminum wire to feed floodlight poles. Each 
floodlight was arranged on 3-phase lines to make a bal- 
anced job. Approximate figure of the job, quoted and 
completed, was $9,750 

e Looking Ahead—With seven salesmen 
hydt, Inc. is not a particularly large operation. But the 
company has adopted sales techniques and harnessed a 


Tusang-Bar 


selling power which is going to make feasible its plans 
for expansion and perhaps up its 50% lighting sales in- 
crease to even greater percentages. The electrical dis 
tributing firm, which celebrated its 20th anniversary in 
April, has recently added 3,900-sq ft to its warehouse 
and will soon have an additional salesman 

Lighting sales account for 25% of Tusang-Barhydt’s 
business. A continual increase in these sales has oc 
curred, Tusang feels, because of a transition which the 
company has experienced from a majority of residential 
sales to primarily commercial and industrial sales. And 
this transition has been largely the result of the distribu 
tor’s “push,” offering teamwork, helping to set up a job 
and remaining in close contact with the contractor 
through its completion. The lighting in’ the Christ 
Lutheran Church, Albany, is a further example of serv 
ice paying off for Tusang-Barhydt Inc. Because they of 
fered assistance to the architect and cooperation in 


getting the lighting required, the company landed 
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RESIDENTIAL lighting gets spec 
distributor places in local home sho 


ware stores (below). Albert Col 
Albany, and George Tusang 


a. 


lighting sale which called for mong other things 
300-watt ceiling units and a 5,000-watt dimmer 
e Education and Bonus—Company policy, complement 
ing its selling technique, includes holding salesmen meet 
ings every other week, educating the salesmen, and a 
bonus arrangement 
This fall three of the salesmen will attend a lighting 
school organized by the Niagara Mohawk Power Co 
and the Eastern New York Adequate Wiring Bureau 
for courses in commercial and tndustrial hting. As vet 
none of the salesmen specializes \ ynnc phase of 
lighting 
Tusang-Barhydt, Inc 
ment for specialty items 
and medicine cabinets 
uary to lighting sales, resident 
company volume will be checked 
and bonuses will be set up on ( ) ba Qutsick 
salesmen will have individual et ubsequent 
bonuses, while the inside salesmen will share lectiv 
quota and divide the bonus 
e Home Show Booth—A final aspect the Tusang 
Barhydt, Inc. operation pertains to a ur e sales tech 
nique involving direct mail and displa 
lighting sales. Direct mail is used in connect 
home show staged by the Rutland Lumber ¢ 
Albany, in which the distributor places a booth 
play. The show is advertised in newspapers, on b 
bus placards, and covered on radio and t vision I he 
response the distributor has received as a result of the 
displays at Rutland Lumber and several other | 
and hardware outfits has been rewarding 
Residential lighting sales are still 
bread and butter—our everyday 
I usang They stem largely trom the 
und are a strong complement to the 
ndustrial lighting sales l usang-Barh 
SO increase in lighting sales to it 
mercial accounts, but the residential 
the extra boost to the compan 


‘ j 


of a profitable lighting sale 





LIGHTING SALES IDEA-BOOK 


*SIDEA: A deferred-pay- 
ment plan for purchasing 
lighting fixtures—or any 
electrical materials—is 
helping Leidy Electric Co. 
eliminate the headache of 
being a banker. It has ena- 
bled the customer to be a 
better business man, and 
has provided the distributor 
with prompt payments. 


FINANCING 
President H. f 


plan is very beneficial, 
Dickson of Leidy says. 


FIXTURES, such as these, can be 
chased with no down payment 
with monthly payments to 


pur- 
and 
bank. 


local 
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TO OUR CONTRACTORS:- 


Plan. 
interest charge is 6%. 


a few dollars up to several thousands. 


For instance:- 


would be $46.79. 








LEIDY ELECTRIC COMPANY 


FINANCING PLAN 


Let us finance your next electrical contract. 
money tied up for prolonged periods on a job by using our Leidy Electric 
By so doing you will get your money as materials are installed 


You can spread payments 1 


Suppose you are awarded a contract amounting to $1,000.00 for electrics 
materials and installation. Instead of tying up your money for months, until the job 
is completed, come in and we will arrange to finance the total job f 


your customer with convenient payments and no 


Maybe it would be desirable to spread the payments over 24 months. 
determine the monthly payments, refer to the following 


hand column to $1,000.00, then across to the 24 months c 


18 Mo. | 24 Mo. 
3.04 
6.08 











129.30 
172.40 























Come in and let us help you with your financing. 


April 23, 1959 


You can avoid having your 
Financing 
Our maximum 


- 5 years, amounts ranging from 





r either yo 


initial down payment. 


94 
chart. Read down th 


im the 


30 Mo. | 
2.34 


4.68 


. 
+ 
| 
| 
} 
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LETTER TO CONTRACTORS 


announced the 


financing earlier this yeal 


plan 


This explains terms of payments, and shows examples of what payments might be. 


8. A financing plan 


HE headaches of being a banker 

for customers who purchase light- 

ing—or any electrical materials 
—from Leidy Electric Co. of Phil- 
lipsburg, N.J., have been eliminated 
through the incorporation of a fi- 
nancing plan. 

In a sense, Leidy Electric merely 
acts as an agent for the bank, which 
actually approves or rejects a loan 
for specific supplies to be purchased 
from the distributor by a contractor- 
customer. As far as President Halsey 
E. Dickson is concerned, he is not 
interested in making money on fi- 
nancing plans. However, he also is 
not interested in losing money from 
being a _ banker, himself, to his 
customers. 

e The Plan—lIf the contractor wants 
to purchase lighting fixtures or any 
other electrical items, but is unable 


to pay for the purchase until he has 
made delivery and received payment 
from his customer, then he may be 
qualified to apply for the financing 
plan instigated by Dickson. First, the 
Leidy official provides a form to be 
filled out by the customer. Informa- 
tion required includes the type of 
items to be purchased, and the total 
amount of the purchase. 

Next, if Dickson approves the loan 
request, he signs the form and sends 
the customer to the local bank with 
which he jointly cooperates in this 
program. It is then up to the bank 
to approve or reject the loan. If it 
is approved, then the contractor is 
required to make the purchases at 
Leidy Electric. 

No down payment is required, and 
the contractor does not start paying 
interest until he makes his first pur- 
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Phillipsbu 


Name 


Street 


TO FINANCE THE 


ELECTRICAL MATERIALS. 


Materials $ 


Applicant Signature 








FINANCING PLAN 


LEIDY ELECTRI 


201 Broad Street 


TO PHILLIPSBURG NATIONAI 


YOU ARE HEREBY AUTHORIZED TO PROCESS A LEIDY ELE( 


COMPANY FINANCE PLAN APPLICATION FOR 


ATTACHED LIST OF ELE( 


AND/OR THE ATTACHED AGREEMENT FOR INSTALLATION OF 


COMPANY 


New Jersey 


Telephone GL« 


BANK AND TRUST COMPANY 


rRI 


rRICAL MATERIALS 


Installation $ 


LEIDY ELECTRIC COMPANY 








SIMPLE FORM is provided at 
use the financing plan 


Leidy for 
It then is submitted to bank for approval of loan 


contractor to fill out when he wants to 


helps sell lighting 


chase from the distributor. Dickson 
savs that the amounts of the loan 
can vary from $50 up to about 
$5,000. The loan can be in effect 


as long as five years, with 6% interest 
charged by the bank. 

e Bank Pays—In reality, the con- 
tractor does not receive any actual 
cash. Although he may have a loan 
for an entire job, he pays interest 
to the bank only on the amount of 
the purchase from Leidy. As soon as 
he makes a purchase, the bank is 
notified, and a check from the bank 
is sent to the distributor. Then—and 
only then—does the contractor start 
paying interest on that part of the 
loan. 

“This is helpful in two ways,” Dick- 
son explains. “The contractor has the 
option of repaying the loan to the 
bank as soon as he is paid, or he 


the loan 


addition, 


can take the entire life of 
in making the payments. In 


we get our money immediately after 
the purchase is made. We do not 
have to wait until the customer gets 


his money for the job. We no longer 
plagued by the 
extend his 


customer who 
credit or who 
just doesn’t pay his bills at all. In 
other words, we do not 
like a banker anymore 
let the bank take 
tions, which really 
duties.” 

e Idea Accepted—Thinking that such 
a plan was important to his firm, 
Dickson the idea with 
Officials of local banks. These 
discussions were initiated the first of 
this year. From there, he took his 
idea before the local electrical league, 
whose members thought the plan was 


are 
asks us to 


have to act 
In effect, we 
func- 
normal 


over these 


are its 


discussed 


three 
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good 


For 


and approved of it 
the 
continued 
Finally 
accepted by 
Dickson started 
through 
letters to his 
The plan went 
of May. To remind 
stantly, a sign 


months, discus 
the 
when the plan was 
bankers 


announcing 


next few 


sions with three bank 


officials 
one ot the 
newspaper advertising an 
contractor-customers 
effect the 


customers con 


into first 


announcing the pro 
gram has been placed above the sales 


counter 
Dickson 


intends to send followuy 


letters to his customers outlining the 
policies of the financing plan, and 
urging them to take advantage of it 
when the need arises 

At present, Leidy Electric and the 
local electric utility are advertising 
cooperatively in local newspapers 


which currently 
residential — lighting, 
mention is made to the consumer that 
through the electrical contractor 
he can make this tvpe 
of lighting with no down payment 
“We are not in the retail business.” 
Dickson We 


In the advertisements, 
stress 


outside 
purchases ot 


stresses want to try 


to make it easier for the contractor 
and consumer to purchase more 
easily. On the other hand, we do not 


want to get involved in 


of notes 


the signing 
for loans, nor do we want 
asked to extend credit. Our 
main function in this plan is to help 
people get credit 
get the money 
e Future 


to be 
and, of course, to 
time.” 

effort to 


due us on 
Forms—In an 


help the contractor obtain a bid job 
and to assist him in getting a loan 
from the bank, Dickson is now con 
sidering the inclusion of two addi 
tional forms to be submitted to him 
self and to the bank. One form is a 
contractor work sheet for take-offs 
of material and labor with cost 


pricing 


The second form is an. estimate 
summary of materials and equipment 
costs, man hours and labor 
a particular The 
be asked to himself on experi 
ence, personnel, equipment and capi 
tal, and will be asked if 
possibilities for the specific 
attractive 

“Why 


tors, 


costs for 


job contractor will 


rate 
the profit 


job seem 


shouldn't we, as 
type of financing plan 
when other phases of the selling mat 
ket use 
Dickson 
customers 
like it 
Is a 200d 
“Often, 


use the plan 


distribu 
use this 
similar successfully?’ 
Says So. tal ill of 


plans 
Ou! 


who have used this plan 


Those who have not think it 


ide: 
many 


customers want to 


but when they see the 


amount of interest on the loan, they 

decide to pay s cash instead 
“We were forced into this plan 

and it will take time to educate the 


customers to accept it fully 
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9. Education 


boosts home 


lighting sales 


MAILING LIST file is maintained at Gem Electric for 
frequent mailings to contractor-customers. Here, Gordon 
prepares mailing of lighting information 


*KIDEA: Mailings to electrical contractors 
and builders, and an increased use of ad- 
vertising is being used to boost residential 
lighting sales at Gem Electric Supply Co. 
of Boston. Lighting officials have found 
that in recent months, sales of high-priced 
fixtures have decreased. They feel that 
by educating their customers, this reluc- 
tance to buying might be reversed. 


HE importance and attractiveness of good home 

lighting must be instilled into the minds of the elec- 

trical contractor and the consumer constantly in 
order to sell these residential products effectively and 
profitably, Stanley M. Gordon of Gem Electric Supply 
Co., Boston, believes. 

Recently, the lighting manager has seen a decline in 
the purchase of high-priced fixtures. The trend now Its 
for the consumer to select lower-priced merchandise, 
he adds. 

“We have started a program to educate our cCus- 

tomers.” Gordon explains. “This education concerning 
good lighting seems to be one of the answers to up- 
grade residential sales. First, it’s necessary to get the 
contractor to sell up instead of selling cheaply in order 
to get the job. Next we have to keep the facts about 
the benefits of good home lighting before the consumer 
so he always will be aware of its importance.” 
e Lighting Promotion—To be of assistance to the con- 
tractor, Gordon maintains a mailing list which includes 
all of these customers. At regular intervals, he sends 
letters to contractors explaining about trends and im- 
provements in lighting, and usually includes literature 
about new products. 

“This type of education is important to us and to the 
contractor,” the lighting manager says. “He actually is 
the primary salesman. Unfortunately, he usually sells 
down. If he only would consider his customers’ needs 
instead of price, many of the residential lighting prob- 
lems would be solved. In reality, it takes just as much 
time to sell a poor fixture as it takes to sell a good 
one.” 

Along with the education of the contractor through 
regular mailings, Gem Electric holds several seminars 
each year for contractor-customers. At these, Gem 
personnel explain the importance of selling up lighting, 
and manufacturers’ representatives explain details about 
products and product applications 

As an added service to the contractor, Gordon now 
is incorporating a layout service in his department. This 
will be a free service available to the customer of the 
contractor. 

@ Discount-Conscious—Gordon says that the typical 
consumer is too discount-conscious. He adds that too 
many are interested more in how much discount they 
can receive rather than the quality of light they can buy. 

“Many more of our present problems have stemmed 
from the present discount houses and the distributors’ 
own systems of markups and discounts,” the lighting 
manager explains. “There is a place for fair competition 
and fair profits for everyone involved. However, the 
distributor is the best equipped to sell lighting, and there 
is no reason why he shouldn’t look forward to a bright 
future.” 

Gordon says that many distributors are the cause of 
some of the problems they face. Although every dis- 
tributor is entitled to a fair markup, he adds that many 
are merely turning over their merchandise just for the 
sake of getting a job 
e Service Pays—Gordon believes that local and indus- 
try-wide advertising is helping greatly to educate the 
consumer toward better residential lighting. In all of the 
local advertising done by Gem Electric, emphasis is 
placed on the fact that consumers should consult their 
electrical contractor 

“With all of the recent trends in lighting, there is a 
good future in it.’ Gordon believes. “With the con 
sumer, we feel it pays to spend time with him in our 
showroom. We are not looking for a one-shot deal 
Rather, we want the repeat business. With our education 
and information service, we are looking for better sales 
and profits in the future.” 
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THIS UNUSUAL lighting installation took first place in 
IES Yankee Section’s “My Most Interesting Lighting Job 
competition, third place in northeast regional contest 


LIGHTING job that so far has won two lighting 

awards didn't start out nearly that promising 

Last November, Raymond J. Warner, commercial 
representative for Western Massachusetts Electric Co.'s 
western division, Pittsfield, was called to Collins Veter- 
inary Hospital to make a lighting layout for a new sec 
tion of kennels under construction. Here is how he 
describes what he saw: 

“| found a new area of cinder block construction 15 
feet wide and 60 feet long. The side walls starting at 
the base came up straight 5 feet 9 inches, then angled 
off about 45 degrees for another 5 feet 
started at this point, running across for 7 feet, then came 
the angled side wall of 5 feet and the straight wall of 5 
feet 9 inches down to the base again. In this area, | 
was informed, were to be two rows of cages, back-to 
back and double-decked. Each Cage Was 
square for a total of 64 cages.’ 
© Better Light, Fewer Bites—It was further explained to 
the utility lighting man that good illumination was im- 
perative in this area The reason: this is where dogs 
who had bitten people in Pittsfield would be kept under 
observation for possible rabies. And before an attendant 
reached into a cage, it was important that he know pre 
cisely where the dog—and particularly the dog’s mouth 

was situated 

In seeking the best way to light the cages, Warner 
called on Frederick A. Binder, salesman for Electric 
Supply & Repair Co., Pittsfield, for suggestions. (Warner 
explains that it is standard operating procedure in Pitts 


The ceiling 


2 feet, 5 inches 


field for power company and distributor personnel to 
work closely together, exchanging ideas and keeping each 
other posted on what's new.) , 

The lighting solution, as ultimately developed by 
Warner, was two-fold To light the top rows of cages 


he used continuous runs of low brightness, single lamp 
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10. A lighting job that 


went to the dogs 


*RIDEA: When Raymond J. Warner was 
called to make a lighting layout for some 
new dog kennels, he was understandably 
bemused. Warner, commercial represent- 
ative for a Pittsfield, Mass. utility, con- 
sulted with Frederick A. Binder, salesman 
for a Pittsfield distributor. Together they 
puzzled over how to illuminate the ''dog- 
house." Then came the light—and a prize- 
winning lighting job. 





DISTRIBUTOR salesman Binde right) and 


sentative Warner exchange ideas for a ht oO 
technique frequently put to n i 

fluorescent fixtures with four-ft deluxe cool white lamp 
and four-ft modular diffusers fit tightly together lo 
light the bottom cages to the same intensity—-50 foot 
candles—he used the same fixtures in a similar manne 
on the knee part of the walls. In all, 44 fixtures were 
installed 

e Living Better — | hx , the tened cor 
siderably by painting the walls and ceiling livht grees 
and gray an improvement that raised U verave toot 
candle level to 80 Another embellishment toy pup 
in music to keep the dogs contented All tl move 
Warner to remark | think do t ¢ Kennel 
living better electrically than n Fy 
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HE “engineering of selling” is an 
important factor in selling com- 
mercial and industrial lighting suc- 
cessfully at New England Electric 
Supply Co. of Pawtucket, R.I. 
Stressing lighting to the commer- 
cial and industrial field is one of the 
main lines of endeavor for this dis- 
tributor, according to Sales Manager 
Walter L. Kelley, who adds that good 
selling techniques are essential if an 
adequate profit is to be obtained. 
“We work on the theory that it 
is impossible to have too much light 
as long as it is properly installed and 
shielded,” the official says. “Our light- 
ing experts attempt to fill the rooms 
of their projects with adequate illumi- 
nation from many fixtures rather than 
a brilliant light from a few 
e Sell-Up—On any lighting or re- 
lighting job, New England’s lighting 
engineers first of all determine 
from Illuminating Engineering Society 
standards just what minimum lighting 
levels the potential customer should 
have. Next, the engineers try 
the job on the 
three-time higher level of illumination. 
[his is done by stressing the import- 
ance of adequate lighting in relation 
to better efficiency and pleas- 
ing appearance of the lighting 
Kelley points out that his personnel 
like to light small portions of an of- 
fice or a plant at a time, which usual- 
ly insures future sales 
“This partial lighting usually is in- 
stalled in the area of the key man,” 
he adds. “It is an attempt to com- 
pare the good with the bad. If the 
key man can see the comparison, then 
it is only a matter of time 
we are permitted to light or 


sources.” 


to sell 


basis of a_ two-to- 


work 


before 


relight 


+ IDEA: For New England Electric Supply lighting per- 
sonnel at Pawtucket, R.I., selling is based mainly on the 
engineering of a job for the commercial and industrial 
market. More planning on paper has to be done to obtain 
the larger—and profitable—jobs, they believe. Because 
of this, an engineering department is maintained, and en- 
gineers, such as pictured at left, are always available at 
no charge to the customer to give advice and recommen- 
dations for new and relighting projects. 


11. Planning on paper 


building project, the firm’s engineers 
will lay out and engineer the entire 
electrical job, in addition to the light- 
ing portion. Here, they attempt to 
talk with the architect while the build- 
ing plans are still on paper. 

All salesmen are expected to know 
their customers well enough to know 
what building plans are being con- 
templated. When they learn of these 
plans, the salesmen offer their serv- 
ices to the customers in the form of 
complete layouts. For lighting, they 
will demonstrate various samples of 
fixtures and make suggestions as to 


which will do the job the most ade- 
quately 

Whether the project is a new light- 
a relighting job, salesmen al- 
how the customer can 
save money—not in the cost of the 
fixtures, but in the increased efficiency 
of work produced from good lighting. 
e Expert Staff—New England’s light- 
ing staff not only consists of gradu- 
ate engineers, but of men who have 
come up through the ranks and who 
know their jobs adequately, Kelley 
emphasizes 

“They 


ing or 


ways stress 


can show a customer just 


BEFORE RELIGHTING, this area of industrial plant failed to produce sufficient light 


for ideal working conditions. Owners were mainly interested in obtaining illumina- 
attractiveness 


the entire area.” 


e Engineering Service—With a new tion for close-seeing tasks, and for 
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SATISFIED customer, William R. Batty 
(left), checks illumination in relighted 
office building with Sales Manager Walter 
Kelley. The job was laid out by the dis- 
tributor’s engineers 


brings home the profit 


how to install a they can do 
layouts right in the field; they know 
discounts and can price a job in the 
field. All of the salesmen can quote, 
but only with the approval of the 
sales manager first. 

“We feel that a salesman 
to know enough about a fixture to 
be able to show a maintenance man 
just how to install it,” Kelley con- 
tinues. “He must be able to know 
of and recommend aids to make the 
installation simple, such as methods 
to simplify fixture hanging 

“Our men are able to do this, not 


job; 


needs 


their technical back 
ground, but also through the manu- 
facturers’ training courses and indus 
try-wide programs in which they have 
taken an active interest.” 

Because of the stress on technical 
New England Electric, 
a complete engineering department is 
maintained. Engineers are always 
available to technical 
a customer for lighting and re- 
lighting jobs. There is no charge for 
this type of assistance. And 
of this complete type of service of- 
fered by the distributor, larger—and 


only because of 


assistance al 


give service to 


new 


because 


AFTER RELIGHTING of an adjacent section of the same area as that in picture 
at left, illumination was increased satisfactorily. Kelley says that after management 
compares the old and new, the entire area probably will be relighted 
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more profitablk 
tained 

e Upgrade Sales 
in just selling fixtures 


The 


good 


Ihere is no value 
Kelley 
benefits trom 
Because of 


at selling top 


Says 


real come selling 
lighting 


efforts have 


this, our 
been aimed 
grade fixtures. We have been success 
With good fixtures 
to point out the 


ful, too its easy, 


not only advantages 


on paper, but also to demonstrate 
the benefits right on location 

Kelley 
making sales profitable 
a job 
asks for the 


manufacture! 


another 
First 
available, the 


Stresses point in 
when 
becomes official 


best price from the 
when h 
quotes a price, he sticks with it 
Lastly, Kelley will not change m 
facturers quoting a iob. He he 
lieves that 


mended 


Secondly 


atte! 
the fixtures he has recom 
will do the best job for the 
specific 

Kelley 


additional 


purpose 

believes his firm can give 
service to the customer by 
having materials available when 
needed 

“We are not a broker, but 


ing distributor he 


stock 
When 


lighting, we 


SaVvs 
customer wants new 
t to him 
portant. But to get 
have to 
offer a 


customer to buy 


immediatel Profits are im 
Work 
SCTVIC( 
tion to upegras ndus 
try 
Kelley, 


participated on 


who I ! vast has 


commiuttec 


to, report about lighting for woolen 


and worsted textile mills, believes that 


the increase in new 
continue 


tures will 


truc howevel only 


profits “It’s 
the distributor 
that 


prov es tne 


sells the job 
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*KIDEA: Residential lighting has a danger 
of obsolescence according to some dis- 
tributors, but not at Kingsport Electric 
Co., Kingsport, Tenn. A five-point pro- 
gram designed to "bring the customer to 
the display room" is the secret behind 
residential's 40° share of total lighting 
sales volume. 


' Lighting 
Fixtures 


Pictured is just one of the beautitul new Virden 
Grass § Giase f.stures that will lend such delighttul 
cherm to your hume New a5 tomorrow, each fixture 
$e a perfect blending of rich. gleaming Brass and mix 
white imported eats delighttully tateful! See ai the 
Brass N Glaes fixtures at our Showroom todsy 


are welcome to use our free parking area while 


ght fixtures in 


KINGSPORT ELECTRIC CO. 


Dewntown” Lighting Display Room 
117 E. Market Dial CI 6-9081 











PROMOTING lighting sales at Kingsport Electric is illus- 
trated by the use of postcards depicting the lighting display 
room, which are sent to customers, and a sample of an 
advertisement in the local Kingsport newspaper 
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12. “Saturation” program for 


DISPLAYING residential lighting fixtures a key factor 
for more sales admits Stokes (Toby) Shiver, general manager, 
Kingsport Electric Co., Kingsport, Tenn. Here Shiver and his 
assistant Jo Ann Hartley check one of the units. 


BSOLESCENCE is a term frequently confronted by 

many electrical distributors in the residential light- 

ing field, but to Stokes (Toby) Shiver, general man- 
ager of Kingsport Electric Co., Kingsport, Tenn. the 
term is apparently non-existent. According to Shiver, 
residential lighting sales are increasing at a good pace. 
“We think we will double residential! lighting sales within 
one year,” Shiver says. “Some weeks we hit $5,000 
to $10,000 in sales,” he adds. 

How does Shiver account for the predicted rise in 
sales? Generally, he attributes it to a five-point program 
which he says, “is designed to bring the customer to 
the display room.” 

e Program—Here is what is behind the secret of an 
optimistic residential lighting sales picture: 

e Salesman—Shiver points out that, “an active sales- 
man is the key to the whole picture.” At Kingsport 
Electric the sales cast consists of 5 outside salesmen, 
and on the inside—2 city counter, | warehouse, and 3 
assistants. But the lighting spotlight falls upon three sales 
personnel—Miss Jo Ann Hartley, F. G. McCoy, and 
Charles Smith. Smith is a qualified lighting salesman and 
both Miss Hartley and McCoy are trained lighting spe- 
cialists. Miss Hartley also assumes the task of “Girl 
Friday” in the lighting display room, by handling the 
sales orders. 

As for activity, the lighting sales staff arranges to con- 
duct sales talks with local builders, architects and elec- 
trical contractors who have made plans to construct 
particularly in the new home building field, Shiver said. 
“Where a new home is already under construction, we 
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More Markets For Lighting Sales . . . 


residential lighting 


usually have one of our lighting salesmen consult the 
builder or electrical contractor about residential lighting 
arrangements,” Shiver added. He noted that often a 
lighting salesman will be out on the road, and he will 
stop at the scene of a new home being constructed and 
will approach the builder or electrical contractor and 
make some lighting suggestions. “The idea is to get the 
potential customer to the showroom,” Shiver stated. 
e Direct Mail—Another boost to residential lighting 
sales, according to Shiver, is an efficient direct mail sys- 
tem. The direct mail system at Kingsport Electric con- 
sists of: catalog mailings to customers, and interested 
builders, architects, and electrical contractors; invita- 
tional letters to local community clubs who are inter- 
ested in new lighting ideas; and picture post card mailings, 
depicting the fixtures displayed in the showroom. 
e Layouts—‘“In addition to our direct mail program, 
Shiver said, “we also submit lighting layouts to our cus- 
tomers.” Shiver indicated that where a builder or elec- 
trical contractor had drawn up blueprints for new home 
construction, one of Kingsport Electric’s lighting spe- 
cialists would submit a lighting layout drawn to the 
specifications of the new home, for consideration. He 
pointed out that a lighting salesman then makes sugges- 
tions as to the specific lighting fixtures desired for each 
room of the home. 
e Advertising—Local advertising is also an_ essential 
element in promoting residential lighting sales. Shiver in- 
dicates that Kingsport Electric reaches its population 
through weekly ads in its local newspaper, the Kingsport 
Times-News. “Two or three ads a week usually bring a 
good response,” Shiver states. “In our ads we try to 
appeal to the customer in a way that attracts him to our 
lighting display room,” he mentioned. 
© Display Showroom—Selling residential lighting would 
be an almost impossible task without the advan- 
tages of a lighting display room, admits Shiver. Prior to 
s ; square all-glass enclosed incandescent fixtures and to the right 

the official opening of a separate lighting display room, are fluorescent louver type 
Kingsport Electric had been using one of the upper floors 
of its general offices at 201 East Market St. in Kingsport 
However, Shiver declares, “we found this very inadequate 
for displaying lighting fixtures, and it also kept our 
sales percentage down.” 

On September 14, 1957, Kingsport Electric opened 
its Own separate lighting display room, directly across 
the street from its general offices. Since then sales have 
been on the increase, Shiver states 

The new showroom is situated in an ideal location on 
the corner of one of Kingsport’s busy streets in the 
“downtown” shopping area. According to Shiver, the 
display room features more than 500 lighting fixtures 
The showroom is staffed six days a week from 8 a.m 
to 5 p.m. by Miss Hartley and McCoy. 
e Sales Picture—Percentage-wise here is how residential 
lighting sales are estimated at Kingsport Electric. Ac- 
cording to Shiver, the usual fixture markup is three-time; 
the dealer usually receives an average discount of 30% 
to 50%. “We usually average a gross profit of from 
to 27% on our residential lighting sales, Shiver notes BANK lighting is another specialty at Kingsport Electric 
_As Shiver has indicated, residential lighting sales at Pictured above is the plastic panel-covered luminous ceiling 
Kingsport Electric have shown a steady growth, and over the teller’s windows at the sport National Bank 
more is anticipated. Panels were cut to fit the curve of 


SELLING merchandise in a local Kingsport department store 
has been made easier with the installation of panel covered 
fluorescent fixiures. Original louver type fixtures are recessed 


in the ceiling. 


INSPECTING the vacant inside of the new Kingsport Post 


Office are Toby Shiver and two electricians. Above them are 


: 
4 
23% 
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TEAM APPROACH to selling unusual lighting jobs is dram- 
atized in this picture of industry group inspecting old Fisher 
Building floodlight installation with electrician Lew Currie 


LIGHTING SALES IDEA-BOOK 


+k IDEA: The unusual lighting job is some- 
thing that Cadillac Electric Supply is 
often seeking. Under specialist Harry 
Simonton, the Detroit distributor's light- 
ing division constantly works with utility 
and manufacturer representatives to seek 
out and sell challenging illumination ap- 
plications. Case in point: the Fisher Build- 
ing tower in the heart of the Motor City. 
The edifice needed new light on its 30- 
year-old south face. An electrical industry 
team effort is producing impressive and 
beautiful results. 


(center). They are (I. to r.) Detroit Edison’s Jim Finn, 
Cadillac Electric’s Harry Simonton and Crouse-Hinds Co.'s 
Dick Scott seen here on tower parapet 


13. Teaming to sell ‘different’ 


to sell lighting—he can’t always ‘go it alone’, 

says Harry C. Simonton in explaining Cadillac 
Electric Supply’s teamwork approach to selling lighting 
especially unusual lighting. 

Under this veteran specialist, the Detroit distributor’s 
lighting division works closely with manufacturer rep- 
resentatives and Detroit Edison sales personnel in 
tackling “different” lighting jobs—no matter how chal- 


N* MATTER how well organized a distributor is 


lenging 

e “Brilliant” Example—One such _ out-of-the-ordinary 
installation is the nearly completed 30,500-w flood-light- 
ing job on the south side of the Fisher Building tower. 
The building, located at the intersection of Second and 
West Grand Boulevards, is a landmark in the Motor 
City. Completed in 1928, its 28-story height dominates 
the surrounding area. 

Thirty years ago there seemed little need for any 

extensive lighting on the south side of the tower. But 
since then the area has built up in a big way. The 
tower is visible to thousands of motorists from two new 
expressways, the Ambassador Bridge and many other 
vantage points that just weren't there in 1928. 
e From Bottom Up—Groundwork for relighting the 
tower began in mid-June. Detroit Edison rep Jim Finn 
made a preliminary survey for the building superin- 
tendent, Herbert Busse and his assistant, “Lindy” Linde- 
man. 

Working with Crouse-Hinds Co.’s Great Lakes divi- 
sional manager, Dick Scott, Simonton and Finn worked 
out a layout involving the use of 22 1,000-w floodlights 
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TWO TYPES of floodlights used in new installation are OLD VIEW of south side of tower shows effect formerly 
12-in and 16-in 1,000-w units using plain and diffusing achieved with 30-year-old lighting installation. (New view 
lenses. (Hoods were added later.) with 30,500-w, in EW next month) 


lighting 


with plain lenses, 8 1,000-w units with diffusing lenses 
and 2 250-w lights with plain lenses—a total of 32 units. 
Because the building lies in an area where there is 
heavy chemical concentration in the air, Simonton and 
Scott recommended using copper free aluminum conduit 
and fittings for the lighting installation. The lights were 
to be narrow-beam units with top hoods to utilize the 
spilled light and center it on the tower 
e But Problems—The lighting job—just being completed 





now—was not without its headaches. Even on parapets, INSIDE SUPPORT for specialist Simonton comes from 
space to work was limited. On outside corners, steel lighting division men Don Hoffman (right, above) and John 
workers and scaffolding were needed. What’s more, Walker (right, below). Both can do layouts in lighting and 
new feeders and new conduit runs had to be installed electric heating for Cadillac’s customers 


without disturbing the business tenants. In order to 
speed up the job, the building’s maintenance staff made 
a special jig and then drilled and tapped the hoods 

From the start, Cadillac Electric’s three-man lighting 
division has stayed on top of the job. Simonton—sup- 
ported by inside salesmen Bob Hoffman and John 
Walker—has maintained close liaison with the manufac- 
turer during the past two months, and with the customer's 
maintenance staff. 

“There’s only one right way to handle a job like this,” 
explains Simonton. “That’s to make sure about every 
detail, be on hand to offer any service needed and make 
frequent checks on progress. Sometimes it’s better to be 
a pest than the man who's never there 

“But most important in selling ‘different’ lighting is 
teamwork with other industry representatives,” Cadillac's 
specialist says with a smile 

“After all, no lighting salesman is an island!” 
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LIGHTING SALES IDEA-BOOK 


“IDEA: Create impact 
with a lighting showroom 
that's different. That's what 
Midland Electric Supply, 
Cleveland, Ohio, has done 
with part of the 60,000-sq ft 
of space it recently added 
to its facilities. The show- 
room has proved to be a 
turn-key in opening the door 
to an advance in the light- 
ing field and getting more 
residential contractor busi- 
ness. Reason? The right 
drapes and color surround 
300 fixtures in 3,600-sq ft 
of uncluttered space. All- 
out promotion, a top light- 
ing specialist, more parking 
space, more lighting lines 
and better service are the 
other elements that are in- 
jecting momentum intg Mid- 
land's lighting sales. 


™ 


OPEN HOUSE, in Midland’s new and modern showroom, brought almost 700 visitors 


ranging from contractors to power company 
May. 


over a three-day period early last 


Results are 


representatives. Festivities were held 


said to have been excellent 


14. Putting real impact 


HE ADDITION of § approxi- 
T maces 60,000-sq ft of space to its 

existing building gave Midland 
Electric Co., Cleveland, Ohio, op- 
portunity to take a giant step forward 
in the lighting field. 

The added space was made possible 
in December 1958, when Midland 
gained full possession of a former 
manufacturing building that was situ- 
ated next door. Also, 7,500-sq ft more 
of parking space was acquired; all 
Midland’s business would be virtually 
under one roof (previously, the firm 
had stocked appliances in a_ building 
across the street); there was an amaz- 
ing relief from the former congestion 
and, above all, the acquisition pre- 
sented the opportunity to stretch out, 
look around and see what weaknesses 
existed in selling-up lighting—and then 
correct them. 

e New Showroom Last January, 
construction to “weld” the two build- 
ings together began by knocking down 
a wall separating the two structures. 
High powered, 175-ftc commercial 
lighting was installed throughout the 
company and the big project—a light- 
ing showroom that was to be really 
different—was initiated with the level- 
3,600-sq ft of warped floor 
the “new” 


ling of 
on the 
building 
e Vital Statistics—M idland’s 
showroom has an uncluttered modern 
look 
set the for easier sale of the 
displayed fixtures. Costing approxi- 
mately $30,000, excluding the display 
equipment, the showroom has a total 
of 300 fixtures, all of which are back- 
stock (except 10 show 


second story of 


new 


The “right” draperies and color 
mood 


ed up by 
pieces) 


There are three different levels of 





ceiling in the showroom, each show- 
ing a different class of lighting. The 
first, 10-ft, 6-in in height, displays the 
big fixtures,,such as the crystal show- 
piece (see picture next page). The 
second level of ceiling is 9-ft, 6-in 
high, and here are located the conven- 
tional dining room hanging fixtures 
and pulldowns. The third level, show- 
ing bedroom, hall and kitchen fixtures, 
is 8-ft, 6-in high. 
e Grand Opening — Before comple- 
tion of the showroom, eye-catching 
invitations (above example) were mail- 
ed out to contractors, engineers, deco- 
rators, architects, kitchen remodelers 
and builders. A grand opening was 
held in May, and in three days 6- to 
700 people showed up. According to 
Melvin D. Sacks, president of Mid- 
land, the results were impressive. 
“The impact of the opening,” Sacks 
claims, “not only improved our light- 
ing business considerably, it also gave 
us entreé to business other than light- 
ing. When a contractor comes in to 
see the showroom and starts to talk 
lighting, he will wind up talking other 
business too.” 
e Proper Impact — Sacks that 
“just a nice average showroom would 
not have created the impact we want- 
ed. We needed an unusual showroom 
with qualified people to back up the 
plans we had of making the show- 
room a turn-key to the residential and 
commercial lighting business.” 
¢ Qualified People Carol Fried 
man, who 1s instrumental in the crea- 
tion of the showroom’s “mood atmos- 
phere”; Bob Gandal, who is in charge 
of the showroom with Miss Friedman, 
and Treasurer Harvey Friedman, who 
goes after the contractor business, are 
three of the qualified personnel who 


Says 
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BACKBONE of lighting plunge is goup COUNTER AREA where President Mel HIGH-POWERED, 
above. Left to right: Bob Gandal, Lew vin D. Sacks (left) checks the effect of ligl 


hting, is displayed vd 1 throughout 


Sternberg, Carol and Harvey Friedman the new lighting on working conditions Midland Electric's offic 





into lighting sales 





mood wa t Thin t 1 wher 
PATIO & GARDEN lighting section is part of showroom, which has three ceiling 
. ec? ‘ : he d n yor nal > } 
levels and cost approximately $30,000 excluding display equipment AFTER the draperies, « furr | 
nes Vere 1ddec it nT I I ft 
ust a NICE iverage mtr nowroom 


add to the effectiveness of Midland’s ¢ Promotion Its all-out’ promo 
new showroom tion for Midland, but the big one is 

Last December, when Midland ac-_ direct mailing of a color post card of 
quired its additional 60,000-sq ft of the showroom, sent as a follow-up on 
space, the firm also hired Lew Stern- building reports and Dodge reports 
berg—now in charge of commercial Another means of promotion is invit 


and residential lighting. Sternberg, an ing power company representatives 


electrical engineer, trains, assists and to the showroom where thev are 


supervises the salesmen on their jobs. given a guided tour and told where 
“We were in the lighting field before,” Midland stands in the lighting field 
Sacks declares, “and we did have the Supported by more operating 


right customers, but we did not have space and lighting lines, a showroom 
enough of them. Now that Lew can __ that’s different and well-qualified per 
train our men, they can hit more sonnel that are pushing, Midland 


customers with more confidence and Electric is going full steam into put 





do a better job.” ting zip into lighting sales 
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LIGHTING SALES IDEA-BOOK 


*KIDEA: Participation with 
@ power company in a gar- 
den and patio lighting pro- 
motion has meant a quick 
increase in sales of this 
"sleeper'’ product for Em- 
pire Supply Co., Visalia, 
Calif. But this is only the 
beginning. By helping the 
manufacturer and the utility 
with the program and pre- 
paring its contractor and 
dealer customers with dis- 
play kits and promotional 
material, this distributor is 
getting in on the ground 
floor with this specialized 
and potentially profitable 
type of lighting. 


ALES of garden and patio lighting 
equipment through contractors 
and dealers has increased 10% 
in 10 weeks for Empire Supply Co., 
Visalia, Calif. And, presi- 
dent Frank Johns, Jr., this is 
only the beginning. Garden and patio 
lighting has been a sleeper—it is now 
waking up, and with the whole elec- 
trical industry promoting, this can be 
an increasingly profitable volume 
market for the supplies distributor.” 
It was Empire’s efforts in cooper- 
ating with the local utility in a garden 
and patio lighting promotion that 
started this increase in sales of out- 
door lighting fixtures and weather- 
proof wiring devices. In the continua- 
tion of this promotion lies this distrib- 
utor’s plans for increased sales in the 
future. This basic 3-point pattern of 
the promotion is adaptable to any 
small city or suburban 
1. A  garden-patio lighting school 
for utility, distributor and contractor 
personnel, followed in the evening 
by 
2. Garden-patio lighting demon- 
stration for presidents of garden clubs 
with a demonstration garden lighted 
and an expert in charge. 
3. Follow-up garden-patio lighting 
demonstration parties for the full 


savs its 


area 


68 


15. Pioneering the garden and 


membership of each garden club with 
one of the member’s gardens lighted 
professionally for the occasion. 

How Johns worked with the utility 

Southern California Edison Co.— 

in filling out the details of this pro- 
gram, and how he made it sell out- 
door lighting equipment and supplies, 
is seen and detailed here. 
e Utility Opens the Door—Johns 
and Empire Supply got their chance 
for a go at this latent market when 
the Visalia division of the Edison Co. 
decided to put special promotional 
effort behind garden-patio lighting 
during the spring and summer. Johns 
was called in by Eugene K. Travis, 
residential sales manager, and asked 
if Empire would like to participate 
and cooperate in the program. Very 
much willing, Johns and his electrical 
department manager, J. R. Miller, sat 
down with Edison’s Travis, residential 
representative Chas. N. Pannell, Jr. 
and home economist Betty Lee. 

The group decided on the three- 
point program outlined above. To 
provide a special drawing card, they 
sought an expert with industry-wide 
reputation. The Edison people liked 
the idea of William Shalda, president, 
Shalda Mfg. Co., Burbank, Calif., 
who lighted Disneyland and many 
other spectacular outdoor areas. By 
coincidence, Empire was already a 
stocking distributor of Shalda’s line of 
outdoor lighting equipment. Shalda 
agreed and the date was set for 
May 26. 

For the garden-patio lighting school 
for industry personnel, and as a meet- 
ing place for the guests for the dem- 
onstration, the group had available 
the auditorium of the Edison Co.’s 
Electric Living Center. For the live 
demonstration of garden-patio light- 
ing, a suitable garden area was need- 
ed. This was solved with the coop- 
eration of the Visalia city manager, 
Harry Tow, who permitted the use of 
the beautiful grounds and gardens of 
the City Hall. 

e Distributor Helps—Two 
lighting equipment would be needed 
out the program. Shalda 
agreed to ship the equipment he 
needed to light the gardens of the 
City Hall. Most of this was specially 
wired to be used as a portable demon- 
stration kit. Fixtures and accessories 
for use on the stage for the two indoor 
sessions were supplied from the stock 


sets of 


to carry 


of Empire Supply. To fill the many 
sockets of the live displays, Johns got 
in touch with C. P. Farnham of 
General Electric’s Lamp Division to 
obtain cooperation on a supply of 
lamps that included: 12 PAR-38’s; 8 
F20-T-12’s; 6 colors of 
R40’s; 2 silver bowl inside- 
frosted and many white inside-frosted 
from 40-w to 150-w 

When Shalda’s equipment 
being set up, Empire’s stock served to 
supply the extra equipment 
here and there to meet special needs— 
lens holders with 4 weather- 
proof mounting brackets, sealed lens 
fixtures for R40’s, etc. 
e Both Promote—With all arrange- 
ments completed, only two groups 
were needed to insure the success of 
the promotion—garden-patio lighting 
prospects to attend the program—a 
marketing organization to sell and/or 
install the outdoor lighting the pro- 
gram would promote. 

The Edison Co., through personal 
letters sent by home economist Betty 
Lee, sought the first group. A month 
in advance of the date, the letters an- 
nounced “an outstanding program on 
garden lighting featuring Mr. William 
Shalda and outlined the pro- 
gram. Receiving the invitations from 
Mrs. Lee were the presidents of every 
known garden club in the territory of 
the Visalia division (which includes a 
score of small cities and towns in one 
of the wealthiest agricultural areas of 
the nation). In addition, Mrs. Lee in- 
vited architects, builders, city plan- 
ners, mayors and city managers. A re- 
turn postcard was included 

Frank Johns, Jr. set out to get his 
market ready for the business that 
this and the follow-up promotions 
would produce. A special display of 
garden-patio lighting fixtures was po- 
sitioned in the window of Empire’s 
building on Main St. close to down- 
Visalia. Electrical department 
manager Jim Miller made a special 
visit to every electrical contractor 
and to the larger hardware and farm 
supply stores in the area. 

Each principal was first given de- 
tails of the Edison program, 
what it could mean to the sale of out- 
door lighting fixtures and wiring de- 
vices and installations, and were in- 
vited to the lighting school that Shalda 
would conduct for industry members. 

Then Miller or his salesmen showed 


colors of 


sizes of 


was 


needed 


colors, 


town 


Co’s 
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patio lighting market 


or the contractor 
featuring the special 
package dispiay of Shalda fixtures 
and make additional displays from 
their stocks of other outdoor fixtures 
such as the S&M line which Empire 
handles. 

By the time the program took 
place, John’s staff had sold outdoor 
lighting display kits to 17 contractors 
and several hardware-farm supplies 
retailers. In every community where 
this division of the Edison Co. has an 
office, Empire had at least one con- 
tractor and retailer featuring garden- 
patio lighting fixtures in the window 
or in a key spot on the sales floor. 

The contractors and dealers paid 

$28.77 for the display kits which had 
a retail list of about $48 for the fix- 
tures. Even the ambitious idea of get- 
ting contractors and dealers to use 
local advertising to identify them- 
selves with the garden-patio lighting 
program was tried with, however, 
only spotty success at this period be- 
fore the value of the market had been 
proven. 
e First Pitch to the Pros—The in- 
itial program, for which all the above 
plans had been directed, took the 
afternoon and evening of May 26 
Che timing was important, says Mrs. 
Lee, because “ the garden clubs 
disband in late May or June and plan 
their programs for the entire year by 
the middle of August.” 

The industry during the 
afternoon brought more than 25 util- 
ity employees, members of Empire 
Supply’s staff and contractor-dealers 
to the Edison auditorium. Mrs. Lee 
outlined the long range aspects of the 
garden-patio lighting program and in- 
troduced Shalda. 

He gave the group a _ thorough 
schooling in basic product knowledge, 
showing the types of fixtures and 
lamps used for professional lighting 
of gardens and patios and how each 
type of light was applied to various 
types of garden, patio and pool ar- 
rangements. 

Both the market potential and sales 
techniques pecultar to garden-patio 
lighting were covered. Highlights of 
their talks, as condensed by Mrs. Lee 
for an Edison Co. home economists’ 
workshop, cover: 

1. What sells garden-patio lighting? 


a. People see it at other peoples’ 


how the dealer 
could tie-in by 


session 


Continued on page 70 


bd 


* 


: 
li 


HIGHLIGHT of garden-patio lighting 
promotion program was special speaker 
William Shalda. The lighting manufac- 
turer instructed — utility-distributor-con- 
tractor personnel with own display 
(right) in afternoon, described profes 
sional approach to garden club presi 
dents, architects in evening 


Fs 
ff § di 
> ‘99 


Utility opens door to garden lighting... 


SPECIAL LIGHTING 
the Visalia City Hall grounds was done 
by utility, manufacturer Shalda and 
tributor Empire Supply for second 
of evening program. Guests exam 
ples of various approaches to outdoor 
lighting by switching individual fixtures 
aS IN arrangement at right 


arrangement of 


dis 
half 


Saw 


Garden and Patio Lighting Sales Jargon 


1. “UP” lighting 
objects from the bottom up 
2. “DOWN” lighting 
general illumination of which is 
3. “HIGH” lighting, (might also include) spot 
lighting, using light 
prominently in relation to its surroundings o1 
“SPOT” lighting—Using a lamp bulb with a 
and lens to restrict the 
to be covered by the light 
5. “PRECISION” lighting—A lamp bulb with 
with a reflector, a ot 
more objective restrict 
with a sharp edge outline 
“FLOOD” lighting 
source of light over which very 
It little 


lights are suspended or mounted 
downward 
lighting 


object or area 


and 


to cause an lo 


4. concentrated 


condense! general direction 

concentrated 
condenser lenses 
light 


is used pail 


lenses. Use: to to a 


Hest desci 


little 


6. in garden terms 


control 


area can be achieved has use in th 


garden 
7. “CROSS” lighting—When 


on an object, or area, from two or more direct 


two or more lights or ¢ 


cross blending of colors or shadows or both 
8. “SAFETY” lighting—lighting pathways 
much thought of lighting and surroundings 
“MOON” lighting—should 
quality and intensity of moonlight 
which shadows 
10. “PROTECTIVE” 
Grounds can flooded 
remains in darkness 

him from seeing 


11. “RECREATIONAL” lighting 


tennis, badminton, games, 


Steps 


9, consist of a mild 


diffused 
become an interesting 


lighting 


part 
ol 
flipp } 


seel 


method 
light 


can 


not a 


be with by 


Prowler be 
not 
eating, 


garden lightir 


reading, ek 


Outdoor Li 
California Ex 


excerpted from 
Southern 


material 
home 


abov e 
Betty 


1S 


The 


by Lee, economist, 
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Garden-Patio Lighting (cont.) 





homes, contrast the beauty of profes- 
sionally arranged lighting with possi- 
bly their own unlighted or random 
floodlighting. 

b. Ability to demonstrate that gar- 
den-patio lighting has an advantage 
over daylight, that daylight treats the 
beautiful and ugly alike, that con- 
trolled lighting can emphasize the 
beautiful and leave the ugly and un- 
interesting in darkness. 

2. When to - sell 
lighting. 

a. Time of year—September and 
October are the best months because 
homeowners want to enjoy their patios 
and gardens but can’t see them; in 
warm climates as as December; 
in June, July and August, vacations, 
yardwork and late sunlight are deter- 


garden-patio 


late 


rents to sales 

b. Time for the 
after they've been in their homes for 
a while and after they've accumu- 
lated necessary furniture and com- 
pleted the Jandscaping. 

3. Sales tips for 
lighting. 

a. Sell portable units—homeowner 
can vary the effect, change color of 
lamps, change arrangement as shrubs 
and trees grow 

b. Sell quality fixtures and weather- 
proof wiring, emphasizing that the in- 
stallation cost is the same and that 
fixtures will have to stand the winter 
storms. 

c. Don’t oversell the customer, but 
sell up to a satisfactory job. If cus- 
tomer has limited budget, light a 
small area consistently and thorough- 
ly rather than spread the light “thin” 

more lighting can be added when 
the budget is replenished 

d. Sell the wife first but don’t for- 
get that the husband can be influenced 
by what garden-patio lighting will 
mean to him as a_ barbecuer, 
means of having extra outlets and full 


homeowners 


garden-patio 


as a 


voltage for appliances, radio, TV, and 
power tools. 

e Influential People Shown—For 
the evening session, the program took 
three phases. The group of 117 gar- 
den club presidents, their spouses, 
architects, builders, city planners and 
Officials met in the Edison auditorium 
at 8 p.m. With Betty Lee as mistress 
of ceremonies, Bill Shalda 
the value of professional lighting of 
garden and patio areas, outlined the 
garden and patio areas, outlined the 
principles involved and the objectives 
sought. 

Using the extensive array displayed 
on the stage, he explained the type of 
lamps and fixtures, their characteris- 
tics and the special uses in the garden 
He pointed out the value 


described 


and patio 
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Distributor ties in to build... 


DEALER OUTLETS, hardware and farm supply stores, were sold by Empire Supply 
on featuring this packaged display of garden-patio fixtures. Worth $48, list, display 
costs dealers $28.87. Distributor Frank Johns, Jr., (left) here discusses promotion 
with Gus Cazenza of Cross-Horlock hardware and (right) Charles Pannell, Jr., of 


Southern California Edison Co. 


of colored lights and described their 
effects on people and plants. Color 
slides were used to demonstrate the 
effects obtainable from professionally- 
designed garden-patio lighting instal- 
lations. 

Shalda pointed out to the 
that the Edison Co. was ready 
vise and assist homeowners with plans 
for lighting their gardens and patios, 
that local electrical contractors were 
available and experienced in making 
installations—and that the Empire 
Supply Co. was the distributor making 
these lighting fixtures and equipment 
available to local dealers and contrac- 
tors. Empire’s electrical department 
manager Jim Miller was introduced 

at the time of the program, Frank 
johns, Jr. was at the NAED conven- 
tion in Chicago. 

The group then walked to the near- 
by grounds of the City Hall to see the 
lighting arrangement which Shalda 
had set up with the equipment he had 
sent from Burbank plus the supple- 
mental equipment from Empire 
Supply. 

Using a public address system that 
utilized speakers in “mushrooms” 
matching some of the lighting fixtures, 
Shalda described the effect that he 
had tried to achieve through lighting, 
how and where he had placed each 
fixture. His layout permitted him to 


group 


to ad- 


light individual groupings as he de- 
scribed them, to light the whole area 
for maximum effect. 

Following this demonstration, the 
group returned to the auditorium for 
refreshments. Mrs. Lee told the gar- 
den club members that she would be 
in touch with them individual 
programs for their clubs 
e Mass Market Ahead—With the key 
garden club personnel properly indoc- 
trinated, the garden-patio lighting pro- 
motion program in which distributor 
Empire Supply is cooperating with the 
utility, is now entering the long, pro- 
ductive stretch for which the May 
26th affair was a preparation. 

rhe utility is trying to get all garden 
club members to give their gardens 
and patios a professional lighting ar- 
rangement. Johns and Empire Supply 
will make their efforts toward getting 
dealers and contractors into action to 
move outdoor lighting fixtures, acces- 
sories and wiring devices in quantity 
to this largely untapped market. 

Letters from Mrs to each of 
the garden club executives following 
the May 26th program offered to pre- 
sent garden-patio lighting for one of 
their August, September or October 
meetings. Within a month, eight clubs 
had responded and were scheduled. 
More are expected when the clubs 
meet in August to formulate 


about 


Lee 


early 
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POOoD Ww. 
DISPOSE 


outdoor fixture market 


CONTRACTORS were especially encouraged by 


nitude nee 





Empire Supply to identify them 


selves with the garden-patio lighting program through displays and advertising. 17 


responded including Walter Baxley (above), of 


Lindsay Electric Co., who made a 


window display using a Shalda kit plus other fixtures from Empire Supply and in 


addition advertised in newspapers 


their meeting plans. 

[he program for these club meet- 
ings will not duplicate the initial pro- 
gram. To increase attendance and 
further the utility’s load building pro- 
gram, they will be billed as a “patio- 
living and garden-lighting party.” 

Conducted by one of the Edison 
Co.’s home economists, the meeting 
—clubs vary in size from 30 to 150 
members—will present a demonstra- 
tion of patio cooking using small 
electrical appliances. From that dem- 
Oonstration will come the refreshments 
for the group. 

Each club meeting will be held at 
the home of a member. Well in ad- 
vance the home will be selected for 
the adaptability of its garden for a 
lighting demonstration. Edison em- 
ployees will study the garden, plan a 
layout and install portable fixtures 
before the meeting. For this purpose, 
the utility has obtained from Empire 
Supply and Shalda the equipment for 
two complete portable garden-patio 
lighting systems. The club 
member's yard will be lighted so that 
the home economist can turn on One 
light at a time, explain it thoroughly, 
turn it off. Then, after the last light is 
shown, the garden will be darkened 
and then all lights will be turned on 
for a dramatic conclusion 

As part of the program, color slides 


garden 


of garden lighting arrangements will 
flexibility and to il- 
lustrate types of fixtures not included 
in the limited portable kits. At these 
meetings, the home will 
distribute the “Light for Living Out- 
booklets manufacturers’ 
line folders showing the fixtures avail 
and a list of the 
contractors selling outdoor lighting in 
that community 

e Step up Efforts—As 
garden-patio lighting 
underway, Johns will step up Empire 
Supply’s efforts to get the contractors 
and community to 
identify 
door lighting 
encouraged at the contractor's place 


be used to show 


economist 


doors” plus 


able, dealers and 


these local 


programs § get 


dealers in each 
themselves actively 


Special displays will be 


with out- 


of business and in the dealer’s window 
and floor. 

Advertising immediately 
the Edison party, using photos of the 
fixtures used in the demonstration 
lighting, is a possibility. So is 
mail and telephone contact with each 
of the club members with the offering 
of a free garden and 
patio to determine the cost of a mod 
ern lighting installation 

Empire could offer the services of 


sales 
following 


direct 


survey of the 


One of its salesmen to help dealers or 
contractors solve their customers out 
door lighting problems, but that sery 
ice 1s already available from the well 
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trained staff of the Edison Co.'s res 
idential sales department 

A special display of garden and 
patio lighting equipment will be set up 
at Empire Supply’s showroom for the 
use of the many contractors who have 
no display space. They will be en 
couraged to bring or send their home 
ownel Empire where 
stall 


them 


prospects ice) 


someone trom the inside will 


always be available to assist 


feature—and 


Frank 


become sold on garden-patio lighting 


As another more evi 


dence of how Johns, Jr. has 

his own patio, gardens and swim- 
ming pool area were scheduled to get 
the “full treatment” about August Ist 


Edison experts were scheduled to 
make the plans, and the lighting would 
be done with the fixtures, lamps and 
devices which Johns stocks and 
promotes 

@ Answer to Problem? 
good chance that the opportunity to 
fixtures 


is the supplies 


Ihere is a 


sell garden and patio and 


weatherproot devices 
distributor’s answer to the continued 
problem of make an 


quate profit from residential fixtures,” 


trying to ade- 


Johns. “The way initial sales are 
it is likely that most homeown 
ers will be willing to spend twice as 
much or outdoor lighting as 
they did for indoor lighting. Look at 


what one $8-$10 mushroom light sale 


Says 


foing, 


more for 


means to the distributor—the con 
tractor will need a length of steel tube 
standard 


lor a waterproofing cement 


UFAZ lamp, 


mavbe a weatherproof outlet and pipe 


plastic tape cable a 


For each fixture sale the distributor 


sells almost an equal amount more 


for the installation of the needed 
related items 
‘A distributor 


lighting 


t 


could initiate an out 


door promotion in his area, 


result in an 
proft. Of 


and it would 


volume at 


Increase in 
good COUrs¢ he 


is better off when he can channel his 
efforts through industry 
with an active utility like 

C< to guide it But 


it on his 


cooperative 
promotion 
the Edison 
whether he does own or! 
through a utility or 


ation, he has a_ tremendous 


electrical associa 

Oppo! 

tunity 
“The 


doors—the 


country 1s going out 
filled 


cook 


whok 
home magazines are 
with articles helping the people 
build patios, entertain out 
that 


outdoor areas beautiful in the 


outdoors 


side and do the gardening makes 
these 
these home 


daytime. We can hel; 
owners—and ourselves in bargain 
the lighting and the 


make the out 


by promoting 
wiring devices that 
living areas usabl nd attractive 
th whok 


doo! 
through 
Johns 


vening Says 








LIGHTING SALES IDEA-BOOK 


SK IDEA: Trouble-shooting is 
the specialty at Thompson- 
Wilson Co., Atlanta, Ga. 
No matter what the problem 
might be, President H. L. 
Wilson or his lighting spe- 
cialist will tackle the situa- 
tion to prove that service is 
important, no matter what 
unusual form it might take. 





INSPECTING FINISHED installation of unusual application are (left to right) Paul 


C. Mills, assistant minister; Wilson, and 


Theodore W. Ripper, church minister of 


music. Wilson points out stovepipe innovation to church officials 


16. Unusual techniques add more profits 


N-the-job service for contractors 
is a standard product with Pres- 
ident H. L. Wilson of Thompson- 
Wilson Co., Atlanta, Ga. That’s how 
he recently found himself swabbing 
black shoe polish on four pieces of 
stove pipe 
It all started when the Peachtree 
Christian Church congregation bought 
a stained-glass window. Four artists 
spent two years making this 427-sq ft 
window after the pastor went to Eng- 
land to make the purchase. After it 
was installed, he wanted it lighted so 
everyone could see and appreciate it 
e Asks Advice—The pastor first called 
the Georgia Power Co. for 
Then, an electrical contractor and the 
utility engineer worked out details of 
a lighting layout. After they encoun- 
tered several problems, Wilson was 
called in as a trouble-shooter 
The contractor had installed twelve 
500-watt reflector spots on the front 


advice. 


railing of the church balcony. This 
lighting was good for most of the 
window. However, the last row of 


balcony pews shielded light from the 
bottom of the window, making black 
streaks when seen from the outside 

To fill in this bottom shadow, five 
identical fixtures were mounted on the 


72 


ceiling, 25-ft above the balcony rail- 
ing. These units lighted the lower area 
of the window successfully, but cre- 
ated spots when viewed from the street. 
e Solution—To this problem, 
Wilson, together with the contractor 
and utility engineer, spent an entire 
morning trying all of the commercial- 
ly-available shields. None was long 
enough to block the lamps from out- 
view. Then, on the chance it 
might work, the three decided to tack 
stovepipes onto the fixtures 

“We went to the nearest hardware 
store and bought five 3-ft lengths,” 
Wilson explains. “The pipe was shiny 
inside and out, so we bought a bottle 
of black liquid shoe polish. A swab- 
bing with this dulled the sheen, and 
as soon as the pipes were dry, we 
took them apart at the seams, fash- 
ioned three-quarter circles and at- 
tached them to the fixture hoods with 
3-in metal screws.” 

To keep the trapped heat from cut- 
ting down the life of the lamps, two 
l-in holes were punched in the hoods 
for ventilation. The end result 
satisfactory. The stovepipe hoods not 
only let the light out, but shielded the 
lamps from outside view. 

Wilson says he will never forget 


solve 


side 


was 


this job. He and the contractor named 
the stovepipes the “Diabolic Parabal- 


oid Hoods.” 
When the job was first planned, 
three fixtures were installed without 


lamps. According to the pastor, new 
stained glass gradually acquires density 
for the first 10 Lamps will be 
added gradually during this time. 

As an “extra” on this job, Wilson 
was able to sell an automatic timer 
to control the window spots. The timer 
is set to turn the lamps on at night, 
except when services are being held. 
During these times, the lights would 
shine in the faces of the congregation 
seated in the balcony 
e Service Needed—‘This is the type 
of service we must give our customer,” 
Wilson says. “We stay in the good 
graces of our contractors simply by 
keeping in personal touch. We have a 
lighting specialist on call at all times 
to help with layouts, and we stress 
that deliveries will be made to the job 
site on the day the products are to be 
installed 

“Most of our contractors like us. 
Part of it is personal, but most of it 
our We have 
what a contractor wants, and we get 
the order to him when he needs it.” 


years 


is because of service 
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Steady plant production demands dependable power cable... 


« 


pam 


HABIRITE-HABIRPRENE CABLE 
gives unexcelled performance! 


To help assure uninterrupted production, modern 
industrial plants require reliable cables for delivering 
electric power to production lines. The service reli- 
ability of Phelps Dodge Habirite-Habirprene is unsur- 
passed by any other rubber insulated neoprene 
jacketed type RR cable. 

Habirite-Habirprene is a combination of specially 
engineered butyl rubber insulation and neoprene 
jacket. The overall features of this cable provide 


PHELPS DODGE COPPER 
CORPORATION 


SALES OFFICES: Atianta, Birmingham, Ala, Cambridge, Mass, Charlotte, Chicago, Cincinr 


Kansas City, Mo., Los Angeles, Memphis, Milwaukee, Minneapolis, New Orleans, New York 
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greater resistance to heat, ox 
proved electrical properties, includi 
tion resistance; higher copper operat 
superior flexibility; improved mechanical 
against damage from installation hazards 
resistance to corona, an absolute necessit} 
voltage neoprene jacketed cable 
As a general purpose cable, Habirite-Habirprene 


assures the utmost in safety, durability and reliability. 


PRODUC 
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Line 


TIMED CONTROL of Lad 


may be accomplished direct 
through the Substifution of 
antme switch fn place of 
the conventona/l switch. /n 
this case fhe time switch 
must be rated 7o carry rhe 
tul/ load curren® 





ON and OFF trippers are fastened to dia/ 
by thumb set screws at desired Fimes 
of operation. Trippers shown here are 
placed 7o turn foad on ar 3:00 and 
11:00 PM, off at §:00 PM and 3:00 A.W 
Additional #rippers may be used as 
needed for additiona/ cycles. Mlech- 
arnca/l configuration of 7Frippers 
and switch mechanism defermines 
minimum elapsed time permittea 
between success/ve ON and OFF oOper- 
avons. 
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MAGNETIC CONTACTOR 


may be used 70 contro/ the lead, 
the time switch being used vo turn 
the contactor cor! on and off Time 
switch carries only contactor coi/ 
current 
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in timer may be used fo contro/ 
two load functions, such as day- 


ugh? operatior2 of a hearing 


system. 
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Pinpoints the Information You Need on... 





Time Switches 


By J. F. McPartland 


and W. J. Novak 


NE OF THE FASTEST GROW- 
ING applications in modern elec- 
trical control is that of time 
switches. A time switch, as its name 
implies, is a control switch incorporat- 
ing a mechanism which permits timed 
Operation of its contacts 
Che time clock contains a 
clock-type timing mechanism to open 
and one or more sets of con- 
predetermined times. The 
timing mechanism is an electrically- 
driven clock—or may combine 
tric motor drive with spring drive. 
The unit simple ON-OFF 
control of electric circuits, operating 
automatically on the pre-set schedule, 
switching its load circuits, for as long 
as the 


basic 


close 


tacts at 
elec- 


provides 


switch is in use. 


Construction 


Typical time switches are rated up 
to 55-amps per pole, with one, two 
or three poles, single-throw or double 
throw, for use On circuits rated at 
24, 120, 208, 240 or even 440 (with 


a transformer or dropping resistor) 
volts. Models are made with dials 
calibrated to provide scheduled 
switching over each 24-hour period 
or for 7-day calendar settings, with 
up to 288 operations per day and 
with a variety of dials for dividing 


the day into hours or minutes or for 
programming on the basis of sunlight 
or days of the week. Calendar dials 
designate days of the week. Astro- 
nomic provide control switch- 
ing according to sun time for each 
season of the year. Other dials pro- 
vide for skipping switch operations 
for one or more days in a weekly 
switching schedule. 

To meet varying application § re- 
quirements, time switches are avail- 
able in models for regular or heavy 
luty. Housings are made for both 
indoor and outdoor applications, with 
sufficient knockouts to afford ready 
circuiting from top, bottom or sides 
Models are also available with power 
cords and plugs for connection to 
convenience receptacles and with a 
built into the case for 
connection of plug-in load appliances 


dials 


receptacle 


or devices that are mobile. 


Application 

Time switches offer important ad- 
vantages in modern control of all 
types of power, lighting, heating and 
air conditioning equipment. Applica- 


tions are almost unlimited—for both 
indoor and outdoor use in commer- 
cial, industrial, institutional and _ re- 


sidential occupancies. Typical indoor 
applications include control of: ad- 
vertising signs, store window lighting, 
floodlighting, electric heating, ventila- 
tion, air conditioning, refrigeration, 
chemical and food indus- 
trial ovens, bells, signal lights, buzzers, 
farm operations and various types of 
motor loads. 

Typical 


processes, 


outdoor applications in 
clude control of: street lighting, out 
door lighting circuits, parking lot 
lighting, irrigation and pump control 
and oil well pumping. The housings 
of such units must be rain-tight 
In use, time switches may be used 
to control either load circuits or con- 


trol circuits. When used to control 
load circuits, the contacts in the 
switch directly open and close the 


conductors carrying current to the 
Time switches are available for 
directly switching lighting and heat- 
ing circuits up to their rated cur- 
rent. Units are also made for directly 
switching motor circuits up to about 
2 hp, either single-phase or three 
phase. 

Very wide application is also found 
for time switches in the ON-OFF 
operation of control circuits. Such 
would be their application as pilot 


load 


control devices in combination with 
magnetic contactors and motor 
starters. In this type of control, the 


time switch is used to make or break 
the supply circuit to the operating 
coil of the magnetically actuated de- 
vice. The main contacts of the con- 
tactor or motor starter then control 
the flow of current to the lighting, 
heating or motor load. 

A single-pole, double-throw 
switch must be used with 
cally-held contactors to 
separate “make” 
“open” and circuits to the 
contactor coil. For use in switching 
the coil circuit of a magnetically-held 
contactor or a magnetic motor start- 
single-pole, single-throw time 
switch is required. 


time 
mechani- 
provide a 
action for the 
“close” 


er, a 
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Many time switches are avatlable 
with “reserve power” or “carryover” 
This is the inclusion of a precision 
spring mechanism which takes over 
to keep the clock mechanism operat 
ing for as long as 20 hours after 
power failure to the electric drive 
motor. This spring is wound auto 
matically by the electric drive motor 
during normal operation. This fea 
ture in a time switch eliminates the 
need to re-set the clock dial if the 
power supply is restored before the 


end of the carryover period 


° 
Selection 

Basic selection of the proper type 
and size of time switch to use for 


any particular appilcation can be 


made from a series of determina 


tions, as follows 


1. How often must the switching de- 


vice be operated?—at sunset and 
sunrise—different times on different 
days of the week—every hour—or 


every few minutes 


2. What is the required durations of 
ON operation? 
seconds 

3. Does the application require the 
advantages of carryover for 
of power 
4. What type of dial is needed for 
the job?—plain 24-hour dial for the 
same ON-OFI times each 
day weekend 


hours or minutes of 


periods 


outage 


switching 
skip 
time switching each day but skipping 
7-day dial tor dif 


switching 


dial for same 
preselected days 
ferent 
of the 
operations for a week 

dial for ON at sunset, OF] 
time or sunrise, changing switch set 
tings for 
schedule 


times of each day 


week to program switching 
astronomic 
at selected 
sun 


seasonal changes in 


program dials tor sched 


uling many ON-OFF operations in 
one day 
5. What type of contact arrange- 
ment is best suited to the job? 
SPST for direct switching of lighting 
loads or for Operation of operating 
coils in contactors or motor starters 
DPST for 220-volt, 3-wire circuits 
or for simultaneous switching of two 
120-volt circuits—3PST for switch 
ing 3-phase 3-wire or 4-wire circuits 
SPDT for transferring power from 


one circuit to another or for mechan 
ically-held DPDT for 
transter of circuits 


contactors 
two-hot-wire 
Next Month: Insulations 


75 








P & E - ISCO SUPPLY BUYER, TOO, 
FINDS ...ONE CALL DOES IT ALL 





AS 68S e Be I 
«+5 OM ossociate of 


... one major source for four major lines 


Dick Nottingham (seated), buyer for 
Phillips & Edwards Electric Corporation, 
checks over the many different types of top- 
quality fuses offered in the big ROYAL line. 
Describing the engineering features of 
ROYAL-LAG Dual Element cartridge fuses 
is Ed Witt of Eckert-Lloyd Company, sales 
representatives for ROYAL in California. As 
with other electrical supply houses, ROYAI 
Fuses make a hit with P & E because they're 
priced for profit . . . and packaged for easy 
handling and easy identification — perfect 
for high turnover and high margin on sales! 


a ee 
twee ~* 


Qveerouw 


“ROYAL Jim” 
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ROYAL LINES! 





Phillips & Edwards Electric Corporation, San Francisco, is one of eleven 
independent distributors now operating in California’s giant, new P & E - 
ISCO electrical supply chain. In line with the chain management's policy 
of concentrated across-the-board purchasing . . . Phillips & Edwards has 
discovered that their buying procedures and inventory control have been 
simplified by stocking all four ROYAL lines: (1) Royal Wire and Cable, 
(2) Royal Extension Cords, (3) Royal Wiring Devices and (4) Royal Fuses. 
According to this leading wholesaler, both volume and customer satisfaction 
have increased, too! 

















IF YOU BUY FOUR LINES OR FROM DIFFERENT 
FROM ROYAL... SUPPLIERS 
Buying time l call... 1 order 4 calls 4 orders 
Number of packing lists to check ¢ a 
4 
Invoices to process ¢ ye 2 
¢ ¢¢¢é¢é¢ 


Bills to pay 





One brand, nationally May be spotty 








Brand acceptance recognized and accepted 
Training time of countermen One brand . . . one high Four brands 
and outside salesmen quality throughout to work on 

: 5 Consistent — easy to Four different 
Labeling and identification read — easy to use labeling systems 





Uniformly good on all lines, 


Packaging for stocking and shipping Inconsistent 

















Call in vour ROYAL representatiy. and talk over this 4-way profit plan that turns 
buying time into profitable se//ing time! You'll get close service contact, and deliveries 
you can depend on two added reasons why it pays to buy ROYAL! 


ROYAL ELECTRIC CORPORATION, PAWTUCKET, RHODE ISLAND 


in Canada: Royal Electric Company (Quebec) Ltd., Pointe-Claire, Quebec 


















WIRE and CABLE fast EXTENSION CORDS . and WIRING DEVICES another FUSES with the big ROYAT 
turnover and high volume items appliance cords, a big and pop- large profit-making line for line, P&E can offer customers 
for Phillips & Edwards and ular part of Phillips & Edwards’ Phillips & Edwards. There's a the right fuses at the right prices 
other supply houses in the P&E- business. A full line of heavy wide selection of ROYAL PVC all with the same trade 

ISCO chain. Line includes port- duty “POWR-KORDS", in unbreakable vinyl caps and accepted brand name Crystal 

able cords, flexible cords, fixture black and colors; range and connectors, 3-to-2 wire adapters plug fuses, cartridge fuses, re 

wires, heater cords, machine dryer cords; air conditioner also range and dryer recep- newable lag fuses, dual element 
tool wire thermostat cable, cords; household types; for tacles, weatherproof plates and fuses, time delay plug fuses, 
coaxial cable every customer—contractors and receptacles, fluorescent starters Type S fuses 






maintenance electricians, hard- and many other devices 


ware and building supply dealers. 











Bil 
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PHASE OF MANUFACTURING 


your customers will appreciate your recommending 
BLACKHAWK’S complete line of E.M.T. fittings 


Blackhawk E.M.T. raintight connectors 
and couplings feature full, true, perfect 
threads for ease and speed of installa- 
tion. Bodies of heavy steel — cadmium 


and zine finished to eliminate corrosion. 


(1)Compression Type Raintight E.M.T. 
Connectors Available in sizes: %”, 
%”, 1”, 1%”, 1%”, 2” 

(2) Compression Type Raintight E.M.T. 

~ Couplings — Available in sizes: %”, 
Pe ee a ee 


Blackhawk famous Snap-Straps— 
made to fit thinwall conduit, snaps tight 


, aft. 
lackhawk* 





and holds its grip. Saves installation 
time! Made of heavy gauge steel, zinc 
plated after fabrication. Electrical con- 
tractors report big labor savings by 


using Snap-Straps. 


(3)Snap-Strap 
sizes: %”, %”, 1”, 1%”, 


for E.M.T. — Available in 


14”. 9” 


Scientifically formulated die cast alloy 
off-set fittings are proved to be real 
labor-saving devices. 

;)Crimp Type Blackhawk Offset—E.M.T. 


Connector available in sizes: 2”, %”, 1 


5) Raintight Blackhawk Offset 


SIZES 


Connector available in 


Blackhawk Split Steel Adaptors will 
adapt any female threads to the same 
size E.M.T. No other special parts are 
needed. Zinc pl ited. 
6) Machined Split Steel Adaptors — Avail- 
able in sizes: 4%”, %4”, 1”, 1%”, 1%”, 2” 
Blackhawk’s new E.M.T 
Blackhawk 
automated methods of 
Order a stock today to meet the demand 
E.M.T. fittings. 


fittings are a 


product of research and 


manufacture. 


for thes¢ quality made 


ndustries DUBUQUE, IOWA where the new ideas come from 


comer 
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to CIRCLE 





ONE SURE SOURCE OF SUPPLY 
for all your wire and cable needs 


Working through a Circle distributor is good business for wire and cable 
users. Reasons: quality products, reliability of supply, all-out service. 

Take quality, for example! It’s a built-in plus in every Circle product— 
from the basic metals mined and refined by Circle’s own parent company, 
Cerro de Pasco, right down to the finished wire and cable—all the result of 
a business philosophy of producing products which far surpass minimum 
requirements. 





The same goes for supply and service. Circle users know that nearby 
completely stocked warehouses can usually take care of their needs. And 
when they can’t, they know a simple telephone call by their distributor to 
the plant will get the fast action they want. 

So why don’t you make a Circle distributor your “one sure source of 
supply’—many other satisfied customers do. 


WIRE & CABLE 


a subsidiary of 
Cerro pe Pasco Corporation 


PLANTS: Maspeth and Hicksville, N. ¥. SALES OFFICES & WAREHOUSES: In al! principal cities 


RUBBER COVERED WIRES & CABLES * VARNISHED CAMBRIC CABLES + PLASTIC INSULATED CABLES 
NEOPRENE SHEATHED CABLES * “'CIRTUBE" EMT 








In addition to appearing in the current electrical contracting 
publications, mailings will be made to your customers re-empha- 
sizing these two new features added to the ® Load Center line: 





New 30 and 42-branch individually factory-packaged 
load centers, each complete except for circuit breakers, 
are easy to stock, handle and sell. 


All @® Load Center fronts, from 12 to 42 single-pole 
circuits, now have doors equipped with pressure snap 
latches, as an added selling feature. 








Together, these precision-built ® Load Centers and Quicklag-P 
Circuit Breakers provide the finest protective equipment on 
the market—at competitive prices. 


Door-Equipped Load Centers Are Furnished For: 








120/240-v. SN 3-wire Main Lugs and 
120/208-v. S/N 4-wire Main Lugs 








12 and 20 single-pole units have 100-amp. mains 
30 single-pole units have 100 or 200-amp. mains 
42 single-pole units have 200 amp. mains 


THE FRANK ADAM LINE OF LOAD CENTERS IS COMPLETE 





oy 
ie) 
ts ler} 


e's Ta) 
ble id 














Two-Circuit Complete Enclosed Panelbase Assembly “Raintite” Enclosures for Load Centers With 100-Amp. Main 
Enclosed Circuit Breakes For 4 & 8 Circuit Load Centers 4, 8, 12 & 20 Branches pull out switch. 12 & 20 Branches 
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NOW! 
ALL WITH DOORS 


... panelbase 
assemblies for 
12, 20, 30 & 42 circuits 





With these new @® Load Centers—with space for 12, 20, 30, or 
42 single-pole circuits—you can reduce wiring time, cut 


equipment cost and furnish a much better, more compact installation. 


Doors are now standard on all Frank Adam Load Centers, from 
12 to 42 branches. Conceals branch circuits— protects them from 
possible damage—helps discourage unauthorized use— makes 

a neater, more attractive installation. 


Immediate Delivery From Your Wholesaler 


All contacts and bus bars heavily electro silver plated. One-piece galva- 
nized enclosures, roomy gutters ALL sides, plenty of knockouts. Sequence 
bussing permits any pair of single-pole breakers to be made into double- 
pole with handle extension. Panel-base adjustable for flush or surface 
mounting. UL approved for label service. 


See our catalog 
in SWEET'S 


EF; rik em F 
| CQQWR ELECTRIC COMPANY | 









P.O. BOX 357, MAIN P.O. + ST. LOUIS 66, MO 


busduct + panelboards + switchboards + service equ pment « safety switches * load centers + Quikheter 
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QP QUICKLAG-P CIRCUIT BREAKERS 


. . most dependable, safe 


circuit protection made 


Thermal magnetic—quick- 
make, quick-break. Trip-free 
handle prohibits handle from 
being held closed on overloads 
and shorts. Time lag feature 
prevents tripping on momentary 
harmless overloads. 





CAPACITIES: 10, 15, 20, 30, 40 and 50 amps. 2-poie and 
3-pole common trip breakers available, 


BI 





General Cable Distributing Centers 

and Sales Offices Coast-to-Coast 
Albuquerque, N.M.—2100 Zearing Avenue, N.W 
Amarillo, Texos—323 N. Nelson Street 

Atlanta 18, Ga.—1401 Ellsworth Drive, N.W. 
Baltirore 18, Md.—1130 East 30th Street 
Birmingham 5, Alo.—3508 Fourth Avenue South 
Boston, Mass.—120 V.F.W. Parkway, Revere 51, Mass 
Bristol, Tenn.—21 Spruce Street 

*Buffalo 2, N. Y.—17 Court Street 

Chicago 40, I!|.—5447 N. Wolcott Avenue 
Chicago 31, IIl.—4820 N. Harlem Avenve 


Cincinnati 37, Ohio—7650 Production Drive 
Cleveland 14, Ohio—2875 Superior Avenue 

Columbus 12, Ohio—1140 Chambers Road 

Dallas 7, Texas—1620 Oak Lawn 

Dayton 4, Ohio—1256 Stanley Avenue 

Denver 16, Colo.—4201 E. 48th Avenue 

Des Moines, lowa—2050 Delaware Avenue 

Detroit, Mich.—12811 Capital Ave., Oak Park 37, Mich 
El Paso, Texas—1042 East Side Blvd. 


"Emeryville 8, Calif.—6221 Hollis Street 
*Erie, Pa.—1001 State Street 


f 


Toa me 


- —— 


Nees 


* Evansville 14, ind.—1326 East Division Street 
Honolulu 13, Hawaii—742 Ala Moana Bivd. 
Houston 20, Texas—1340 Hahlo Street 
Indianapolis 7, Ind.—1735 West 18th Street 
Jackson, Mich.—3507 Wayland Drive 
Jacksonville 5, Fla.—455 Roberts Street 
Joplin, Mo.—418 Wall Street 
Kansas City 16, Mo.—920 Cable Road 
Lincoln, Nebrasko—5615 Seward Street 
Los Angeles 58, Calif.—2906 Leonis Blvd. 


*Lovisville 13, Ky.—4262 Poplar Level Road 
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Memphis 6, Tenn.—1288 Orgill Avenue 

Miami 42, Fla.—3501 N.W. 60th Street 
Milwaukee 13, Wise.—6520 W. State Street 
Minneapolis 20, Minn.—404 W. 79th Street 
Newark, N. J.—1071 Hudson Street, Union, N. J 
New Haven, Conn.—463 Boston Post Rd., 

Orange, Conn. 

New Orleans 25, La.—3923 Euphrosine Street 
*New York 17, N. Y.—420 Lexington Avenue 
Philadelphia, Pa.—95 S. Eagle Rd., Havertown, Pa. 
Phoenix, Ariz.—3316 E. Washington Street 


“Rome, N. Y.—400 Railroad Street 


St. Louis 9, Mo.—4983 Fyler Avenue 


Pittsburgh 12, Pa.—2242 California Avenue 

Portland 10, Oregon—2215 N.W. Quimby Street 

Raleigh, N. C.—2323 Campbell Street 

Richmond 30, Va.—2315 Westwood Avenue 
*Rochester 19, N. ¥.—8505 Thurston Road Station  Sevennah, Ga.—Savannah Industrial Pork, Ross Road 


Sacramento, Calif.—915 Fee Drive, N. Sacramento 15 


Salt Lake City 4, Utah—22 Jeremy Street 
San Antonio 10, Texas—311 Eads Avenue 
*San Bernardino, Calif.—1321 North E Street 


*San Diego 1, Calif.—520 E Street 

San Francisco 24, Calif.—185 Industrial Street 
*San Jose 13, Calif.—173 W. San Fernando Street 
*Santa Monica, Calif.—1230 Fourth Street 


Seattle 4, Wash.—1137 W. Hanford Street 
Springfield itl.—920 N. MacArthur Blvd 
Syracuse, N. Y.—Wavel Street, East Syracuse 6, N.Y 
Tampa 10, Fla.—2515 E. Hanna Avenve 
Tulsa 5, Okla.—6848 E. 41st Street 
*Washington 1, D. C.—261 Constitution Avenue, N.W 
*Wichita, Kansas—255 North Main Street 

Denotes Sales Offices only 


DISTRIBUTING CENTERS 


serve General Cable authorized distributors 


with... 


FAST DELIVERY: Distributing Centers are 
strategically located on a national basis to 
service our Authorized Distributors’ sales 
needs.* We pride ourselves on our service. 


BACK-UP INVENTORY: Our Authorized 
Distributors have the advantage of large 
back-up stocks in our Distributing Centers. 
Back-up stocks supplement Distributors’ 
operating stocks, assuring good turnover 
and minimum usage of costly storage area 
for wire and cable products. 


STOCK REPLENISHMENT: Our Authorized 


Distributors replenish their stocks from 


our Distributing Centers with a minimum 
of record keeping and clerical work. The 
most streamlined method of handling stocks 
has been developed to make it easier for our 
distributors to do business with us. 


TECHNICAL SERVICE: Call on us to help 
solve your cable problems. We have the 
experience—we have the product. 


*Our firm Distributor Policy assures that 
only our Authorized Distributors may be 
serviced from General Cable Distributing 
Centers. 


GENERAL CABLE CORPORATION, 730 Third Avenue, New York 17, N. Y 


Offices and Distributing Centers Coast-to-Coast 


> 


oH 


gt GENERAL ’CABLE 
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Quality. » » built into every Bryant 


wiring device to insure the ultimate in last- 
ing service. Quality is designed in by skilled 
electrical engineers while the device is still 
only an idea on paper. Quality is engineered 
in as a result of exhaustive testing of pilot 
models. And, that same quality is manufac- 
tured in by skilled Bryant workmen. 

This emphasis on quality—from the draw- 
ing board to the end of the production line 
—means that you can install Bryant with 
the confidence that each device will give 


a long life of satisfying service to your cus- 
tomers. 


Prod uct, of course—a complete line 


of superior wiring devices. New product 
ideas, too, like the dramatic new Bryant 
Fashion Plate* and Tap-eez*. 


Sales Help that extends far be- 


yond printed material. Your Bryant repre- 
sentative helps you cultivate customers... 
depend on him. “Trade-Mark 
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Good Service, year in and 


year out, to every one of our customers. 


° . 
Firm Sales Policy... «. 

don’t sell to everyone. But those to whom 

we do sell enjoy our firm distributor-ori- B RY ANIL 
ented policies. THE BRYANT ELECTRIC COMPANY 

BRIDGEPORT 2, CONNECTICUT 

What’s in the new Bryant package? The 

products, the service to help you and your 

salesmen create more sales. 199021 
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‘““COPE’S PROTECTIVE DISTRIBUTOR 
POLICY KEEPS SALES OUT FRONT 
IN OUR TERRITORY’’—sayrs vOE FirRsT 


“The only completely integrated line of cable supporting systems for 
every installation requirement . . . sold exclusively through authorized 


distributors—and backed up by a company policy that really protects 
atin a abe and promotes our selling effort! Cope's Selective Distribution Policy is 
Soles Manager doing a real job for us . . . as I'm sure it does for authorized 


Industrial Sales Division 


Aricraft Electric Company Cope electrical wholesalers throughout the country. We're 
208 W. Fourth Street 


Wilmington, Delaware sold on Cope—and we're selling Cope.” 


HERE’S THE POLICY DESIGNED TO HELP YOU SELL COPE PRODUCTS 


T. J. Cope shall sell its Cable Supporting Systems and Installation Accessories exclusively through Cope authorized 
distributors who shall agree not to handle a competitive line of cable supporting products. Cope authorized dis- 
tributors will be limited to the minimum number necessary to provide effective coverage for the logical customers 
of T. J. Cope Division products. A Cope distributor must be a leading supplier of electrical apparatus and supplies, 
financially responsible. 
T. J. Cope Division and its appointed representatives accept the following responsibilities to their 
authorized distributors: 


1. To train the distributor sales personnel in the application of Cope products and effective selling 
of the Cope line. 


2. To assist its authorized distributors on the application of Cope products for specific jobs. 


3. To create a demand for Cope products by promotional efforts among consulting engineers, 
architects and other specifying influences. 


. Additional Cope distributors will not be appointed in any given marketing area without prior 
consultation with existing Cope authorized distributors. 


. To protect its authorized distributors on all business. This specifically 
includes sales to utilities and government agencies. 
An authorized distributor for Cope products is expected to: 


1. Maintain a selling organization equipped to specify, quote and service 
a customer on T. J. Cope Division products. 

2. Grant T. J. Cope Division field and factory representatives the oppor- 
tunity to hold sales meetings for the distributor personnel as required. 

3. Cooperate with T. J. Cope Division and its representatives in any effort 
which has as its objective an increase in profitable business for both 
distributor and manufacturer. 


4. Conduct his T. J. Cope business in accordance with the established sales 
policies of T. J. Cope Division, Rome Cable Corporation. 


Originators of the 
First Integrated 
Line of Cable 
Supporting System 


Division of ROME CABLE CORPORATION - COLLEGEVILLE, PA. aad 


LADDER 
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HOLFAST 


ELECTRICAL TAPE 


suai : Dayton Industrial Products Co. 


Metrose Park, A Division of The Dayton Rubber Company 









Completely new! 
= 
Packaged for profit! 
It’s the same high qual I | 
age is differer ne brig! } 
one really } table € « 
rubber and ction, plus 
ethyle ; all po} ar 
to meet all ds . ell 
carto jot it ce D H 
give om] n 
I id n, Da ribu 
PLASTIC I ( fd ribute ene As; 
ELECTRICAL TAPE | m Dayton’s specializ 
Tha Doyen Sutter Co. - Dayton i, Cie ind rr - 
ee we I 2 V1dae i "ll 
en ad , lesig a 1 ¢ | ire 1 
POLYETHYLENE PLASTIC g a / ible a | , W 





A Dayton Industrial Products Co. 


Melrose Park, Ill. AD sion Of The D 
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Stays on the Job. Amerciad Shovel Cable has a record of long service life that keeps expensive equipment working. 


(Right) Designed for Rugged Work. Amerclad Mining Machine Cables are unsurpassed 
for resistance to abrasion, acid mine water, oil and grease. 


(Far Right) Built-In Quality. Amerciad’s consistent high quality is maintained by modern 
precision equipment like the continuous lead press, 


(is8) Tiger Brand Electrical Wire & Cable 


A standard cable for every special job 


Asbestos Wire and Cable Varnished Cambric Cable 
Mold-Cured Portable Cord Interlocked Armor Cable 
Shovel & Dredge Cable Special Purpose Wire & Cable 


Paper & Lead Cable Aerial, Underground and 
Submarine Cable 
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(ss) Tiger Brand Amerclad has built-in ruggedness 


Of all the equipment on your job, none gets more 
grueling treatment than portable power cable. You 
drag it over sharp rocks, soak it in acid mine water, 
crush it, scrape it and bend it. 

Tiger Brand Amerclad Cables are jacketed with 
flame-resistant Amerprene, a tough, hard-wearing com- 
pound that withstands oil, abrasion and constant 
exposure to sun, snow and rain. 

One of the factors that contributes to long trouble- 
free life is the dynamically balanced rope lay conduc- 
tors. Concentric stranded wire of the ideal size-—as 
opposed to loosely bunched groups of fine wires—are 
carefully prestressed to give balanced performance and 
freedom from unequal elongation between conductors. 

Another important factor in twin parallel cables is 
our “‘Bridgewall’’ construction, which actually puts a 
bridgewall of live Amerprene between the two insulated 
conductors and is an integral part of the jacket. 

The same standards for materials and manufactur- 
ing practices to which the largest Amerclad shovel 


and power cables are built, govern the manufacture 
of the smallest Amerclad portable cords. 

These are a few of the unseen plus values you get 
when you buy Tiger Brand Cables for your shovels, 
welders, continuous miners, drills, shuttle cars, port- 
able tools, and other equipment. For complete technical 
information, write for our free book, ““Tiger Brand 
Amerclad Cord and Cable,’ American Steel & Wire, 
Dept. 9278, 614 Superior Avenue, N.W., Cleveland 
13, Ohio. 


USS, Amerclad and Tiger B d e registered trademarks 


American Steel & Wire 
Division of 
United States Steel 


nbia-Geneve Steel Division, San Francis Pacitic Coast Distrit 
Coal & tron Divisic airfield, Ale thern Distribute 
states Stee! Export Company, Distributors Abroad 
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Increase your outdoor lighting sales by 
using Revere’s professional layout service 


Revere offers widest line of outdoor lighting 


No matter what the outdoor lighting job, Revere has the 
equipment for it. Revere offers a wide range of incan- 
descent, mercury and fluorescent lighting fixtures, cluster 
lights, hinged and rigid poles, transformers, and acces- 
sories. The complete Revere catalog is all you need to 
be in the profitable outdoor lighting business. 


Lighting layout service helps you sell 


Revere’s qualified engineering staff is always ready to 
give you professional outdoor lighting layouts — fast 
and at no charge. Into each Revere layout goes 30 years 
of concentrated outdoor lighting experience — you’re 
sure the lighting is engineered for peak efficiency. Send 
us specifications for your next outdoor lighting job. 


Simplified ordering, pricing, billing 


You can save time and money by ordering all your out- 
door lighting equipment from one reliable source. With 
Revere, you can select all components from one catalog, 
place one order, have one price source, receive one 
invoice. Sales costs and clerical detail are kept to a 
minimum, and your overhead is reduced accordingly. 


Matched units for trouble-free installation 


You can cut contractor call-backs by ordering all com- 
ponents for an outdoor lighting job from Revere’s 
matched line. This assures you that the equipment will 
fit right for proper installation. It means one delivery 
from one manufacturer — no wasted time co-ordinating 
and expediting deliveries from several suppliers. 


Write for Revere Outdoor Lighting Catalog 


OUTDOOR LIGHTING 


Revere Electric Mfg. Co. © 7420 Lehigh Avenue ¢ Chicago 48, Illinois (In suburban Niles) 
Long Distance Phone: Niles 7-6060 © Chicago Phone: SPring 4-1200 © Telegrams: WUX Niles 
In Canada: Curtis Lighting, Ltd., Leaside, Toronto, Ontario 
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Joe Rowe says: * “Most of the time, I keep two trucks, a station 
wagon and five men hopping the year roundon 


industrial maintenance, remodeling and resi 
“WE SAVE dential rewiring. I couldn’t do it without the 
RS-3 


3 snap-around, volt-ammeter-ohmmeter! 


| O U RS “Last week, an internal phone system went out 

of order. Instead of it taking hours by the old 

method, my RS-3 found the trouble in minutes 

FVERY DAY ...the selenium rectifier wasn’t putting out 


enough voltage. The RS-3 saved my time and 
my customer’s time. I don’t know how any 
contractor can get along without the Rs-3!” 
Joe isn’t the only one who raves about the 
_ ae RS-3. Thousands of contractors and service- 
¥ 
E 


men everywhere have discovered that the all- 

RS 3 yr? purpose AMPROBE RS-3 handles 99% of all their 
= test needs. It meets every service requirement; 

has three voltage ranges...0-150/300/600 

VAC; five current ranges from 0 to 300 amps; 

takes resistance readings as low as 0.5 ohms. 






Find out hou you can cut hours from each 


service call—mail the coupon today! 


a 





Licensed electrical contracto 


Rockaway Beach, N. Y 








Pyramid Instrument Corp. Dept.cA 
° 630 Merrick Road, Lynbrook, L. I., N. ¥ 
: I’d like to know more about how Joe es the 
7 AMPROBE RS-3. Please send me detailed story 
. acd 
. N 
: A - 
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first choice for 
perfect seal 


NEW VAP-OIL-TITE 
CONNECTORS 


The only completely re-usable 
connector for use with liquid 
tight, flexible metallic conduit 
Provide absolute water and oil- 
tight seal — vapor, dust, grit 
cannot get through. Double 
positive seal—exterior and in- 
terior neoprene O-rings, meet 
JIC standards. Assemble quick- 
ly, easily—and all parts can be 
reused over and over again 
Standard design sizes %” to 
1144”, 24%”, 3”, 4” sizes. Write 
for Catalog Section K-1. 





electricians like 
360° alignment 


NEW “‘Three-Sixty”’ 
FIXTURE HANGERS 


The only fixture hanger with 10 
different choices of receptacles. 
Full 360° adjustment—exclusive 
friction ring suspension rotates 
all the way around. Aligns fix- 
tures instantly, with just a twist 
of the wrist. Simplified engi- 
neering permits hanging two 
or four chains, or S-hooks, 
from small compact arms. 
Bright cadmium plated. Write 
for Catalog Section K-3. 





easy - pulling 
feature sells fast 


NEW PULLING ELS 
and ADAPTORS 


Make wiring around corners 
a snap. Quick, easy to use. 
4%" to 2” sizes. Malleable 
iron, perfect 90° fit, cadmium 
plated, chromate treated. Sold 
complete with covers, screws, 
gaskets — shipped assembled. 
Sizes marked on covers and 
elbows. Write for Catalog Sec- 
tion K-2. 





contractor 0.E. M., 


maintenance markets 


OUTDOOR LIGHTING 
EQUIPMENT 


For universal application. As- 
sorted sizes and styles includ- 
ing masonry wall, exposed sys- 
tem and sheet metal  box- 
mounted types. Same base and 
adaptor permits quick change 
from 100 or 150, to 200-watt 
lights. Long-lasting aluminum. 
Complete accessories Write 
for Catalog Section K4. 


IDEAL INDUSTRIES, Inc. te netrinc Hann 


1047-1 Pork Avenue, Sycamore, Illinois 


ON EVERY WIRING JOB 
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The Advantages of 


ADVANCE 
KOOL KOIL 


Fluorescent Lamp 


BALLASTS 

















ADVANCE engineers tested new grades of steel, larger diameter wire . . . developed 
special insulating materials and compounds... separated vital components in the 
ballast case so the capacitor would operate at temperatures far below its guarantee 
limits. Then, after three years of this exhaustive research ADVANCE perfected Kool Koil 
Fluorescent Lamp Ballasts . . . ballasts which operate 16.5°C. to 19.5°C. lower than 
any other ballast tested in a standard 40°C. C.B.M. and U/L heat box. 

Because ballast life is cut in half for every 10°C. over normal operating temperatures, 
Kool Koil Ballasts operating up to 20°C. cooler give you extra years of trouble-free 
ballast operation and added protection that ends costly maintenance and interruptions 
in service. / 

Always insist on Kool Koil Fluorescent Lamp Ballasts... the extra benefits will come 
@s time goes into the 1970's . . . and after. 













1 | TRANS! 
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THIS G-E CAMPAIG 


PERFOR MANCE 


ee 
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WILL HELP YOU WRAP UP MORE BUSINESS 


General Electric’s big commercial and 


2 
{3s 


AE 


a 


Here’s what you get in 


industrial lamp promotion: 


SALESMAN’S “FACT BOOKLET” —Hard-hitting, 
fact-jammed sales folder for you to use on calls. 
Highly competitive, it’s a sales clincher you'll 
want to use on lamp prospects. “*‘Fact Booklet” 
points out the exclusive benefits of G-E Lamps 


“FACTS OF LIGHT” PICTURE PAPER— This’! 
help you get the sale rolling. You’ve never seen 
anything like it in the lamp business. Newspaper- 
size picture paper has 20 pages loaded with tips, 


COORDINATED MAILING PIECES—Two sales 
messages important to users. They’re statement 
enclosure size. When prospects get their hands 
on ’em, they're sure to read “em. One covers the 
steady increases in light that users realize just by 


NATIONAL ADS ALSO TELL THE FACTS 

A series of single and double-page ads in more 
than twenty leading publications—like TIME, 
NEWSWEEK, U.S. NEWS & WORLD 
REPORT, BUSINESS WEEK, NATION’S 
BUSINESS and FORTUNE. Powerful, pros- 


. Shows how the custo yer can keep down his 
cost of light by using G-E Lamps. . 
the facts that make G-E Lamps the best bargains 
in light. Any salesman can carry it around and 
have the whole story in his briefcase. 


. emphasizes 


straight facts and helpful stories about lamps 
and lighting systems. Quantities are available to 
mail out to your key accounts. Order from your 
G-E Large Lamp representative now! 


using G-E Lamps. . . the other covers the uni- 
form performance of G-E Lamps, and how this 
cuts maintenance costs. Uniformity of life is a 
G-E trademark which makes group relamping, 


for example, practical and economical. 


pect-softening ads will feature G-E Lamp per- 
formance... 
been first for so many years 
pledge to all lamp users to continue this record. 
No doubletalk. The facts and nothing but the 
facts about G-E lighting leadership 


new G-E lamps why they've 


General Electric’s 


TIE IN WITH THIS DRAMATIC SALES CAMPAIGN. YOU'LL INCREASE G-E LAMP SALES AND PROFITS 


... ADD ACCOUNTS TO YOUR BOOKS . 


This material is available only thru your General 
Electric Large Lamp representative. Contact him for 


- AND BUILD TOP MARGIN BUSINESS THIS FALL! 


the whole story. General Electric Co., Large 
Dept. C-934, Nela Park, Cleveland 12, Ohio 


el amp 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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When you select dry-type transformers 


initial costs can be false economy 


OUND-RATED DRY-TY! 
TRANSFORMERS 


SORGE 


45 Kva 3-phase transformer with taps. 
Interchangeable wall or floor mounting. 
Front panel removed, showing interior. 


COMPLETE LINE FOR EVERY PURPOSE up to 
10,000 Kva, up to 15,000 volts, including 
special transformers and saturable reactors. 

The same quiet SORGEL transformers are 
also incorporated in substations, Procurable 
with any type or make of switchgear, or from 
any electrical manufacturer. 


The first cost of dry-type transformers is not 
always the final cost. Don’t be misled; the 
lure of lower prices often camouflages operat- 
ing and installation costs. SORGEL SOUND- 
RATED DRY-TYPE TRANSFORMERS 
are designed and constructed for long life. 
They provide the absolute ultimate in operat- 
ing efficiency, ease of installation, overload 
capacity and long-range economy. 


SORGEL offers 
these proven advantages 


LOWER COPPER LOSS — Coils are liberally 
designed for the most effective use of the 
latest developments in insulating materials, 
have large air ducts for low hot spot tem- 
perature and are vacuum-impregnated to 
provide a co-ordinated insulation system. 


LOWER CORE LOSS — Cores are designed 
with the industry’s lowest magnetic flux den- 
sities, resulting in low core loss and the low- 
est sound level. The entire unit is secured 
within a substantial frame. Large units are 
mounted on vibration dampers to minimize 
vibration transmission to adjacent areas. 


QUICKER AND EASIER INSTALLATION 
The enclosure is self-supporting and entrance 
can be made on sides, top, bottom or back. 
Connecting is made easier by means of sold- 
erless connectors on terminal blocks in roomy 
connection compartments. Units up to 75 
Kva single phase and 45 Kva 3-phase, are 
furnished for interchangeable wall or floor 
mounting. 

Over 43 years experience in the development, 
manufacturing and application of transform- 
ers, has made these achievements possible. 
You will be doing your company or customer 
a great service when you select the best 
dry-type transformer made only by 


Sorgel Electric Company 


832 W. National Avenue, Milwaukee 4, Wisconsin 


Sales engineers in principal cities. 


Consult the classified section of your telephone directory 
or communicate with our factory. 
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42. A 150-watt lamp only three 
and one-half inches high is said 
to give a screen brilliance in a 
movie projector equal to that of 
a 750-watt lamp. 

& 
43. A new electron tube that will 
go inside a thimble is being made 
to compete with the transistor. 
44. Rustproof hub caps for auto- 
mobiles are being made of fiber- 
glass. 
45. Bulbs can be installed in a 
new electric light fixture with 
only a quarter of a turn. 

& 
46. An inexpensive attachment 
for any radio sounds an audible 
warning if radioactive fall-out 
reaches a dangerous level. 
47. A giant earth mover, driven 
by an electric motor in each of its 
eight wheels can scoop up a fifty- 
ton load in less than two minutes. 


, 


48. Ultrasonic energy, used in 
machining hard or brittle metals, 
can now be transmitted around 
corners. 

& 


49. A research camera with 1,200 
lenses can take pictures at the 
rate of 42,000 per second. 


re 


50. A new diesel-electric locomo- 
tive can be switched to third-rail 
operation without stopping. 

& 
51. Electric automobiles are in 
production again. Range on a 
charge is eighty miles. 

&9 
52. A miniature TV _ system 
made for use in a missile weighs 
only nine pounds and has a range 
of 1,000 miles. 

&3 
53. Maximum spark at all engine 
speeds is claimed for a new tran- 
sistorized ignition system for in- 
ternal combustion engines. 


54. The first telescope in space is 
in the plan stage. It would map 
the sky in ultraviolet light which 
is blocked by the earth’s atmos- 
phere and would be supported by 
an unmanned orbiting vehicle. 

& 
55. A proposed atom smasher 
would be two miles long and 
eight times more powerful than 
any now in existence. 

& 
56. Paraplegics may use a new 
typewriter in which photoelec- 
tric cells are substituted for keys. 
A lamp on the user’s head actu- 
ates the cells. 

& 


Further information on these 
news items and on Simplex 
cable is available from any 
Simplex office. Please be 
specific in your requests. 

S 

7) 


57. Aluminum shingles are now 
being made in a variety of per- 
manent baked enamel colors. 


Sm 


\ 
58. A new helicopter can carry 
six tons of cargo. 


—) 


59. A system of harnessing heli- 
copters in teams by the use of 
metal spreaders has been de- 


veloped. 
& 


60. An electric drink mixer that 
can be used anywhere operates 
on flashlight batteries. 


) 


61. A dentist has invented a 
toothbrush powered by an elec- 


tric motor. 
fe 
Ww 


, 


62. The successor to the ‘Jeep’ 
is a new 1,700-pound vehicle 
powered by an aluminum, air- 
cooled V-4 engine. 

& 
63. A New York Bank has in- 
stalled a clock, powered by a 


radioisotope, that will run for 
200 years without winding. 
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it off the Chive 


64. Interchangeable tips for pli- 
ers make one tool serve many 
purposes. 

&9 
65. The Air Force has discovered 
that submerging a man in water 
doubles his resistance to acceler- 
ation. 
66. A new Army rifle is replacing 
the Garand. It holds twenty car- 
tridges which can be fired at the 
rate of twelve and one-half a 
second. 

és 
67. Plate glass floated on the 
surface of molten metal is said 
to have a better finish than that 
produced by grinding and polish- 
ing. 





ANEW MINE— 


UNDER 50’ OF WATER! 


Seven miles off the coast of Louisiana, 
Freeport Sulphur Co. is completing the 
world’s first offshore sulphur mining 
plant. This unique engineering project 
consists of a Y-shaped steel island 
nearly one mile long (the world’s 
largest) erected over a major new sul 
phur deposit known as Grand Isle 
Supplying power to the drilling plat 
forms and other machinery are Simplex 
ANHYDREX XX insulated Sub 
marine Power Cables. With a back 
ground of forty years’ service to the 
mining industry, Simplex is proud to 


have contributed to this pioneering 
project. 
SIMPLEX WIRE & CABLE CO. 
Cambridge, Massachusetts and 
Newington, New Hampshire 
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Simplify interlocked 
armored cable 
installations —.. 


THE BASIC FITTING... 


and T&B accessories readily solve specific instal- 
lation problems... 


‘oe 


FOR 


WITH NEW | | WET LOCATIONS 
T&B FITTINGS 


Each size of the new T&B Interlocked Armored Cable 

Fittings accommodates twice the previous range of cable 

sizes. They eliminate the problem of armored cable OD 

that is too large or too small for the fitting. The extra =. 

armor stop in T&B Interlocked Cable Fittings and the = i> FOR 
independently-bolted twin saddles make it possible to ' : GROUNDING 
accommodate a wide range in armor diameters. The 

saddles are serrated for positive grip. 





For dry or wet locations — T&B Armored Cable Fittings 
are available for both terminating in boxes or dead-end- 
ing, in both dry and damp locations. (Damp location 
fittings have a neoprene bushing, retainer ring and gland 


nut to keep out moisture.) 


Other advantages: 1) Fewer connectors are required 
to accommodate the full range cable sizes. Fewer items 
in stock. 2) There is only one connector for each hub 
thread size. 3) The basic connector and its accessories are 
engineered to achieve LOWEST INSTALLED COST. 


All T&B products available only through 
authorized T&B distributors 


THE MAS & BETTS CO. 


20 Butler Street, Elizabeth 1, New Jersey 


Thomas & Betts, Lid., 
Montreal, P.Q., Canada 


FOR 
HORIZONTAL 
SUPPORTING 


FOR 

VERTICAL 
SUPPORTING 

For complete details, contact 


your local T&B distributor or 
write for Catalog 1A2. 
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NEW SERVICE ENTRANCE EQUIPMENT 


200-AMP CAPACITY... CIRCUIT BREAKER CONVENIENCE 
... AT A COMPETITIVE COST 


You will like the extra convenience of Heinemann’s 
new 200-amp service entrance equipment and so 
will your customers 

Trim, compact, smaller than comparably rated 
fused pull-outs, these units offer considerable savings in 


terms of easier installation and more efficient operation 


Installation features would make an apprentice 
happy. Wiring space is plentiful connections are 
easily made with solderless screw-type connectors 
knockouts are placed so that you can run-in conduit 
from any angle 

Completely non-thermal, the magnetically actuated 
Heinemann circuit breaker eliminates nusiance trip- 
ping and other temperature-caused troubles. You can 
therefore locate the unit wherever most convenient 

next to heat lines or out in the hot sun, if neces 





Plum Street, Trenton, N. J 
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sary. The breaker will always carry full rated current, 


will always trip as specified 


Breaker protection provides other conveniences a 


well’ no bothersome fuse changing, simplified switch 
ing: the switch handle has only two positions ON 


and OFF. No reset position; no confusion possibl 


Rated at 120/240V AC 


the new Heinemann service 


two or three wire service 
entrance equipment ts 
available in outdoor or indoor enclosures. Both are 
of heavy-duty steel in a grey baked enamel finish 
Outdoor enclosures are raintight, with hinged covers 


that may be padlocked against tampering 


You'll be pleasantly surprised by the cost. It's litth 


more than that of comparably rated fused equipment 


For full information send for Bulletin 1003 
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LOA ALUMINUM RIGID CONDUIT 


j 
here S wh * — EASY TO HANDLE, lift, load, carry, erect... weighs only 14 the weight 
y a of conventional rigid conduit 


EASY TO CUT, BEND, THREAD no special tools required 
EASY WIREPULLING, smooth interior finish plus factory applied 


lubrication 


LOWER INSTALLED COST this has bee ed is being proved 


time and again by cost- and quality-conscious contractors everywhere 


LONGER LIFE, LESS MAINTENANCE onduit is corrosion 


resistant through and through long-lasting, good appearance 
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means more profits for you... 
more savings for your customers 


EASY TO SELL . . distributors everywhere are finding new ou en 
‘om danit wr vest, | st in ec 1 sales and customer satisfaction 
Conduit their biggest boost in conduit sales and customer satisfaction | sent Lari, 


RIGID CONDUIT 
ISSUE MU-28 


If you are not already handling this profit-making line, ask your nearby 
Alcoa sales office about our Aleoa Conduit Distributor plan. Aluminum 
Company of America, 2146-J Alcoa Building, Pittsburgh 19, Pa. 


ery Tuesday, ABC-TV, and the 


Theatre’ alternate 


ALCOA CONDUIT IS SOLD EXCLUSIVELY THROUGH 
DISTRIBUTORS AND ELECTRICAL WHOLESALERS 
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CUT ON THE JOB—NO WASTE. Sealtite comes in long 
lengths on reels or in cartons. 


One of the 10 Sealtite conduit-protected connections on the natural gas- 
engine-driven refrigeration compressors 


Texas sun or New England 
protects wiring on packaged 





STANDARD LIQUID-TIGHT CONNECTORS are easy to attac h. 


Selitesinpliis handing snaking is faterto stall RR@AGY-POWer Co. finds Sealtite stands 
up in all environments — makes neater 
package — speeds production — cuts 
waste — reduces maintenance. 


A completed Ready-Power ¢ hiller-Condenset pack re y for installation on the 
roof of a building in Texas. Ready-Power units are widely 1 | in stores, offices, and 


factories all over the country. 





























~<—_ 








On the Ready-Power Chiller-Condenser pac kage, Sealtite conduit protects 8 « lectric connections from control cabinet to 
solenoids and to control panels on the two « ompressors driven by natural gas engines. 


winter — Sealtite flexible, liquid-tight conduit 
refrigerant system — cuts production cost, too 


refrigerant 


The Ready-Power Company, Detroit, Mich., uses Sealtite They'll ask you for the genuine the quality conduit 
to protect 18 vital connections on its natural gas-engine- printed “Sealtite” and “Anaconda” every foot on the 
driven packaged air conditioning units. Norbert Hall, cover. Stock both types of Sealtite U.A. and E.F 

manager of the Air Conditioning and Refrigeration Available in black or gray 


in standard cartons and on 
Dept., says he selected Sealtite because it offers better nonreturnable reels 


at no extra cost 
acceptance by the trade, neater and better appearance, Free Booklet $-542 gives full information on Sealtite 
easier fabrication, production cost savings, sales appeal, Write: Anaconda Metal Hose Division, The American 
and good performance. Two years of experience with Brass Company, Waterbury 20, Connecticut. In Canada 
units in the field have justified his choice. 


FOR YOUR CUSTOMERS... be ready to supply Sealtite. 


Anaconda American Brass Limited, New Toronto, Ont 
Sealtite is approved by Canadian Standards Association 


cate a if ugh ; /nsist on ‘at 5 J 7 ‘ 6 
oe “it peat Bi ong sda the conduit marked 2 em | ry ua eo 





FLEXIBLE, LIQUID-TIGHT CONDUIT 


COPPER BONDING CONDUCTOR 


LISTED UNDER LABEL SERVICE PROGRAM @ 
OF UNDERWRITERS’ LABORATORIES, INC an NACOND product 





























AMERICA’S LARGEST LINE OF WEATHERPROOF 
DEVICES and COVERS! 


Write For Detailed Catalog 


2 J 
| _“f BELL ELECTRIC COMPANY, 5735 s. cLaREMONT AVE., CHICAGO 36, ILL. 


“7 
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SWEET SHAPE OF : 


Read all about New Shape Westinghouse sales records—new sizes — 
powerful advertising. It’s the best light bulb news in 34 years! 





ae 16% 
MORE PROFIT! 








NEW SHAPE WESTINGHOUSE 


MAKE ALL OTHER BULBS OLD-FASHIONED! SET NEW HIGHS IN LIGHT BULB SALES! 
When a customer comes in and asks for a light bulb by Record after record topples as New Shape Westinghouse 
name—that’s news! It’s happening all over the country sales continue to climb. Demand grows stronger every day 
with New Shape Westinghouse. And for a good reason: for even during traditionally ‘‘slack’’ hot-weather months. 


the first time ever, consumers can see all light bulbs are not \lready, New Shape 1959 sales are twice all old-shape white 
alike! New Shape looks better—it lights better—than old- bulb sales for any previous 12 month period! High initial 
fashioned bulbs. Only Westinghouse has New Shape—only sales—high repeat sales—proof that New Shape W esting- 


Westinghouse offers you this proved selling advantage! house is here to stay! Just look at some reports: 























AND NOW! 
A FULL 
~NEW SHAPE 


same price! The new, smaller 


60, 75,100 WATTS 


100 watt is a sure best seller. 


The 5 ‘‘most-asked-for’ wattages 
Small asa ce as bright 


... in exclusive New Shape! SS i 
and only esti jas it: 
SS 
~ 


FLASH: NO MATTER WHAT BRAND BULB YOU REGULARLY CARRY...YOU CAN NOW 













- EYE SAVING WHITE BUL! 





SS 


Food Topics Magazine reports: A West Coast chain sold $10,685 
“‘New Shape top-seller in light New Shape in just 6 weeks 
bulbs 4 months in a row!" an 88% increase over normal sales! 





“Sales jumped 35% the first week 
New Shape bulbs were in stock!" 
reports a New England store. 


From a Southern store: 
“‘New Shape outsells all others 
better than 3 to 1!"' 


— 
4 \ 
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130 WATT and 3-LITE 


Now you can offer the complete family 
of Westinghouse New Shape bulbs—in 
the 5 wattages that account for over 80° 


of all light bulb dollar sales! 


NEW PACKAGE, TOO! 


two bulbs in each pack—stimulates dou- 
ble purchases! New Window View—for 


quick recognition of New Shape! Sturdy 














construction—for safer handling, easiet 





stacking. minimum shelf space! 





FEATURE NEW SHAPE WESTINGHOUSE ...FOR 16% MORE PROFIT! 





The only 


fae 
%, sha eC 
Uitte D 


The only 


New 
Light 


WESTINGHOUSE EYE SAVING WHITE BULBS 


rou canes sure wns Westinghot 


MAKE ALL OTHERS OLD-FASHIONED 


The Saturday Evening 


JReaders 
Dige st 


u™ lia) 


NEW SHAPE ADVERTISING REACHES 110 MILLION BEST PROSPECTS! 


Westinghouse follows the sensational New Shape intro- 
ductory campaign with new, high-impact ads! New Shape 
ads will run all through the peak Fall sales period. You'll 
see them in Life, Saturday Evening Post, and Reader’s 
Digest 
across America. This powerful campaign will keep the cus- 


and so will 110 million “best prospects” all 


GET YOUR SALES PLAN TODAY! 


isking for the one different 
New SI ipe Westinghouse 


tomers heading for your store 
light bulb in the nation today 
Eye Saving White bulb! 
P.S.: Be sure to watch the popular Lucille Ball-Desi Arnaz 
show. too. It’s on CBS-TYV ey 


Hundreds of thousands are buying New Shape Westinghouse —and coming back 
for more! And now—regardless of the brand bulb you regularly carry—you can 


feature New Shape Westinghouse — for 169% more profit. Cash in on the demand 
— cash in on higher profits. Wire or write your nearest Westinghouse Lamp 
Division Sales Office today—THERE’S A SALES PLAN FOR YOU! 


Houston 2, Texas 
indianapolis 2, Ind. 
Kansas City 5, Mo. 
Little Rock, Ark. 
Memphis 3, Tenn. 
Milwaukee 2, Wis 
Minneapolis 16, Minn. 
Newark 5, N. J. 

New Orleans 19, La. 


Allentown, Pa. 739 Hamilton St 


Baltimore 2, Md. 501 St. Paul Place 
Beimont 78, Mass. 30 Brighton St 
Chamblee, Ga. 11 Peachtree Ind. Bivd 
Charlotte 2, N. C. 2001 W. Moorehead St 
Chicago 54, Ili. Merchandise Mart Plaza 
Cincinnati 15, Ohio 2380 Glendale-Milford Rd 
Cleveland 13, Ohio 55 Public Square 
Dallas 34, Texas ) Harry Hines Blvd 
Dayton 2, Ohio 32 N. Main St New York 17, N. Y. 
Denver 4, Colo. 55 W. 5th Ave Omaha 2, Nebr. 

Detroit 32, Mich. 5757 imbull Ave., P.O. 502 Philadelphia 4, Pa. 
Hartford 3, Conn. 119 Ann St Pittsburgh 30, Pa. 


Richmond 19, Va. 1108 E. Main St 
Richmond Hil! 18, N. Y. 87-71 Lefferts Blvd 
Rochester, N. Y. 711 Exchange St 
Salt Lake City 1, Utah : WwW. S. Temple St 
San Francisco 8, Calif 410 Bush St 
San Lorenzo, Calif. 2222 Gra Ave., P.O. Box 67 
Seattle 9, Wash 1 Westlake Ave., North 
St. Louis 1, Mo. 411 North 7th St 
Syracuse 1, N. Y. 
> Lexing P.O. Box 1061, Arterial urt St. Rd 
117 N. 13th § Trenton 7, N. J. 
1300 Belin Vernon 58, Calif. ’ 
30¢ > Washington 6, D.C 1625 K St., N. W. 


uth Highway 1 
528 Ferry St 


Carroll 


ton Ave 
¢ 


sIsey Ave 


you CAN BE SURE...1F ITS \ Vestin house 


LAMP DIVISION, BLOOMFIELD NEW JERSEY 








DYNACHROME 


U/L approved as oil proof . 
be submerged in oil without hag 







YELLOW 


‘Kt to provide highest visibility and 
\ Wn greatest safety factor. 





MARKED 


clearly with type, size and number 





of conductors, as well as catalog Write today for 
number, all for easy identification. new FREE catalog 
aA Well Built Wires Since 1899 











WB? WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 





> 


TELEPHONE CHestnut 8-5515 TWX: NH84 





September, 1959—ELECTRICAL WHOLESALING 109 





ADVERTISEMENT 


This is a distributor. 


“The hard-hat jobs...the really big ones... 
go to the company that earns a 
reputation jor technical service: 


? 


That’s Bill Shores talking. And he knows what he’s talking about. As salesman for 
Westinghouse Electric Supply Co. (WESCO) in Pittsburgh, he heads up the contact, estimating 
and technical service team that works with accounts in the building construction industry. 








Shores rates technical service among the top functions unusual or more sophisticated systems that are part of 
a distributor can perform for the builders and electrical most big jobs. If you can come through here, with the 
contractors who handle those big jobs that mean volume. engineering suggestions, precision estimating, and on-the- 
And as he points out, “Anybody can do an estimate for —_ job technical follow-up—then the more routine parts of 
the routine parts of an installation, no matter how big. _ the job come to you also.” 

What pays off is the ability to be of real help in the more 
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One man who is virtually a member 
of WESCO’s heavy construction 
team is Robert J. Doherty, Pitts- 
burgh District Manager for Edwards. 
At right, in hard hat, Doherty goes 
over blueprints of fire alarm system 
for Four Gateway Center with Elec- 
trical Engineer Norman Murray 
(left) and foreman C. J. Siefert, both 
of Frame Electric Company, electri- 
cal contractors for the building. 





Technical service continues through 
all phases of basic construction. For 
example, components must be on 
hand when required by the construc- 
tion schedule, since no substitutes 


are possible at this stage. Smooth, 
follow-up is therefore another vital 
aspect of Shores’ technical service 
program at WESCO. At Gateway 
Center Underground Garage, R. A. 
Krall, assistant superintendent for 
contractors Hale Electric Company, 
comments on this follow-up: 
“WESCO and Edwards have checked 
regularly with us, realizing the criti- 
cal importance of deliveries timed so 
the job proceeds without hitches or 
delays.” Here, Rudy Krall and fore- 
man Erny Barthel discuss panel of 
fire alarm signal control center with 
Doherty of Edwards. 
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One result of emphasizing technical 
service: Westinghouse Electric Sup- 
ply Company and salesman William 
B. Shores have participated heavily 
in the recent dramatic rebuilding of 
Pittsburgh’s famed Golden Triangle. 
They are now suppliers to the con- 
tractors for three new Golden Tri- 
angle projects: the Pittsburgh Hilton 
Hotel, Four Gateway Center and 
Gateway Center Underground Gar- 
age. All three of these new projects 
have fire alarm systems by Edwards. 
With a different contractor and dif- 
ferent fire alarm requirements for 
each project, the importance of tech- 
nical service to WESCO’s success is 
clearly demonstrated. 





For the Edwards fire alarm installa- 
tion in the new Pittsburgh Hilton 
Hotel, special problems in the 
mounting of back boxes in certain 
areas were encountered due to con- 
duit layout. Bill Shores of WESCO, 
working with electrical engineer Len 
Matonak (left) and field engineer 
Art Fallon of Patterson, Emerson, 
Comstock, Inc., contractors, outlined 
the changes required to the standard 
boxes normally supplied. Bob 
Doherty of Edwards was in regular 
consultation with Shores and the 
contractors during this period to 
effect needed revisions of the Hilton’s 
ultra-modern fire protection system. 





z ’ 


and INDUSTRIAL 
DEVELOPMENT 
CALLS FOR 
EDWARDS FIRE 
ALARM SYSTEMS 


These three latest Edwards fire alarm in- 
stallations in Pittsburgh's Golden Triangle 
illustrate how — from alarm station through 
central control to warning signal—variations 
in Edwards systems can be engineered to fit 
every requirement. Alarm stations may be 
manual pull-boxes of Edwards’ exclusive 
modern design, and/or automatic detectors. 
Other features that can be incorporated: 


Ee» 
LI 


Control Panel Automatic 
Thermal Detectors 








Alarm Bell 


Manual! Station 


coded signals — indicating where the 
alarm originates 


city m—to alert municipal 
fire headquarters automatically 


pre-signals—so authorized personnel 
can determine location and extent of fire 
condition before sounding general alarm 


variety of signals — Edwards horns, 
bells, or chimes depending upon type of 
signal required 


Edwards field engineers and fire alarm tech- 
nical specialists stand ready to assist you 
to utilize the unique flexibility of Edwards 
systems and components in every application. 








The Edwards Company believes that 
distributors have an important but 
sometimes under-rated job to do in 
the electrical industry. Often we run 
across a-man in distributing, like Bill 
Shores of WESCO, who is doing his job 
very well indeed. We're glad to be 
able to relay his ideas. 














|EDWARDS 


Specialists in signaling since 1872 
CONTROL * COMMUNICATION + PROTECTION 
Edwards Company, inc., Norwalk, Connecticut 
(In Canada: Edwards of Canada, Ltd, 

Owen Sound, Ontario) 











A Statement of Policy from Jim Grindell, General Sales Manager 
Killark Electric Manufacturing Company 


We are proud.of the position Killark occupies as the leader in 
manufacturing aluminum conduit fittings and fixtures. That 
leadership results from pioneering the use of aluminum, steadily 
expanding our line and following a dedicated policy of service to 
the contractor and wholesaler. Killark can give you these ad- 
vantages. 


1. Long-term Experience. More than FORTY-FIVE years’ experi- 
ence in the manufacture of conduit fittings, together with almost 
twenty years as exclusive manufacturers of ALUMINUM fittings 
gives us the “know-how” that comes with time and experience. 
Killark is the pioneer in this field. 


2. Modern Design. We are continually improving design and 
expanding the line by adding new items. Aluminum fittings have 
definite advantages in that they are rust-free, more corrosion 
resistant, lighter and therefore easier to use. 


3. Complete Line. Not just a few special-purpose products, but a 
full line in a complete range of sizes. In fact, Killark offers the 
most complete line of all-aluminum fittings and fixtures in the 
country today, and they are competitively priced 


4. Efficient Distribution. The United States and Canada are 
thoroughly and efficiently covered by 27 experienced Electrical 
Agents. More that half of these men have been with us 25 years 
or more. There are 20 strategically located warehouses from which 
prompt delivery is made, giving you faster service 








ELECTRIC MANUFACTURING COMPANY 
Vandeventer and Easton Aves. « St. Louis, Missouri 








America’s Most Complete Line of Aluminum Fittings & Fixtures 


————— 


OVER 4500 ITEMS... 





¥ 
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ne | DUST-TIGHT FIXTURES 





JUNCTION BOXES 














VAPOR-PROOF 
FIXTURES 





PLUGS & RECEPTACLES 











— | 
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EXPLOSION-PROOF 
FIXTURES 


EXPLOSION-PROOF 
FITTINGS 


ABA 


MOTOR-STARTER 
ENCLOSURES 


— Cs | 
“\ ; 
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CIRCUIT BREAKER 
ENCLOSURES 





SWITCHES-PILOT LIGHTS 








SERVICED BY 27 KILLARK REPRESENTATIVES... 


ATLANTA 8 

Ernest T. Loyd, Inc., 69 Mills St., N. W. 
BALTIMORE 27 

Eastern Sales Co., 1561 Lister Rd. 


BOSTON 27 

Electrical Agencies, Inc., 49-51 “D" St 
BUFFALO 

Eberhardt Electric Sales, 278 Johnson St. 
CHICAGO 12 


Jack L. Rowe & Son, 2039 W. Jackson 
CINCINNATI 37 

Arthur L. Ehlers Co., 1031 Meta Drive 
CLEVELAND 14 

Lusty-Thomson Co., 2140 Hamilton Ave. 


DALLAS 2 

Geo. E. Anderson Co., 1901 Griffin St. 
DENVER 4 

Kenneth B. Schumann Co., 1073 Galapago St. 
DETROIT 14 


Riecher Electric Sales Co., 8319 Mack Ave. 


KANSAS CITY 8 

Wm. B. Terry Organization, 616 W. 26th St 

LOS ANGELES 33 

Kenneth Anderson Co., 123 South Myers St 

MILW AUKEE 

Martin-Gaertner Sales Inc., 1108 North Third 

MINNEAPOLIS 2 

Harry P. Smith Co., 826-27 Andrus Bldg. 

NEW YORK CITY 33 

W. J. Wickenheiser Co., 600 West 181 st St. 

OMAHA 

W.C. McConkle, 8115 Gold Ave. 

PHILADELPHIA 3 

Harry G. Anschuetz Co., 113-115 N. 23rd St. 

PHOENIX 

Kenneth Anderson Co., c/o Mr. Melvin C. Long, 
422 S. 7th Ave. 

PITTSBURGH 9 

Crescent Sales Co., Inc., 4830 McKnight Road 

RICHMOND 

W. E, Sullivan, Jr., 6211 A West Broad St. Rd 


SAN FRANCISCO 
F. M. Nicholas Co., 
SEATTLE 4 
Northwestern Agencies, Inc 
4130 First Ave., South 


CANADIAN REPRESENTATIVES 


EDMONTON, ALBERTA 

A. H. R. Louden Agency, 7608 

MONTREAL, QUEBEC 

Harry J. Ilssenman, 5235 Kensington Ave 

REGINA, SASKATCHEWAN 

MacKay-Morton, Lid., 2226 Dewdney Ave 

TORONTO, ONTARIO 

Hodgson & Powell Co., Ltd., Box 123, 
Postal Station K, 1909 Yonge St 

VANCOUVER 9, BRITISH COLUMBIA 


714 Harrison St 


88th Ave 


Griffon Sales Limited, 551 West 8th Avenue 
WINNIPEG, MANITOBA 
MacKay-Morton Limited, 183 James Ave., East 


... AND DISTRIBUTED FROM 20 COAST-T0-COAST WAREHOUSES 


ATLANTA CHICAGO SEATTLE 

BOSTON ST. LOUIS PHOENIX 

BUFFALO CLEVELAND CANADA 

PHILADELPHIA DALLAS VANCOUVER 
PITTSBURGH DENVER WINNIPEG 

DETROIT SAN FRANCISCO EDMONTON, ALBERTA 
CINCINNATI LOS ANGELES TORONTO 

















‘These 
catalogs 


VICTOR’ VENTILATOR DIVISION 


The Philip Carey Mfg. Company * Middletown, Ohio 


LUSTERLINE 


Products of the Victor Ventilator Division The Philip Car Mig Company 


Get the full-line story of Victor Lusterline Range 
Hoods and Ventilating Fans and the 32 models 
of Visitune Chimes. 

Victor Lusterline is the one fan and hood line 
with BONDERIZED metal parts—-the guarantee of 
protection against corrosion, moisture and grease, 
the assurance of lasting fine appearance. All bear 
the U/L Label. 

Victor-Lusterline is the line backed by the 
$30,000,000 Victor warranty and the 5-year fan 
guarantee. 

Visitune chimes are created and color styled by 
leading designers for every style of home, for every 
purpose in the home. They are fully warranted, 
and carry the U/L Label. 

Just be sure you’re not missing an opportunity 
to offer the full line of Range Hoods, Fans and 
Chimes .. . SEND FOR YOUR CATALOGS NOW. 
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NEW RACO 4° SQUARE TILE COVERS 


with device mounting holes inside 







3663 offer time-saving advantages 
contractors want 
.full range of depths (2 to 2°) 


to meet all requirements 

















.provide increased sales volume 


and greater profit opportunities 








Raco 4” Square Tile Covers simplify and eliminate 
many installation problems. There’s a range 

of depths in single and two-device for all types of 
wall thickness which provides a finished 


appearance and permits easier accessibility in 





wiring. Engineered for quick, easy mounting. 
Raco Covers have straight-side design which 
eliminates chamfering or beveling. Flanges are 
turned in, keeping device mounting holes from 


Flanges turn in —no plugging being plugged. This is a big advantage. 





" , Investigate the time-saving benefits. 
of device mounting holes 









No chamfering or beveling 
required because of RACO'S 
straight-side design 


You (on Glwayd hely 0 E00 





Raco single or two-device tile 
covers fit any 4" square box 





6 covers—choice of depths for } 
every type wall construction 


Single-Device Tile Cover Two-Device Tile Cover 


ALL-STEEL EQUIPMENT INC. 
AURORA, ILLINOIS 
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Point out these 3 facts to your customers: 
]. They'll make more money with 6-E 
Christmas lamps than with imports 


Test stores were high volume; gave only equal display to 
General Electric Christmas lamps in 5-bulb packs (at sug- 
gested retail price) and to low-priced imports. As you see 
G-E lamps outsold imports by 25% in units. And they made 
dollar profits from 77% to 124% greater. (Same sales pattern 
was found by a major chain, independently making its own 
equal display test!) Point out to your customers that it all adds 
up to this: The more display they give G-E Christmas lamps, 
the greater their sales and dollar profit! (And the greater 
yours will be, too!) 


2. Order these G-E lighted display deals 


...either or both...along with your stock of standard G-E 5-lamp packs 
.-eyou’ll sell more of all! 


Test stores proved it... 
look at these figures 


Avg. per store G-E import 
Units 12,000 | 9,000 
Dollars | $1,733 $688 
Profit $798 $282 




















“@ 
 curistmas ba 


DEPENDABLE 
LONG LiFe 


Special Snowball Assortment #226 G-E Lamp Assortment 


Your customers will go for this new G-E Includes FREE lighted display that attracts 


Snowball lamp! Snowy white 'til it lights 

. in beautiful non-glaring colors. 120 of 
these new lamps in 20 cartons (assorted 
colors) plus free lighted display with 6- 
socket string set and price card. Order it, 
along with plenty of fast-moving 5-lamp 
packs of standard G-E Christmas lamps. 


oR 


and demonstrates (with 14-socket string 
set) plus price card .. . all in one case 
with these quick-selling new lamps: 96 
D30's; 80 D15’s; 15 D27’s. Order either 
or both assortments from your supplier 
and attract more attention to all your G-E 
Christmas lamps. 


° ™. 
Qe ee 
de } VL pees iN 
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Be G-E ads will blanket the country in December to boost 
your sales. 286 Sunday newspaper supplements will carry 
full color ads to reach 34,500,000 families. 


Miniature Lamp Department, General Electric Co., Nela Park, Cleveland 12, Ohio 


ane <¥ 


GENERAL @@ ELECTRIC 
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Now...a complete new line 





15 Ampere 


277 VOLT 





GROUNDING on Turst- Lock 


for fluorescent lighting applications 




















— 


listed by Underwriters’ Laboratories, Incorporated 






This exclusive new Hubbell line of 
caps and receptacles is specifically 
designed for 15 amp., 277 volt cir- 
cuits widely used for fluorescent 
lighting. The devices are non-inter- 
changeable with regular ‘“Twist- 
Lock”, 4700 line, grounding (15 
amp., 125 volt) “Twist-Lock” or 
any other device on the market. 





Evolution of 4750 Configuration 
Original 3-wire 

Standard 7580 ‘‘Twist-Lock’’ 

10 amp., 250 volt; 15 amp., 125 volt 


“i we followed by. . . 
NEMA Greendinn- Geos 


(] q 15 amp., 125 vo 
with U-shaped slot 
cy ; 
weal Cat. No. 4750 


and then... 
Hubbell’s new 
4700 ‘‘Twist-Lock’’ 
15 amp., 125 volt 
for Grounding only 


and now... 

Hubbeli’s Grounding ‘‘Twist-Lock’’ 
for 15 amp., 277 volt only 
designed for fluorescent lighting 














Cot.No. 4750 .-.the only 15 amp., 277 volt duplex 
locking and grounding receptacle 
on the market ... feeds two fluores- 
cent fixtures from one single gang 
box...cuts number of receptacles 
and boxes in half... saves hours of 
installation and maintenance time. 


For complete 


information write 














HARVEY HUBBELL, 


BRIDGEPORT 2, CONNECTICUT 


WIRING DEVICE OFFICE AND WAREHOUSE LOCATIONS 
Bridgeport 2, Connecticut Los Angeles 12, California 
State and Bostwick Streets 103 North Santa Fe Avenue 
Chicago 7, Ilinois San Francisco, California 
37 South Sangamon Street 1675 Hudson Avenue 


IN CANADA: 
Scarborough, Ontario, 
1160 Birchmount Road 
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Now!...Your Customers Can Convert Their 


N. 


~~ 
i 
bat. - 
4 


to a fast, smooth, low-cost threading machine! 


"3 Efficient, New Fi G241D Accessories 
Save Them Time on Every Job!” 


RIFAID No. 310 Carriage — This strong, 

lightweight aluminum alloy carriage slips on 
the support arms of RITA0D 300 Power Drive, 
to give real cut-and-thread efficiency! Holds die 
head and cutter at your fingertips exactly like a 
pipe machine. No fumbling for right size threader 
...no tools to drop. Easy sliding . . . snugs right up 
to chuck for close threading and cut-off. 


RIZAID Die Heads —The time-saving 
By FRIE4(1BD 535 Quick-Opening Die Head shown 
here, or any other RIZ41B Machine Pipe and Bolt 
Die Head, snap-locks into carriage quickly, easily... 
eliminates slow back-off. Single adjustment on 
carriage centers die head exactly for true threads 


every time. 


RIFAID No. 360 Cutter — Full-floating, 

wheel-type cutter...wide rolls for straight cuts 
at pipe machine speed. Attaches easily with swivel 
drive pin. Fits 310 carriage only. 

Die head and cutter operate independently . 
swing up and stay out of way when not in use. 
To thread close nipples, add a RIGAID No. 19 
Nipple Chuck. 

Your RIGID 300 Power Drive customers will 
want this bargain in fast, easy work. So order your 
supply of these accessories . . . that are sold individ- 
ually... today! 
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NEWS FOR THE INDUSTRY 





Wanted: Congressional Action 


* Congress asked to pass measure in this session that 
would cut state taxation of interstate commerce earnings. 


* Wholesalers demand immediate action on bill which 
would prevent States from imposing the tax on income. 


N EFFORT to get Congress to 

pass legislation controlling state 

taxation of interstate commerce 
earnings has come to a head in the 
Senate. The motion which was rec- 
ommended for passage by the Senate 
Finance Committee last month would 
“prevent under certain conditions, 
States or political subdivisions from 
imposing On a person a net income 
tax derived from _ interstate com- 
merce.” 


NAED Support 

George W. Provost, president, Na- 
tional Association of Electrical Dis- 
tributors made a plea for Congress- 
ional action before the Senate Small 
Business Committee last April on the 
seriousness of this problem to small 
wholesalers and small businessmen 
(EW May, °59). 

The drive for legislative action, 
which was led by the nation’s whole- 
salers, presented a united front to the 
Senate Finance Committee on July 
2Ist and 22nd, on the problems aris- 
ing from the recent Supreme Court 
decisions on the rights of the states 
to tax the income arising from inter- 
state sales. In response to the requests 
of the wholesalers the committee, on 
August 6th, ordered reported to the 
floor of the Senate and recommended 
for passage, a joint resolution contain- 
ing a minimum activities definition 
which was cited above. 


NAW Backs Move 


Colonel James W. Roberts, govern- 
ment relations committee chairman, 
National Association of Wholesalers, 
and Harold Halfpenny, NAW’s gen- 
eral counsel, told the Senate Finance 
Committee that this was an emergency 
situation that called for emergency 
action in this session of the Congress. 

Roberts told the committee: “In 
my opinion, no state can materially 
gain by imposing taxes on earnings of 
out-of-state businesses. The laws of 
checks and balances would prevent 
gain. The businessman’s costs will be 
substantially increased by expenses of 
additional record keeping required by 
an extensive system of interstate taxa- 


tion. It would be reflected by serious 
loss in federal revenues because of the 
higher costs of doing business.” 

Roberts added that the wholesaler’s 
problem, since the Supreme Court's 
decision on interstate taxation, is one 
of knowing what constitutes doing 
business. He said that the lack of 
uniformity in state laws, the contra- 
dictory formulas for apportioning in- 
come to the various taxing jurisdic- 
tions, plus the burdens facing business- 
men in complying with a multiplicity 
of state and municipal earnings tax 
laws and regulations threaten the con- 
tinued existence of many small whole- 
salers. 

Halfpenny, testifying jointly for the 
NAW and for the Automotive Service 
Industry Association, said the Su- 
preme Court decisions are a direct 
invitation to all states to enact statutes 
levying taxes on all businessmen do- 
ing interstate business. 


Solution 


The Joint Resolution, as recom- 
mended by the Finance Committee, 
which would solve the problem, adopts 
many of the features of the Sparkman, 
Saltonstall and Bush bills with certain 
modifications. 

The Committee announcement says 
“It grants immunity from such taxa- 
tion by a state or political subdivision 
where the only business activities 
within a state are any or all of the 
following: (/) the solicitation of orders 
by such person, or his representative, 
in such state sales of tangible 
personal property, which orders 
sent outside the State for approval or 
rejection, and, if approved, are filled 
by shipment or delivery from a point 
outside the State; (2) the solicitation 
of orders by such person, or his repre- 
sentative, in such State in the name 
of, or for the benefit of, a prospective 
client or customer are orders described 
in (1); and (3), the maintenance and 
his 


for 
are 


operation by such person, or by 
representative, in State of 
office the primary purpose and use of 


representatives of 


such an 


which is to serve 
such persons who are engaged in the 
solicitation of orders described in (1) 
and (2) and to and 
forward such orders.” 


receive, process 


Continued on page 126 








IAEL Holds Conference 


e@ International Association 
industry spokesmen at 24th 


e Speakers discuss electric 
tion among industry topics. 


EMBERS of the electrical in- 

dustry heard several of the in- 

dustry’s outstanding spokesmen 
address them last month at the twenty- 
fourth annual conference of the Inter- 
national Association of Electrical 
Leagues in San Diego, Calif. 

The four day event, from August 
11-14, was attended by 125 members 
and guests of the association who 
heard noted speakers discuss important 
industry topics. Here are some excerpts 
from several speeches presented at the 
conference: 

“Is Electric Heating Your Busi- 
ness?” was the topic of the speech 
presented by H. G. Blumberg, presi- 
dent, Electrical Association of Detroit, 
and vice president, Cadillac Electric 
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of Electrical Leagues hears 
Annual Conference. 


heating and product promo- 


Supply, Detroit, Mich 
In his opening remarks, Blumberg 
cited the many means that have been 
used to expose the future of electric 
heating to the industry and the public 
e Responsibility Blumberg in the 
following statement reflects upon the 
responsibility for the growth of elec 
tric heating: He told the members, “I 
do want to tell you, the coordinating 
core of the electrical industry, that the 
responsibility for keeping this profit- 
able and growing business within the 
channels of our industry is on your 
shoulders. In your respective com- 
munities, with the support of your in- 
dustry leaders, positive group action 
must be taken. It is not sufficient for 
Continued on page 127 
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BUSINESS INDEX for June 1959* 
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INDEX % CHANGE 


June '59 May '59 June '58 June '57 June '56 June '55 1959 fm. 1958** 
170 160 155 165 182 147 +10 


Inventory 105 107 119 150 153 144 a 


SALES INVENTORY 
(% Change) (% Change) 


From From 1959 From From From 
June '58 May ‘59 1958** June '58 May ‘59 





L17 LH 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


electrical apparatus, supplies distributors; Source: Bureau of Census **6 months 1959 from 6 months 1958 
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Distinctive Lighting at Modest Cost 
... for Interiors of All Types 














Rarely do you find a fluorescent lighting 
fixture that is truly distinctive. Occasion- 
ally, some measure of distinction is reached 
through appearance, lighting performance, 
or decorative effect produced. SABRE by 
Miller, however, achieves true distinction 
through a unique blend of all these virtues. 
And, it’s available at modest cost. 


SABRE is rapidly becoming one of the 
most wanted fluorescent fixtures in Amer- 
ica. Pictured are just a few typical interiors 
where it is already doing a superlative 
lighting job. SABRE fits interiors of all 
types — large or small, new or old. 


Styling with trim, crisp lines produces 
a sweeping effect and enhances decor... 
efficiency of 74144% means fewer fixtures 
needed per footcandle to make today’s 
high lighting levels possible . . . one-piece, 
wrap-around refractor of prismatic, crystal 
clear plastic provides sparkle, with com- 
fortable viewing from all angles. 


Furniture Store 


For a lighted demonstration, contact your 

Miller representative. And, for full catalog 4 % 
information on this unique fixture write 
Dept. 8959. 


LIGHTING BY 


miller @ 


THE miller COMPANY « MERIDEN « CONN. SINCE 1844 FE 


*Reg. Trade Mark 











nV CTRIC HEAT 


, gave = 


30 YEARS 
of 


fo \ SAFETY! 


That's the record attained by Electro- 
mode. The foundation of this exclusive 
safety principle is the Safety Grid heat- 
ing element, a finned aluminum casting 
with all electric wires completely sealed 
inside. It has become famous through 
the years for its positive protection 
against fire, shock or burn. 

Today, Electromode heaters are made 
in more than 100 different models for: 


HOME - INDUSTRY - FARM 
VEL BASEBOARD 
ELECTRIC HEATERS 


Spread radiant warmth along ovter walls, 
under windows and across floor. Controlied 
by room thermostat. Completely flexible to 
room design. 


WALL-FYPE FAN-CIRCULATING 
AUTOMATIC HEATERS 


J 


Quick, Economical 
Heat for Bathroom - + 
or Smal! Room 


Down-flo Heater 
for Big Rooms 


ELECTRIC INSERT 
DUCT HEATER 


for 
PACKAGE AiR 
CONDITIONING UNITS 


Made in 2 models: DH-3, 3KW and 
DH-5, 5KW; 240 volts, single or 


3 phase. 


SUSPENSION-TYPE 
UNIT HEATERS 


10 to 45 KW 
34, 150 to 153, 675 btu 


Portable Models 
Also Available 


NOTE TO CONTRACTORS 


In designing these heating systems, Electro- 

mode had the contractor as well as the user 

in mind. 

@ EASY TO INSTALL © SATISFIED USERS 

# NO CALL BACKS * PROFITABLE LINE 
TO HANDLE 


All your requirements from one reliable source 











BP Write for complete information 


ELECTROMODE 


division of Commercial Controls Corp 
Dept. EWh-99, 570 Culver Road 
Rochester 3, N.Y. 











Quarterly Report: 





What's Behind The Inventory Buildup? 


Here are several reasons for the current rise in inventories. 


USINESS inventories grew at an 
annual rate of $9.0 billion during 
the second quarter of this year, 
the most rapid rate of inventory build- 
ing since the height of the Korean 


| War when businessmen were trying to 


hedge against wartime scarcities of 
materials. An important factor in the 
current inventory buildup has been an 
attempt to hedge against scarcities of 
steel resulting from a strike in the 
steel industry. 

The rapid rate of inventory build- 
ing raises several questions that are 
of key importance in the business out- 
look, as shown in the McGraw-Hill 
monthly report on business: 

(1) Will the need for growing in- 
ventories disappear when normal steel 
production is resumed? 

(2) Is the inventory buildup gen- 
erally out of line with business needs? 

(3) Are businessmen so overloaded 
with stocks of steel and other goods 
that they now will begin to use up 
their inventories and thus put a dent 
in the current business upswing, or 
even set off another recession? 

Economists studying the situation, 
however, indicate that the answer to 
all three of these questions is “no.” 
Business inventories have not grown 
out of proportion with the real need 
for bigger stocks, and there is little 
likelihood that businessmen will do an 
about-face on their inventory building 
policies soon: 

e Inventories in manufacturing and 
trade are still below pre-recession 
levels. Inventories fell below $85 bil- 
lion during the recession, and _ still 
have not been rebuilt to the previous 
high, $91.3 billion. 

e Business sales, on the other 
hand, have risen substantially, and 
are about $5 billion above the pre- 
recession peak. 

e Manufacturers’ sales have grown 
faster than inventories... As a result, 
inventory-to-sales ratios in important 
sectors of industry are well below 
even those of the 1957 boom period, 
so there is ample room for additions 
to stocks. 

e Manufacturers’ new orders are 
well above previous highs. A steady 
demand for manufactured products is 
thus assured for many months, and 
manufacturers will continue to feel 
the need for large inventories. 


Current Inventory Cycle 


After three years of uninterrupted 
inventory building, businessmen be- 


gan late in 1957 to draw down their 
stocks of inventory 
liquidation was a major factor in 
sending the economy into its deepest 
postwar plunge. During the 1957- 
1958 recession, gross national product 
fell by more than $16 billion. Almost 
$10 billion of the decline in GNP was 
due to the shift from building inven- 
tories to rapid liquidation, as business- 
men cut production and drew on their 
inventories to fill their customers’ 


goods, and 


needs. 

The inventory liquidation of the 
past recession was induced by a drop 
in both sales and new orders received 
by businessmen. As is usually the 
case, disposal of inventories lagged 
several months behind the sales de- 
cline, and stocks of goods did not de- 
crease as rapidly as shrinking sales. 

The ratio of inventories to monthly 
sales in manufacturing rose from 1.75 
in January 1957 to 2.09 in March 
1958. Similarly, the ratio of inven- 
tories to new orders received by man- 
ufacturers rose from 1.74 in Novem- 
ber 1957 to 2.17 in January 1958 
Stocks of goods in warehouses of 
manufacturers nevertheless fell by 
more than $5 billion, and by the time 
the inventory liquidation came to a 
halt business inventories on the whole 
were lower than at any other time 
since 1956. 

Following several months of im- 
proved sales and a marked increase in 
the volume of new orders, inventories 
again began to grow late in 1958 
The effort to build stocks of steel and 
other primary metals added consider- 
able impetus to the inventory build- 
ing space in the first half of 1959, 
but both the improved level of con- 
sumer durable goods sales and in- 
creased capital spending by business 
have created a real need for addi- 
tional stocks of goods in many in- 
dustries. 


Durable Goods 


Inventory building in recent months 
has been heavily concentrated in the 
durable goods industries. Economists 
report it was the durable goods in- 
dustries that were threatened most 
seriously by a cutoff of materials 
through a steel strike, and they conse- 
quently attempted to build up their 
supplies of steel and steel products. 
But the buildup of inventories by 
durable goods producers is also a re- 
action to last year’s inventory liquida- 
tion campaign. Durable goods manu- 
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= 
' S PHOT RTESY F HOBB ELECTRICA 


when there’s one jie that ar meets ALL your time switch requirements? 


JUST COMPARE 


whether you stock one line or four— 





“4 a 


@ Can you give your customers 


Astronomic, Skip-A-Day, Seven Day, Intermittent New TORK case featuring in- 
Program, and Momentary Contact Timing? stant removal of mechanism, 


instant removal of door, split 
opening for easier access to 
Can you offer them unit when installed 
55 Amp capacity, 3 Pole Switching, Reserve Power in 
case of current failure, Service entrance-time switch 
combination models? 


Can you provide them with 


An economical low priced “leader” with an extra 
heavy-duty motor whose temperature range is —60° 
to +200°F? 

A profitable “‘step-up”’ line that features lug terminals 
taking up to No. 6 wire without bending? 

An enclosure that permits instant removal of entire 
mechanism without screws? 


Fact is, TORK now provides all these and many more... it’s the only line you'll a 
find both economically priced and widely specified by consulting engineers and loin the rapidly crowing | 
architects. It’ll pay you to stop wasteful duplication of lines . . . to standardize list of selective TORK 
on the line that enables you to render the kind of service you know your cus- Distributors NOW! See | 
tomers appreciate. 





your TORK Represent- 
ative for ful) details or 


ron — oe <K ' TIME CONTROLS, wc. write Dept. W2 
ue MOUNT VERNON, NEW YORK 





TRADE ARRO MARK 


EXPANDER 


Hammerless 


setting 
tool 


% 


For easy, secure installation of 
Machine 


Screw Anchors in tile, concrete 


small and medium size 
and cinder block, and all types 


of masonry. 


PS The ideal tool for 
yz, 


installing 

anchors in bottomless holes, 
holes with fragile bottoms, 
and where ordinary set- 

ting tools cannot be 


used, 


Safe anchor installa- 
tion in hole with 
fragile bottom 


Anchor installed in 
normal depth hole. 
Note all anchors are 
at same depth 





Secure anchor installa- 
tion in bottomless hole 


See your industrial, hardware or electrical supplier 


ARRO EXPANSION BOLT COMPANY 


DEPARTMENT B, P. O. BOX 388, MARION, OHIO 


facturers cut back most sharply on 
their stocks of goods last year, and 
they consequently felt the most press- 
ing need for higher stocks when sales 
picked up. 

Although the buildup in the dur- 
able goods sector has been rapid, in- 
ventories in the hands of durable 
goods producers are still $2 billion 
below the peak level of 1957. The 
volume of sales of most durables has 
kept well ahead of the additions to 
stocks, so the over-all inventory-sales 
ratio for durables has fallen steadily 
since mid-1958 and in June of this 
year was lower than at any other time 
in the past three years. 

The volume of new orders being 
received by durable goods producers 
has also remained at a high level, and 
the inventory-new orders ratio for 
durables is at its lowest point since 
1956. 

So although the pace of inventory 
building in certain durable goods in- 
dustries will probably slacken, con- 
tinued additions to stocks in other 
sectors will keep the over-all level of 
inventories growing. 


2nd Quarter Gains 


Corporate profits in 1959’s second 
quarter made the largest gain in more 
than a decade, economists report. 

Earnings, however, in the present 
quarter are expected to fall a bit 
from the second quarter level. But 
they are expected to be still well 
above 1958's third quarter although 
the year-to-year margin won't be as 
large in the three months. 
However the present steel strike will 
change the estimate if it is extended 
to cause a drop in the economy. 

e Earnings Rise 75.6%-—A _ recent 
corporate earnings analysis conducted 
of 428 companies led by the textile, 
steel and auto industries, reveals an 
75.6% over the compara- 
three 


second 


increase of 
ble figures for the 
months of 1958 

Prior to the second 
the largest percentage 
corded in the present 
curred in the first quarter of this year, 
when total earnings of 441 companies 
climbed more than 53% over 1958, 
and in the third quarter of 1950, 
when the increase over 1949 was also 
The next best show- 
increase in the third 


second 


1959 quarter, 
increases Tre- 
decade oc- 


more than 53% 
ing was a 35% 
quarter of 1955 over 1954. 

The outlook for a smaller gain over 
1958 in the current quarter’s earn- 
ings stems from the fact that last 
year general business had started to 
emerge from the recession at this 
time. The third usually 
slower than the second because it ts a 
This year, according 


quarter Is 


vacation period 
to reports, that factor would be ag- 
gravated, even if there were no steel 
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@ NEW PRODUCT IMPROVEMENT 
Le ts @ new promotion 
i @ new proof... 








& N 

Republic ELECTRUNITE® E.M.T. with new, exclusive eeC*eeeeeseeseeeeeeeeeeceeseseseseseese 

‘ SILVERSLICK inside finish makes wire pulling up to 37% ° 
easier. Wire pushing easier. Selling easier! L ° 

. ai ear : 4 i fa al SILVERSLICK inside finish makes 7 ° 

SILVERSLICK —the SILVER-colored, SLICK inside finish wive-oullina, wp to 37% ancien. af > 








Wire pushing easier, too 


developed by Republic combines with exclusive “INSIDE- 
KNURLING”’ to offer electrical contractors greater wire 
pulling-pushing advantages and economies than ever before. 

Republic is telling your customers the SILVERSLICK 
story in leading publications serving the electrical industry. 





Supported by the biggest, most dramatic sales-building 
“INCH-MARKED”®.. . an exclusive 
sales feature that teams up with the 
ELECTRUNITE Bender for easier fabri- 


promotion that ever hit the trade. 
Get on the Republic sales and profit bandwagon. Stock, 


§ cation and installation 
promote, and sell Republic ELECTRUNITE E.M.T. with “GUIDE-LINED”. . . newest sales feature 
ee - s - * for easier bending alignment and better 
SILVERSLICK inside finish. Call your Republic representa- visibility. Eliminates “wows”. On all 


popular sizes 


tive and get the “inside”’ story. 


a 


ACCEPTANCE first in preference by 
brand name in unbiased surveys an 
ELECTRUNITE feature 





REPUBLIC STEEL 


STEEL AND TUBES DIVISION 


BENDING INSTRUC- 
TIONS for ELECTRUNITE 
bending system an 
ELECTRUNITE extra. 





Cleveland 8, Ohio 





@eeeeeeeeeeeee eee eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeseeeee 


SeCCSSSSSSCSeSSeSSSe SSeS ESEEOEeSESES ESE EEE EE EES 


@eeeeeseeeeeeeeeeeeeeeeeeeeeeeeeeeeee 
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Wlitelame te 
you want in 


a flexible 
rorelayaae) mer-]0)(-¥4 


: find it in 
THE BIG NEOPRENE LINE... 


66 


NEOPRENE 


Kicd 


TYPE SO, UL APPROVED 


How many conductors? 

Bronco 66 fied is made with from 5 to 60 
conductors — more on special order — and carried 
in stock in nation-wide company. warehouses, 


What A.W.G. size? 
Bronco 66 Certified ranges from size 18 through 4. 


Highe: tf Neoprene content! 

Bronco 66 is a true Type SO, oil-resistant cable, 

the only portable control cable to bear UL approval 
Outer protecting jacket is certified by a Registered 
Professional Engineer to contain not less than 67.32% 
Neoprene — highest content in the industry! 


Patented Brand 

Molded* permanently into the jacket are 
“Bronco 66 Certified)’ type, size, number of 
conductors, rated voltage. With data repeated 
every two feet exactly, cable is self-measuring 


You get a degree of flexibility that can’t be 
equalled because only Bronco 66 Portable Control 
Cable is Synchro-Cured, fine stranded 

electrically annealed for maximum flex life 


Also stationary contro/ cables | *U.s. Patent 
and shielded contro/ cables No. 2867001 


WRITE FOR NEW CONTROL CABLE FOLDER 


strike, by the amount of business bor- 
rowed in the second quarter from the 
third. However, last year, the trend 
to recovery eradicated the usual third 
quarter dip, with the result that third 
quarter earnings were down only 9% 
from 1957, as against a 32% drop in 
the second quarter. 

e Industry Gains—Industry gains for 
the second quarter ranged up to 
523.2% for textiles, which suffered a 
drastic decline in 1958. But the two 
largest contributors to the over-all 
gain of 75.6% for the 428 companies 
were the auto and steel companies. 
The steel producers turned in a gain 
of 163.4% not only because of strike 
hedge buying, but also because last 
year they were operating far below 
capacity. 

The auto makers moved their earn- 
ings expansion to 300.1%. 

Of the 25 major industrial groups 
whose second quarter results were 
studied, only one—aircraft manufac- 
turers—suffered a decline from 1958. 

The smallest gain over a year ago 
was that of food products companies, 
with earnings only 0.3% higher than 
in the 1958 quarter. 

Here are some details of second 
quarter results and third quarter pros- 
pects of a number of industries: 

Several electrical. manufacturers 
were able to report record earnings 
in the second quarter, although ship- 
ments of heavy apparatus did not 
share in the general prosperity, be- 
cause they still reflected the low level 
of orders placed last year. However, 
the chairman and the president of 
Westinghouse Electric Corp. both 
predicted increases in new orders and 
billings in coming months, with un- 
filled orders already higher than a 
year ago 

Mining and metals companies re- 
ported profits for the second quarter 
were 123.2% better than a year ago, 
with the increased price of copper, 
an important factor. Aluminum pro- 
ducers, whose 1958 recession lasted 
into the 1958-59 winter, report busi- 
ness still on the upgrade despite price 
increases in the offing 

Machine tool makers are expected 
to continue to improve sharply on 
1958 earnings, following their gain 
of 93.7% in the second quarter. June 
orders for metal cutting tools were 
up to $54 million from $23 million a 
year ago, while shipments were only 
up to $37 million from $35 million in 
June last year. 

In the building materials field sec- 
ond quarter earnings were up 73.4% 
among early reporting companies, 
with some claiming new highs. But a 
tapering off of housing starts and in- 
ventory purchases is expected during 
the third quarter 
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Congress... 
Continued from page 119 


These provisions, says the Commit- 
tee, “do not apply to a corporation in- 
corporated under the laws of such 
State or to an individual who under 
the laws of such State is domiciled in 
or a resident of such State. The term 
“representative” as used in (1), (2), 
and (3) does not include a commis- 
sion agent, broker, or other indepen- 
dent contractor who is engaged in 
soliciting orders for the sale of tangible 
personal property for more than one 
principal and who holds himself out 
as such.” 


House Action 

The fight for a minimum activities 
definition to prevent the States from 
interfering with interstate sales has 
shifted to the House of Representa- 
tives. 

A House Judiciary Committee, in 
a surprise move, last month, ap- 
proved a bill whereby states could levy 
a tax on the income of an outside CAT. NO. 
company that stemmed from activity : 1751 
within the taxing state only if that 


company kept an office, “salable” in- 
ventory, a warehouse or other place Via 
of business in that state. 
These exceptions mean that about f 


the only tax-free sales left to an out- os 

side company would be the dispatch NSUIP wi 

of salesmen to solicit orders in the bod PLATE and 
state and come out again. es 


A Special Study Committee has | A.C. presSwitch COMBINATION 


announced it will hold hearings on 


this subject in late October and early Introducing a combination unit— 
November. If it fails to act before | complete in one box—including 
adjournment, and carries through its weatherproof “Insulprene” plate and 
announced program, the legislation A.C. “Presswitch” ... designed for all 
will not pass this year. general outdoor applications: 
e Support Needed — Wholesalers in | shipping areas, parking lots, gas 
all commodity lines across the country | stations, breezeways, etc. The 
have followed through with letters and weatherproof “Insulprene” plate fits 
calls to back up their claims. But both F'S and standard wall boxes. 

. areas — The combination is available with 15 
more support is needed if Congres- ns 4 > “ 

or 20 amp. “Presswitch”’ either single 
sional approval of this much-needed pole, double pole, 3-way or 4-way 
legislation is wanted in this session of “Insulprene” plate resists oil ; 
the Congress. hot water, live steam, extreme 
cold, grease, etc. 














1AEL ... 
. df — Cut-away shows A.C. “Presswitch” mounted 
Continue rom page I19 <> in FS box ond protected by new Weather 
proof “insulprene” Plate 


only one or two representatives or 
distributors and a handful of electrical 
contractors, in Cooperation with their ot TS For complete information write 
utility, to show a bona fide interest in wat 

electric heating. It must be a coordi- 

nated group action, with the entire 


industry in your area solidly behind HARVEY HUBBELL, INCORPORATED 


he drive.” 
the drive Bridgeport 2, Connecticut 


*made of DuPont Neoprene 





Industry Education 
WIRING DEVICE OFFICE AND WAREHOUSE LOCATIONS 


Blumberg further mentioned that Bridgeport 2, Connecticut Los Angeles 12, California 
electric heating will be installed in State and Bostwick Streets 103 North Sante Fe Avenue 1N CANADA: 
mushrooming numbers. “Who will sell ey] ‘ieee Street 1 no wey ne 1180 Bire A, 4 


it and who will install it is still a mat- 
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conduit | 








No. 117A. .'2" through 1%” 
No. 12A....'2” through 2” 
No. 2R-A. .2'2” through 4” 








NYE TOOL COMPANY 
4126 fullerton Ave., Chicago 39, III, 


ter of conjecture. Other industries, 
presently dependent on heating for 
their very existence will not sit idly 
by and lose an increasing segment of 
their business without a battle. 

“We know that electric heating is 
electrical industry business. The mere 
fact of knowing, however, is not suffi- 
cient. We must educate our people for 
it. We must actively promote it. In 
short, we must deserve the business. 
We must prove to the equipment 
manufacturers that our industry is the 
logical, most effective and best chan- 
nel through which their devices can 
reach the ultimate consumer,” he 
added. 

“Now that the industry has electric 
heating,” Blumberg asked the confer- 
ence audience, “what measures will be 
taken on an industry-wide level to in- 
sure that electric heating will be elec- 
trical business?” He cited various ex- 
amples of the Electrical Association 
of Detroit and the methods used to 
promote electric heating. Blumberg 
summarized them briefly as: 

@ Continuous research. 
e Customer education on benefits and 
operating costs. 

Allies in education on installation 
requirements. 

According to Blumberg, promoting 
electric heat is a more complex pro- 
cedure than any other product use has 
been. It commands a much larger 
share of the customer’s electrical bud- 
get, thus he is more sensitive to its 
benefits and more antagonized if un- 
satisfactory situations develop, he said. 
He added that compared to other new 
product uses, heating requires more 
merchandising integrity, more control 
over installation standards, more skill- 
ful servicing, and closer follow-up. 
(EW, August °59, p. 50). 

Blumberg concluded his speech by 
saying, “it is of the utmost importance 
to the future of electric heating for the 
electrical industry that every major 
marketing area adopt some form of 
cooperative, coordinated promotional 
and educational effort to insure that 
the electrical industry will be the focal 
point for electric heating.” 

Another noted figure of the elec- 
trical industry, Lester E. Barrett, presi- 
dent, Barrett Electric Supply Co., St. 
Louis, Mo., chairman, National Wir- 
ing Bureau, and former president of 
the National Association of Electrical 
Distributors, addressed the league 
members on the topic, “Promotion 
Plus Product Equals Profit”. 

Barrett discussed the problem of 
keeping members sold on the benefits 
of participation in trade associations 
and organizations. He told the audi- 
ence, that, as an independent distribu- 
tor in his own city, he is a member of 
an electric league. He also cited his 
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CONDUIT AND E.M.1. 


battle corrosion...last longer 


Specify Yoloy (nickel-copper low alloy) steel conduit 
to handle applications where greater strength, 
corrosion-resistance, and weldability are required. 


Yoloy Conduit should be specified for elec- 
trical installations where corrosion is expected 
to be more severe than normal. Research 
has proved Yoloy resists corrosion 4 times 
longer than carbon steel in marine and in- 
dustrial atmospheres. 

Yoloy steels have proved highly resistant to 
corrosion in oil fields, coal mines, railroad cars, 
motor trucks and highway construction equip 
ment for over a quarter-century. Long-time 
tests and actual installations have proved that 
Yoloy pipe lowers costs when used for salt 


water lines, oil wells, industrial installations 








and corrosive soils. 

Corrosion studies conducted for 14 years in 
13 different soils show that Yoloy has 19% 
less pitting and 36% less weight loss than 
carbon steel—and 10°%, less pitting and 23° 
less weight loss than wrought iron. This 
proved corrosion resistance greatly lengthens 
the life of coatings— galvanized or enameled — 
on Yoloy Conduit. 

Check with your Youngstown Representa- 
tive and get the complete story on how Yoloy 
Conduit and E.M.T. can easily meet your 
most exacting job specifications. 

The Youngstown Sheet and Tube Company, 
Youngstown, O. Carbon, Alloy and Yoloy Steel. 


Send for free technical 
bulletin on Youngstown 
Yoloy Conduit and E.M T. 


Atmospheric corro- 
sion tests held off the 
coast of New Jersey > 
revealed Yoloy steel 
will last four times 


longer than open- YOLOY STEEL 
hearth iron. 


You ngstown SCCSCK KEKE eee ee ee eee eeeeeeeeeeeeee 
Expected life increase 
of Yoloy steel over car- CARBON STEEL PIPE 
bon and wrought iron 


in corrosive soils. Stud- WROUGHT IRON PIPE 
ies were conducted 
over a 14-year period 


in 13 different soils. YOLOY PIPE 





activities in the NAED and the NWB. 
Why modern merchandisers have “When I'm wearing my trade asso- 


ciation hat, I’m fully aware that our 


trade associations and electric league 
switched to ASY: AT do build business for all of us—and do 
help every single member to make that 
| extra buck. But it’s a little hard for 
electric freeze-protection the individual member to translate this 
back into specific terms, so far as his 
own business and his own products 

" tasy HEAT are concerned.” 
. Barrett cited the NWB’s program 
9g Ves me a choice as an example of a program that “can 
fo} Mm ok-Cot eel lare him be used to help make that extra buck 
every day—by relating it directly to 
the products which manufacturers, 
distributors and electrical contractors 


Choice of individual, illustrated , iv 
are trying to sell. 


boxes, easy to stack, display; 
or clear-view “Poly” bags with 
headers punched for hanging. Program Promotes 


Self-service “salesmen”! . : 
He demonstrated various industry 


program promotional techniques em- 
"r y-HEAT ployed in selling products such as the 
AS Housepower program launched by the 


al- tae Wheto] Olah 4-1 and ol-Vol ah dal-§ at-) NAED and NWB. 
He referred to the Housepower 


a traffic. s ” . 

\ F stopper 3 Idea Center as the heart of such a 

"Nig ae program. (EW, June, °59, p. 90). “It 

helps the electrical contractor, the dis- 

Profit-pack No. 3742! Not a dump \ tributor and the manufacturer,” he 
box—offers bags and boxes in a — : 

oe noted. “It helps the electrical contrac- 


working displayer. The 2 fastest- 
moving sizes, plus Fiberglas. Dealer tor—because it focuses the attention 


gets display bonus, 354% profit! : oe on specific residential wiring special- 
ties. It helps the distributor members 
because it provides a way to gain at- 


"Rasy HEAT is so ite 4 | tention for those particular products 


on which they want to increase vol- 
easy to use, to , ume. It helps the manufacturer mem- 
show, to sell!” ' ee bers by providing a ready-made 
tasy HEAT display center for new contractor-in- 
advertises heavily to get stalled products which are being used 
: for sale in the residential wiring mar- 

me more customers!” ket.” 

“Obviously, you can’t show favori- 
tism by displaying your members’ 
products in your own office,” Barrett 
noted. “But you can work with your 
distributor and manufacturer members 
on an individual basis, by suggesting 
that they display products which you 
know they handle.” 

Barrett concluded his speech by tell- 

pT any * ing the league members of the changes 

ae and abaahemneiin ane manatee. in the National Wirmg Bureau 

already assembled for easy installation. 

Moisture-proof viny! bands hold heater NEW 

Set en ee eee Industry officials were awakened to 

wire. Every electrical, hardware and farm the fact that “National Electrical 

supply dealer is your prospect. Write for Week Is Here To Stay,” which was the 

attractive wholesale terms. topic of an address given by Detroit 
Edison’s Herbert E. Cook, executive 
secretary, Electricai Association of 

WE'RE GOING ALL OUT TO BUILD Detroit, and member of the National 

DEALER DEMAND. PLAN YOUR Electrical Week Committee. 

Se ee RT. SS After discussing the many facets 


A SUPPLY OF EASY-HEAT NOW! : tia 
employed for a successful National 


Electrical Week, Cook told the mem- 
bers that more publicity, promotion 
BAS Y-HEAT, INC., “eiectric Anti-treeze Devices” and advertising on the national level 
Dept. EW, Lakeville, indiana is still needed for a more effective 
program. 
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THESE EIGHT BINS HOLD | I'm making 1,000,000 


EXTRA PROFITS FOR YOU! advertising appearances 
this year to help you 


SELL THE COMPLETE 
“SCOTCH BRAND LINE! 
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“SCOTCHLOK” Connectors 


“SCOTCHCAST” Splicing Kits 


as 7 
i 
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“SCOTCHFIL” Putty 





HERE’S WHY bigger profits and faster turnover are “‘built in”’ 
the 3M line: 

Only 3M gives you electrical splicing products that meet every 
customer’s need—fast-selling ‘“SScotcn’’? BRAND 33 Electrical 
Tape, new “Scotcucast’”’ Resins and Splicing Kits, plus high- a +4 |: th 4} 
profit “extras” like ‘“‘“ScorcHLoK’”’ Spring Connectors, ‘‘“ScoTcu- | — if ~ i 








FIL” Insulating Putty and “SScoTcHKOTE”’ Coatings. 


And only 3M puts a full-time technical representative right in 
your territory—to help you with any insulating or engineering 





ONLY 8 STANDARD BINS will hold all the 


problem—and write orders full time for you. “Scotcn”’ Branp Splicing Materials used 
3M’s extra items and extra service mean extra profits for you! for any type of wire or cable made today! 
ee d e 
ScoT cH Electrical Products 


BRAND 


Sitiuninss Minne AND a actneinns COMPANY Kf — 


- ++ WHERE RESEARCH IS THE KEY TO TOMORROW 
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Every Customer Requirement 
from this COMPLETE LINE of 


COMBINATION STARTERS 
Sizes 0, 1, 2, and New Sizes 3 and 4 — NON- 


REVERSING, REVERSING and TWO-SPEED TYPES 


A full line, including our new sizes 3 and 4, that 
combines quality starters and enclosures to 
meet the performance and space requirements 
of your most demanding customers. Exclusive 
A-H “Right Angle” Design Starters are com- 
pact and lightweight, featuring straight-thru 
front wiring, epoxy-resin encased coils, large, 
long-life contacts, easy maintenance and 
dependability proved in thousands of applica- 
tions. New enclosures (NEMA 4 for Weather- 
proof and NEMA 7 and 9 for Explosionproof 
Combination Starters) are cast aluminum... 
one-half the weight of old-style cast iron boxes. 
Other available enclosures: General Purpose 
(NEMA 1) and Industrial (NEMA 12 — oil- 
tight and dust resistant). 


Write for new folder on A-H Combination Starters 
to: The Arrow-Hart & Hegeman Electric Company, 
Dept. EW, 103 Hawthorn St., Hartford 6, Conn. 
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WAS Distributors, 
Dealers Exchange Ideas 


BALTIMORE—Westinghouse Ap- 
pliance Sales distributors and dealers 
in the Baltimore-Washington markets 
are trading ideas in a selling contest 
with hopes that a sustained liaison be- 
tween them can be established. The 
promotion, which will run for the rest 
of 1959, includes monthly sales re- 
ports to all dealers showing their po- 
sitions in relation to assigned quotas, 
and a system whereby selling ideas are 
passed back and forth. Dealers who 
reach their quotas will receive fully- 
paid vacation trips to Miami, next 
January. 


Aluminum Producer Sees 
Price Rise If Wages Go Up 
OAKLAND, CALIF. — Aluminum 


prices will increase later this year if 
labor contract negotiations among 
major U.S. aluminum producers result 
in increased wages, said spokesmen for 
Kaiser Aluminum & Chemical Corp. 
Even if no wage boosts result from the 
talks, the industry will be looking hard 
at foreign market conditions with an 
eye toward raising prices, it was added. 


“Splitnik’’ Home Awarded 
Medallion For Exceilence 


MINEOLA, N.Y.—The “Splitnik” 
home at Roosevelt Field, L.I., identi- 
cal to the home at the American Ex- 
hibition in Moscow, was recently 
awarded a Live Better Electrically 
Medallion. Plans are being made to 
award a similar Medallion to its dup- 
licate in the USSR. Participating in 
the award ceremonies were John J. 
Tuohy, president of Long Island 
Lighting Co., and Edwin Vennard, 
managing director of Edison Electric 
Institute. 

The Moscow home, split in half by 
a 10-ft corridor for display purposes, 
is expected to attract 342 million Rus- 
sians who will view its interior, fea- 
ture of which is an_ all-electric 
kitchen. 

According to reports from the 
American Bankers’ Association and 
various home financing institutions, 
the Splitnik home is within financial 
reach of more than half the families 
in America. The home, with lot, re- 
portedly sells for $14,490 on L.I. In 
other parts of the country, it would 
sell, without land, for $11,000 to 
$13,000. Spokesmen report that over 
100,000 Medallion homes have been 
built in the U.S. during the first three 
years of the program, some selling as 
low as $8,000. 





CALENDAR OF EVENTS 





SEPTEMBER 
Illuminating Engineering Society 


National Technical Conference 
Fairmont & Mark Hopkins Hotels 
San Francisco, Calif. 

September 7-11 


National Association of Electrical Dis- 
iributors 


Western Region Meeting 
Miramar Hotel 

Santa Barbara, Calif. 
September 20-23 


Missouri River Club 


Fifth Annual Meeting 
Excelsior Springs, Mo. 
Sept. 24-25-26 


Int'l Assn. of Elec. Inspectors 


Canadian Section Meeting 
Montreal, Quebec, Canada 
September 25-26 


Intermountain Electrical Ass’n. 


Fall Dealer Conference 
Salt Lake City, Utah 
September 25 


OCTOBER 
International Association of Electrical 
Inspectors 


Western Section Meeting 
Schroeder Hotel 
Milwaukee, Wis. 
October 5-7 


11th Biennial Electrical Industrial Ex- 
position 


Armory 
Elizabeth, N.J. 
October 10-12 


American Institute of Electrical En- 
gineers 


Fall General Meeting 
Chicago, IIL. 
October 11-16 


Electrical Association of Philadelphia 


Electrical Progress Show 
Convention Hall 
Philadelphia, Pa. 
October 13-15 


National Association of Electrical Dis- 
tributors 


Central Region Convention 
French Lick Springs Hotel 
French Lick Springs, Ind. 

October 25-28 
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AGAIN rn son 


NEW SAFETY FIRSTS 


NO. XT-5792 


NO. XT-4726 


COMBINATION 3-WIRE GROUNDING 
HART-LOCK RECEPTACLES and CAPS, 
15 AMPS, 125 VOLTS. 

One side of this combination re- 
ceptacle is 3-wire grounding Hart- 
Lock with 2 green hex ground 
screws and the other side is con- 
ventional 3-wire, 2-wire ground 
ing 15 amps, 125 volts. Where 
limited space requires a duplex 





3-WIRE DUPLEX GROUNDING RECEP- 
TACLES and CAPS—15 AMPS, 277 
VOLTS. 

New from A-H, this line of wiring 
devices is specifically designed to 
provide new standards of safety 
and dependability for industrial 
and commercial fluorescent 
lighting fixtures of the discon- 
necting type that operate on 227 


receptacle to provide both ground- volts 
ing and accidental disconnect 
protection and conventional U- 
shape grounding. 


... AND A NEW ADDITION TO OUR LINE 
OF HART-LOCK DEVICES 


3-WIRE GROUNDING RECEPTACLES, 
CAPS and CORD CONNECTORS 


Ideal for applications that require positive 
grounding plus locking to prevent accidental 
disconnect. Configuration prevents interchange- 
ability with similar devices having different 
ratings. Meets latest code requirements. 


“H & H" Specification Grade 


NO. XT-4700 


NO. XT-4720 NO. XT-4731 


These exclusive lines—and all the other new wiring devices 
constantly introduced by Arrow-Hart—offer unusual opportu- 
nities for increased sales and greater profits. Act now to take 
advantage of these opportunities. Write today for complete 
information. 


Dept. EW, The Arrow-Hart & Hegeman Electric Co. 
103 Hawthorn St., Hartford 6, Conn. 





Tee. IMPROVED 
1” ‘ x) DE SIGN 


ARROW-HART 
30 and 60 Amp., 240 V. AC 
Light-duty Safety Switches 


for commercial and industrial use. 


Ideal for the protection of light-duty electrical 
equipment such as refrigerating units in stores 
and supermarkets—and conveyor units in in- 
dustrial plants. Has many advanced design and 
construction features that will make it the first 
choice of your customers: 


* Visible Copper knife blades 
Rugged Stationary contacts 


Combines compactness with ample wiring 
room 


Ample knock-outs 

All moving parts clearly visible 
Spring-assisted release holds switch in 
“Off” position 

Sturdy box construction 

Rating on outside front cover of enclosure 


* 


Both fusible and non-fusible types available. 
Write for details to The Arrow-Hart & Hege- 
man Electric Co., Dept. EW, 103 Hawthorn 
St., Hartford 6, Conn. 


/ 
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OSED SWITCHES 
WIRING DEVICES 


New Aids Announced For 
Home Lighting Promotion 


CHICAGO—A new aid for elec- 
trical distributors in selling installed 
lighting for residences is available in 
2 sets of lighting recommendations 
announced by the American Home 
Lighting Institute, Chicago. The rec- 
ommendations are listed in “Guide to 
Advanced Light for Living” and “Min- 
imum Light for Living Standards”. 

Included in the Minimum Standards 
is a chart giving lighting requirements 
for 3 sizes of living areas: up to 125-sq 
ft, between 125 and 225-sq ft, and over 
225-sq ft. Also included are ceiling 
fixtures and built-in lighting recom- 
mendations along with lighting recom- 
mendations for kitchens, bathrooms, 
workshop-basement areas, halls, stair- 
ways, closets and garages. The Guide 
expands on the Minimum Standards 
primarily through specification of ad- 
ditional and recessed lighting. The 
Guide spells out lighting requirements 
for each room and includes an illus- 
trated dictionary of lighting terms. 


Furniture Features 
Built-In Lighting 

NEW YORK—The development of 
the first furniture reportedly with built- 
in lighting has been announced. 

The new furniture features the use 
of “Panelescent” lamps, a light source 
in shelves of a hanging-wall ward- 
robe, and fluorescent lamps in a bed 
headboard, wall vanity, and a unit of 
the wardrobe. The lamp, .025 of an 
inch thick and constructed of a por- 
celainized steel sheet with ceramic- 
phospor coating, produces light over 
the surface of a panel without the use 
of bulbs, tubes, filaments, or cathodes 
through the principle of electrolumi- 
nescence. 

The new styled furniture has been 
developed jointly by Sylvania Elec- 
tric Products Inc., and the Drexel 
Furniture Co. 


Outdoor Lighting Receives 
Special Treatment in West 

Several recent events focused special 
attention on garden and outdoor light- 
ing in California. Bill Shalda, chair- 
man of the 1960 South Pacific Coast 
Illuminating Engineering Society Re- 
gional Conference and lighting expert 
for the U.S. Pavilion at Brussels, con- 
ducted a garden lighting demonstra- 
tion in San Diego with the IES par- 
ticipating. 

In Sacramento, a similar outdoor 
lighting clinic was held under auspices 
|of the Sacramento Municipal Utility 
| District, the IES and the electric lea- 
| gue. Fresno conducted one also. 















No 
trouble 
calis with 
PUSHMATIC 


Every breaker is 
individually performance tested 






I 


HERE’S WHY: Browse along our production line and it will 
be apparent why this circuit breaker has earned the reputa- 
tion as the safest and most dependable on the market. Fol- 
lowing are five of the dozen or more exhaustive checks and 
quality controls the Pushmatics undergo—over and beyond 
those required by Underwriters’. 


a BULLDOG ELECTRIC PRODUCTS DIVISION 
{Ps I-T-E CIRCUIT BREAKER COMPANY 
bs BOX 177 © DETROIT 32, MICHIGAN 


In Canada: 80 Clayson Rd., Toronto 15, Ont. Export Division: 13 East 40th St., New York 16, N.Y. 


2. MECHANICAL BREAK-IN After assembly every Push- 
matic is operated 50 times to make absolutely sure it functions 
well mechanically. Ten break-ins would be adequate . . . the 
extra 40 give you that much more assurance that it will never 
fail in manual or automatic operation. 


4. SHORT CIRCUIT TEST Being thermal-magnetic devices, 
Pushmatics then undergo severe short circuit currents to test 
the instantaneous trip time of the magnetic element. If a breaker 
fails to trip within .02 seconds, it is automatically rejected by 
the machine. Extra safety, extra performance. 
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1. CALIBRATION In a dust-free room, where temperature is 
maintained at a constant 75°, operators calibrate every Push- 
matic bi-metal assembly on a special optical viewer. Each bi- 
metal “latch” is adjusted to a dimensional accuracy of 1/1000 
of an inch. Prior to this, the bi-metal had been heat-treated in 
an inert atmosphere to relieve stresses, “normalize” the metal. 
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* 
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3. CALIBRATION UNDER LoaD Brought back to its “set” 
temperature, each breaker is checked at 200% of rated current, 
and again at the equivalent of 125% of rating. Check Boards 
are accurate to 1/10 of a second. Samples from each production 
run are also tested at 100% of rating. 


S. ENDURANCE Test Underwriters’ Laboratories run 
periodic endurance tests on BullDog Pushmatics®. The require 
ment — 10,000 operations, 6000 under load and 4000 with 
no load. But BullDog constantly checks out the breakers at 
50,000 or more operations. End trouble calls. Use Pushmatic! 





NEMA Accepts 12 
Additional Companies 

NEW YORK, N.Y.—Twelve elec- 
trical manufacturers have been ac- 
cepted for membership in the Nation- 
al Electrical Manufacturers Associa- 
tion. 

The new member companies and 
the product subdivisions with which 
they are affiliated are: 

Electrical Indicating Instrument 
Section—Weston Instruments Div., 
Daystrom, Inc., Newark, N.J.; Phao- 
stron Instrument and Electronic Co., 
South Pasadena, Calif.; Sensitive Re- 
search Instrument Corp., New Ro- 
chelle, N.Y.; Simpson Electric Co., 
Chicago; Triplett Electrical Instru- 
ment Co., Bluffton, Ohio. 


CHAN NEL /AOle 4 i Wire and Cable Section—American 
cys 


Super-Temperature Wires, Inc., Wi- 


nooski, Vt.; Times Wire and Cable 
Co., Inc., Wallingford, Conn. 
i ; Street Lighting Section—Fisher- 


Skilled mechanics .. . increasing d 13 omy Pacha gore — 
abe g. O., c., Ori ’ a. 


thousands of them every year : Ind # Pei iD 

...feach for and buy Channellock | wit ais —e “om ee 

pliers. They like the positive Ee Shenek 45: Wane Mic 
‘str } orp., Newark, N.J.; Waage Electric, 

gripping...the rugged strength b Inc., Kenilworth, N.J. 

...the precision balance...the ot j Electric House Heating Equipment 

full-polished finish at no ; ‘pe Section—Sun-Tron Corp., Chicago. 


extra cost. 
Cash in on this growing fxr NEMA Approves 
preference for genuine ‘ Returnable Reels Standard 
Channellock quality pliers. NEW YORK, N.Y.—The National 
Stock the complete line... Electrical Manufacturers Association 
and let the fast-selling has approved a new standard of re- 
Channellock No. 420 ‘ =. — “% gg and ate 

- ; e standard ts designated as a 
lead Ahab profit pa- q NEMA “Suggested Standard for Fu- 
rade in your store. Send 4 ture Design” because it applies to 
for our new catalog. sil those used after present inventories 
have been depleted. The standard 
provides dimensions for the produc- 
tion of economical, technically sound 
reels to meet all the normal needs 
of the industry. 





Champion DeArment Tool Co. 
MEADVILLE 
PENNSYLVANIA 


Freight Rate 


Study Opened by AHLI 
CHICAGO—A study concerned 
with the reduction of freight rates on 
glass and other component parts of 
lighting fixtures has been launched by 
the American Home Lighting Insti- 
tute in Chicago. 
Ihe study is being made by the In- 
Ask yOur (O00! Supp lier for if stitute’s traffic counsel, G. Robert 
Hallet, Jr., who will also investigate 
CHANNELLOCK PI IERS Dy nam the merits of industry cooperative 
shipping plans which may be practical 
due to the concentrated location of 
AHLI member’s plants and _ ware- 
houses. 

Officers of the institute explained 
that the studies are essential because 
of the “drastic impact of high freight 
costs on the marketing ability of the 
home lighting industry” 
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Compact central power control—with Vacu-Break protection 





VACU-BREAK HEAD 


CLAMPMATIC SPRING 


MOVABLE CONTACT SLUG 


CENTER INSULATING 


JONARY LOAD 











VACU-BREAK CONTROL snuffs arcs im- 
mediately when breaking circuits under load. 
The enclosed head limits the oxygen available 
during the brief arcing period. Closeness of 
the head material causes the arc to cool and 
extinguish quickly. ‘‘Double-break’’ action 
reduces the distance the Vacu-Break head 
must travel before the arc is extinguished. In 
addition, Clampmatic action assures bolt-tight 
contacts, accelerates breaks. 


BullDog Vacu-Break 
economical way to centralize lighting and power distribution. 


Power Panels provide the efficient, 


One compact panel controls a host of lights and motors. . . 


saves space .. . provides real circuit flexibility. 


BullDog Power Panels are prefabricated . . . switch units are 
quick-make, quick-break, standardized and interchangeable. 
Units are available from 30 to 600 amperes. It is simplicity 


itself to convert the panels when circuit requirements change. 


Exclusive Vacu-Break control snuffs arcs quickly . Clamp 
matic® ‘ action assures bolt-tight switching connections 
longer equipment life. For safety’s sake—and superior per 


formance—sell BullDog Vacu-Break Power Panels 


BULLDOG ELECTRIC PRODUCTS DIVISION 


I-T-E CIRCUIT BREAKER COMPANY 
BOX 177 ¢ DETROIT 32, MICHIGAN 


3 East 40th St., New York 16, N.Y. 





Thirty Graduate 
From NAED Sales Course 

CHICAGO—Twenty-nine salesmen 
and one saleslady of Electric Supply 
Corp. here graduated recently from 
the National Association of Electrical 
Distributor’s sales builder program. 

Supervised by Charles Currie, vice 
president of the company, and Fred 
Smith, sales manager of its Elgin 
branch, the sales training program 
was developed by Porter Henry & Co. 
specifically for member companies of 
the NAED. 

Larry Mangione, president, told the 
graduates that progress in today’s com- 
petitive business comes through edu- 
cation and reported there was evidence 
that the salesmen had already put the 
NAED selling principles into practice. 


Red China Plans Expansion 
Of its Aluminum Industry 


NEW YORK—Communist China, 
with its small aluminum industry ex- 


Stop Sw itch - Grop Ing | | panding rapidly, indicates that it will 


become a medium producer of the 


metal. This year its output is expected 
| to exceed that of the United King- 
san ae dom, reports Engineering and Min- 
ing Journal, a McGraw-Hill publica- 
tion. 


In 1958, Red China produced an 


| LLU Mi I N ATE p a AN D LF | estimated 27,000 metric tons of pri- 
| mary ingot; this year capacity maj 


: : reach 60,000 tons. The goal for 1962 
: 9) Ire a ry 5 >| . a 
S7 le nt mercu?y Y SU Lt¢ Y has been variously reported at be- 
tween 100,000 and 120,000 tons, an 
objective that will most likely be 
; : ‘ : re achieved, reports the publication. 
No longer any need to fumble in the dark when looking ; From 1954 to 1957. two alumi- 
for the light switch ... no more dirty walls from grop- < . ; “te ‘ 
ing for the switch. The answer? Lev-o-Lite with a tiny 
built-in neon light that illuminates the switch handle, 
costs only a few cents annually to operate and lasts a year, complemented by construction 
— The switch is sturdy with no moving parts to of another plant and initiation of 
wear out, no springs to snap and as easy to install as b 
. a aN é ’ > arge and small 
any standard switch. Ideal for that dark spot — and ‘2 plans for a number of large and sma 
silent too. 


num plants were rebuilt. New capac- 
ity was added to these plants last 


plants. 


LEV-O-LITE...just one of the many fine, quality 
devices made available to everyone through the supe- 


rior skills and complete resources of LEVITON! All Aluminum Needs Will 
popularly priced for every installation. Double By 1967, Triple 
For the complete story, write today on your letterhead. : By 1980 
NEW YORK—tThe world’s average 
need for aluminum will double by 
wencany sien F 1967 and triple by 1980, reports Pur- 
_— chasing Week, a McGraw-Hill pub- 
iraay teeta lication. The U.S., which has shared 
item ~ Ye 47.3% of the world’s production of 
: in ; the metal since 1945, will have to 
unietae anakeciaaanale 36 a more than double its current alumin- 
Switches listed by U.L. and C.$.A. um Capacity and produce 5,054,900 
tons by 1980 in order to maintain its 
present share of the total market. The 
magazine reports that average pe! 
capita consumption of the metal, 
which was less than half a pound in 
1945, should hit over 2.9 pounds in 
1960 


Your best jobs are done with 
LEVITON MANUFACTURING CO., INC., BROOKLYN 22, N. Y. 
Chicago « Los Angeles » Leviton (Canoda) Limited, Montreal 


For your wire needs, contact our subsidiary AMERICAN INSULATED WIRE CORPORATION 
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Sell beyond branch circuit wiring — sell Electrostrip for 
that additional multi-outlet assembly profit. 


With Electrostrip, you offer the very latest in electrical 
convenience . a movable outlet system that has no 
competition. You help your customers eliminate the head- 
aches of fixed outlet planning . . . end hidden installation 
costs and other unknowns that eat up their profits. You 
sell a product without competition in your area. Electro- 
strip is listed by Underwriters’ Laboratories. 
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PATENTED 


With demand growing, it will pay you to display Electro 
strip prominently. The 100-foot and 250-foot coils and 
fittings are packaged for easy handling. See your BullDog 
sales engineer for point-of-sale literature 


BULLDOG ELECTRIC PRODUCTS DIVISION 
I-T-E CIRCUIT BREAKER COMPANY 
BOX 177 © DETROIT 32, MICHIGAN 


® 
In Canada 80 Clayson Rd., Toronto 15, Ont. Export Division 13 East 40th St, New York 16, N.Y. 
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Medallion Homes Get 
Big Splash Advertising 

NEW YORK—On September 14 of 
this year, the Medallion Home Pro- 
gram will be the main theme in a 
30-page “spectacular ad” in Life 
magazine. This marks the _ biggest 
single advertising splash ever for the 
program. 

According to a recent report in 

Electrical World, a McGraw-Hill pub- 
lication, the combined efforts of the 
Edison Electric Institute and manu- 
facturers in sponsoring and financing 
this effort is, the magazine states, “an 
indication of the esteem which the 
Medallion Home program has. at- 
tained.” 
© Contest—A $100,000 Consumer's 
Contest, sponsored by the EEI (as 
part of the 30-page ad) is expected 
to draw 300,000 to 500,000 entries. 
Its purpose is to educate the contest- 
ant to proper lighting needs in the 
home. Particular emphasis will be 
placed on lighting fixtures and port- 
able lamps. 
e Headquarters—Retail lighting stor- 
es and lighting fixture electrical dis- 
tributor showrooms will act as local 
headquarters for the national con- 
test, and will receive display kits from 
member utilities in their areas. 

The American Home Lighting In- 
stitute will also cooperate through 
mailings to its manufacturer and dis- 
tributor members who plan to tie-in 
retail outlets with the consumer con- 
test. 


New Branch for 
Rock Island Wholesaler 


ROCK ISLAND—The B&M Elec- 
trical Distributing Co., Rock Island, 
Ill., has opened a new branch in Ce- 
dar Rapids, Iowa. The new branch, 
known as Electrical Wholesalers, Inc., 
pertly engineered and manufactured. Presented in modern is 80-ft. x 150-ft. on two floors, and 


A selective all-around line of Blue Chip wire products. Ex- 


put-ups. Backed by a national reputation for Quality .. . has a showroom displaying approxi- 
mately 500 different types of light- 
ing fixtures. 

Manager of the new company 
branch is Leo Getta, who has been 
associated with the electrical industry 
for the past 15 years 


and swiftly available from a warehouse close to YOU. 


Any distributor or wholesaler who gives it a real TRY should 
acSELLerate his wire business by going CORNISH. 


December Deadline Set 
For Changes in NE Code 


Any changes to be made in the 1962 

National Electrical Code that are to 

be processed through the International 

Association of Electrical Inspectors 

must be submitted at the fall sectional 

convention, as the deadline for re- 

ceiving them is December 1959, IAEI 

spokesmen report. Any proposed code 

changes should be put in writing and 

supported with the reasoning for its 

Producers\of Quality Wire Products for Home, Farm and Industry proposed change, IAEI spokesmen ad- 
vise. 
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TWO-WAY PROFIT WITH 


UNIVERSAL 


Selling ULD sets up ready 
market for future sales of new 
fixtures; also allows lighting 
changes without costly rewiring 


There are two sides to the profit pic- 
ture with BullDog 20-amp Universal 
Lighting Duct. First, of course, are 
your profits from original sales. And 
they can be volume profits because 
BullDog’s many exclusive features 
appeal strongly ‘to buyers. 

The second profit arises from the fact 
that BullDog users are ready cus- 
tomers for additional lighting fix- 
tures, as new and improved models 
come along. The reason is simple 


LIGHTING DUCT 


These users can replace their old fix 
tures for just the cost of the new 
fixtures—without capital outlay for 
rewiring 

Unlike pipe and wire, Universal 
Lighting defies obsolescence! It can 
be tapped anywhere along its length 
It is completely flexible whether users 
require additional outlets or want 
to move outlets to suit new layouts 


Iwo other outstanding ULD advan- 


tages are: a complete line that will 


meet all electrical requ nts: and 


competitive pricing W pipe and 
wire plus, of course, Dig Customer 
savines during layout rearrangement 


or fixture re placement 


More and more contractors and their 
customers are buying BullDog” 
every day. For full particulars on 
these products, check your BullDog 
field engineer. Or write BullDog 
Electric Products Co Detroit 32 
Michigan 


BULLDOG ELECTRIC PRODUCTS DIVISION 
I-T-E CIRCUIT BREAKER COMPANY 
BOX 177 « DETROIT 32, MICHIGAN 


In Canada: 80 Clayson Rd Toronto 15, Ont. Export Division: 13 East 40tt 











Latrobe 


Electrical 


“TRU -VEL" 


Fully Adjustable 


FLOOR BOX 


This “Tru-Level"” box is very easy to install— 
with its 3'/4” opening, it enables the inside 
attachment of conduit without removing the 
box body cover. 


It is a sheet steel, galvanized 4” octagon 
watertight box, 2!/.” deep, developed for 
concrete, tile or wooden floor with concrete 
base. 


Quick and easy tru-leveling ,with '/2” adjust- 
ing ring and 2!/,” long screw legs. 


Listed under re-examination service 


of Underwriters Laboratories, Inc. 
Non-Adjustable 

Watertight 

Floor Box 


Unique, practical de- 
sign cuts _ installation 
time; makes safer job 
and leaves more wire 
space inside box. Cover 
plate is 3!/." diameter. 
Insulator Supports 
Fasten porcelain or glass in- 


sulators to steel framework 


without punching holes, 4 sizes 
-1”, 12”, 2” and 2”. 


LATROBE PRODUCTS 
NON-ADJUSTABLE FLOOR BOXES 
ADJUSTABLE FLOOR BOXES 
GANG BOXES—COVER PLATES 
JUNCTION BOXES—NOZZLES 
PIPE OR CONDUIT HANGERS 
INSULATOR SUPPORTS 
CABLE SUPPORTS—FISH WIRE 
STAPLE AND CABLE CLIPS 


Sales Representatives in all principal Cities. 


Bullman 


Manuracturing Oo. 


12709-.1215 JEFFERSON STREET 


LATROBE. PA. 





| Florida Distributor Celebrates Move 


INVITATIONS like those illustrated above were issued to the guests of R & R 
Electric who were requested to attend the celebration commemorating the com- 
pany’s move to new quarters and the firm’s 30th anniversary 


Move Calls For A Party 


A move to a new location calls for a party like the one this 
Sunshine State distributor held for more than 400 guests 
who were invited to attend the moving" celebration. 


ave you moved to a new location 
4 and want to let your customers 
know about it? Well here’s how 
R & R Electric, Inc. of West Palm 
Beach, Fla. gave notice to its cus- 
tomers throughout the Sunshine State 
of its move to new quarters. 
e Let’s Have A Party—Actually the 
move from the old address of 500 
Palm Street to the new location at 
422-432 Sunset Road, West Palm 
Beach, marked the firm’s 30th anni- 
versary. So . . . what better way to 
celebrate, than to have a party. 
After the process of moving-in was 
completed, R & R officially opened 
its new West Palm Beach head- 
quarters on May 18th. However, it 
was decided that by July all R& R 
customers would have received noti- 
fication of its new location. Accord- 


ing to N. C. Goldman, president, July 
11th was selected as the date for the 
“Open House” party. 
e Everyone’s Invited—According to 
plans, all R & _ R’s_ customers 
received invitations to the party, 
which included a buffet dinner, re- 
freshments, and door prizes. After to- 
taling up the “dirty dishes,” it was 
estimated that over 400 _ people 
attended the occasion 

“Welcome” pamphlets were dis- 
tributed to customers as they entered 
the new building on the occasion. In 
the pamphlet was cited the function 
of the electrical distributor—‘“to bring 
these products to one central location, 
so that you may have the benefits and 
the conveniences of a one-stop source 
for electrical goods at any time these 
products are required.” 
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STEBER MANUFACTURING CO. 


Division of The Pyle-National Company 


TELEPHONE BROADVIEW, ILLINOIS 


Fillmore 4-6100 (Suburb of Chicago) 


Lighting Equipment 


To: All Steber Distributors 
THE LITTLE THINGS THAT COUNT 


Like the fabled straw that broke the camel's back, or the nail that lost the 
kingdom - the little annoyances in everyday business are the things that 
make each of us "wonder whether it's all worth while, "' 


In an effort to contribute our bit to your campaign to eliminate these little 
headaches, we're pleased to announce the following: 


I CASH DISCOUNT - NEW TERMS 
2% - 15th prox - Net 16th. Invoices dated 25th or later 
considered Ist of following month. Old terms were 2%, 
twice-a-month. 





II FREIGHT ALLOWANCES - NEW TERMS 
All orders earning freight allowance will be shipped pre- 
paid and allowed. No more checking freight bills against 
allowances. That's our worry. Incidentally, all orders 
shipped direct to your customers, whether they earn 
freight or not, will continue to be prepaid. 











III PRODUCT LIABILITY INSURANCE - NEW COVERAGE 
We have had liability insurance for a number of years, but 
have now added coverage to protect our distributors also. 
Sizes or recent judgements in product liability cases have 
undoubtedly given you chills. 





In closing, we'd like to thank you all for your support over the years and 
to renew our pledge of working in the closest possible harmony with our 


distributors. 
Yours very truly, 


Lb bul 


Sales Manager 
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Fire detection is big business! 
Cash in now with Kidde equipment! 


trrrtes 
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For years, schools, public build- 
ings, businesses and homes have 
been waiting for an inexpensive, 
dependable fire detection system 
approved by U.L. and F.M. Now 
you can sell them this vital detec- 
tion system at a reasonable price. 
Whether you sell Kidde system 
components on an install-it-your- 
self basis, or do the actual wiring 
job, there are thousands of dollars 
in potential profits for you. 


° pepegenacaces 


rrrtrsri ty 


And, selling Kidde, you can be 
sure that you’re selling quality. 
For more than 30 years, Kidde has 
been the leader in fire safety. It’s 
a name you and your customers 
can trust! 

Find out more about Kidde fire 
detection components — and how 
you can use them to cash in on 
these most profitable markets! 
For more information, write to 
Kidde today. 





1. Kidde alarm bells —6”, 8”, and 
10” diameter, U.L.-approved. 


2. Kidde Fyrindex detectors. 
Self-resetting, fast-acting, easy 
to install. Fixed-temperature 
units each protect up to 225 sq. 
ft. Rate-of-temperature-rise 
models protect to 900 sq. ft. Com- 
bination rate-of-rise, fixed tem- 


Kidde Ultrasonic & Detection Alarms, Inc. 


perature units each protect 2500 
square feet. All U.L. and/or F.M. 
approved. 

3. Break glass manual alarm. One 
or more stations. 

4, Control, rectifier, zone annun- 
ciator panels contained in one 
cabinet. Monitors up to ten zones. 
12 or 24 v., de. 


986 Brighton Road, Clifton, New Jersey 


A Subsidiary of Walter Kidde & Company, Inc., Belleville 9, N. J. 


Fixture System For 
New York Office Building 
NEW YORK—The 60-story Chase 
Manhattan Building now under con- 
struction here will feature a new 
lighting system that combines fixtures 
with air conditioning diffusers and 
loud speakers. The fixtures will be 
recessed in continuous rows, flush 
with the ceiling. Developed jointly 
by Skidmore, Owings & Merrill, ar- 
chitects, and Lightolier, commercial 
lighting manufacturer, the system 
will be one of the largest commercial 
lighting systems installed in one build- 
ing. The new concept of integrated 
lighting fixtures, air conditioning dif- 
fusers and loud speakers will require 
62,000 Ibs. of aluminum alloy to be 
supplied by Olin Aluminum, an oper- 
ation of the Metals Division of Olin 
Mathieson Chemical Corporation, and 
40,000 fixtures by Lightolier. 


Electric House Heating 
Exposition Set For March 
NEW YORK—tThe first National 
Electric House Heating Exposition 
will be held at the Sherman Hotel, 
Chicago, March 21-23, according to 
the Electric House Heating Equip- 
ment Section, National Electrical 
Manufacturers Association, sponsor 
of the program. 
The show will present the latest 
in electric resistance heating 
equipment, zone-type heat pumps, 
central heat pump systems, insulation, 
and electric controls for heating 
equipment. 12,000-sq ft of exhibit 
space will be available for the show, 
which is expected to attract about 
2,000 selected “in-trade” visitors. Held 
in conjunction with the event will be 
a 3-day symposium during which key 
industry and non-industry figures will 
speak and lead discussions on subjects 
relevant to each visiting trade group. 


direct 


Color Slide Program Shows 
Good Lighting Techniques 


LOUISVILLE, KY.—A_ program 
utilizing color slides to explain the 
policy of good inspiration lighting to 
electrical distributors and to assist 
them in planning a lighting program 
for home builders has been announced 
by the Moe Light Div. of Thomas 
Industries Inc 

E. Allen Lea, sales manager, said 
the slide presentation was developed 
around the firm’s recently introduced 
“Certified Inspiration Lighting” pro- 
gram. 

Lea said the presentation _ illus- 
trates what good lighting is, and the 
advantages of dramatic, effective and 
inspirational lighting in the home. 
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CATR 
As 
Friction Tape NOW. pa mie. 
G/ 


EYE CATCHING, COMPACT 
COUNTER MERCHANDISER 
TURNS BIG PROFIT — IN 
MINIMUM SPACE. Discover the 
selling difference that imagin- 
ative merchandising makes! 
With BULL DOG, you get extra 
sales . . . impulse sales that 
speed turnover and build profit. 
BULL DOG is the name your 
customers know .. . the quality 
tape that sticks tight, stays tight! 


MAKE BULL DOG s ia Sell the best, Sell BULL DOG! 


YOUR PET TAPE... 


Sold only 
for every purpose 


through verified 
/ 


e FRICTION if hole ale rs 


e RUBBER =fel-anels BOSTON WOVEN HOSE & RUBBER COMPANY 
° PLASTIC eo BOSTON 3, MASS. 


Also manufacturers of Garden Hose - Matting - Stair Treads - Automotive Hose 


September, 1959—ELECTRICAL WHOLESALING 








TEXTURED 


OR 


ALUMINUM 


FINISHES 
NOW ON 


Von- Metallic 


FIXTURES! 


Non-Staining 
Non-Corrosive 


199AL-WT 


192BR-WT 


168N-AL 
U. L. Listed 


WRITE FOR 
CATALOG 


UNION INSULATING CO. 


PARKERSBURG, WEST VIRGINIA 








RECEIVING a check from Phil Worst, electrical salesman of Noland Co., Newport 
News, Va., electrical wholesalers, are Aubrey Andleton (center) and Earl Casey (right) 


owners of A.C. 


Electrical Contractors, Newport News. Both Andleton and Casey 


have entered the home modernization field through Noland’s credit plan. 


Home Modernization Promotes Profits 


Contractors say home modernization plan helps "'sell-up." 


INANCING to electrical con- 

tractors to promote home mod- 

ernization, has become the policy 
of Noland Co., Inc., Newport News, 
Va. (EW November, 1958), which 
has resulted in profits for wide-awake 
contractors 

Two of these wide-awake cus- 
tomers of the Virginia credit organiza- 
tion are Aubrey Andleton and Earl 
Casey, owners of A.C. Electrical Con- 
tractors, Newport News. According to 
a report from Noland, the contractors 
entered the home modernization mar- 
ket at the beginning of this year and 
with six months behind them are con- 
templating their most profitable year. 
e Modernization Means Money—Ac- 
cording to Andleton, “If electrical 
contractors spent half as much time 
on home modernization as they do on 
new work, they would be dollars and 
dollars ahead in their wallets. We are 
switching over only from new work 
to this profitable modernization mar- 
ket because new work is just plain 
getting too competitive, there is a 
great waiting period for money in new 
work, and with modernization we 
have a chance to “sell-up” every job.” 

Virgil Casey, Earl’s brother, is an 


outside salesman who believes that the 
use of a time payment plan can add 
several hundred more dollars of im- 
provements into a job with a slight 
increase in payments. 

@ Services Combined—Asked if any 
other trades are needed to complete 
the modernization jobs, Aubrey An- 
dleton replied, “No, when we first 
started we didn’t try to take up a piece 
of flooring or try to do small odd jobs 
not associated with our trade, but 
now it’s routine work.” 

According to a Noland spokesman, 
if a modernization job requires the 
services of a plasterer or carpenter, 
the electrical contractor will sublet to 
them, thus making it convenient for 
the customer to pay only one bill. 

A.C. Electric has put through 53 
contracts through Noland Credit Co. 
during the period from March 1 to 
June 15, 1959, and 25 more approvals 
are reportedly on hand. They average 
about 6 applications a day and they 
hope to raise the figure to 15. 

Earl Casey sums the electrical mod- 
ernization market up like this, “This 
time payment modernization market is 
like a big pool and the one who jumps 
in first is going to get the wettest.” 
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ONELL GET YOU THREE... ) 


(Se 


483 
TRIPLE OUTLET GROUNDING ADAPTER 


iia 
i | 














—Converts ONE grounding ovtlet into THREE 
grounding outlets. Engineered to meet ever- 
increasing use of 3 wire grounded caps. Use 
one of these streamlined taps in a duplex re- 
ceptacle . . . have the other outlet available, 
if needed. 


—Converts any standard 2-wire outlet into 
THREE 3-wire grounding outlets. Trim enough 
to accomodate one tap in a duplex recep- 
tacle leaving the other outlet available for 
use. Merely attach grounding lead to plate 
screw and the outlet is converted. 


Rated 15A-125V with colors in modern brown and ivory. 


C) RODALE MFG. CO., INC 





Sold only through electrical wholesalers. 
Or for further information and prices, 
write Rodale direct. 


manufacturing co., inc. 
dept. W9 emmaus, pa. 
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Conduit Holes 
im SeECONndsS wit 


Greenlee Hydraulic Punch Driver 


for all sizes of conduit up to 5’ 


Here's the fast, cost-cutting way to enlarge knockouts or make entirely new 
openings for conduit up to 5”. With a few easy strokes of the handle the 
Greentee No. 7646A Hydraulic Knockout Punch Driver punches through 
metal up to 10-gauge. Makes hole-cutting in tight, cramped quarters far easier 

. no wrench space needed. This lightweight, portable unit is designed to 
drive all standard Greener knockout punches for 14” through 5” conduit 
Comes to you complete with hydraulic pump, hose, ram, adapter screws, and 
die sleeves in metal carrying case. Ask your distributor for a demonstration 


of this timesaving tool, or write for Bulletin E-274. 


Wide choice of sets with 
Hydraulic Driver and Greenlee 
Knockout Punches 
Set No. 7310 (right) — Driver and set of 
10 Greencee Knockout Punches for 14” - 

4" conduit. Two metal cases. 

Set No. 7306 Driver and set of 6 Green- 
ree Knockout Punches for 14" - 2” conduit. 
Metal case, 

Set No. 7304 4 Greentree Knockout 
Punches for 2%” - 4” conduit. Metal case. 
Knockout Punch No. 743 — For §” conduit 


A COMPLETE LINE OF KNOCKOUT TOOLS, HAND OR HYDRAULIC PUMP OPERATED 


GREENLEE TOOL CO CREERLEE 


1756 Columbia Ave., Rockford, Illinois 





PEOPLE IN THE NEWS 





Ralph B. Johnson, executive vice 
president of Hawaiian Electric Co., 
Ltd., Honolulu, has been appointed 
president, succeeding Leslie A. Hicks. 


Allen S. King, president of North- 
ern States Power Co., Minneapolis, 
has been installed as president of the 
Edison Electric Institute. He served 
as vice president of EEI from June 
1958 and succeeds J. E. Corette. 
Sherman R. Knapp is EEI v.p. 

Russell J. Keller has been appoint- 
ed manager of Industrial Equipment 
Dept., Rumsey Electric Co., Philadel- 
phia. He retains position of 
manager of the department. George 
E. Hinkel has been appointed assist- 
ant manager of the department. 


William H. Rorabaugh has been 
appointed general manager of Light- 
ing Dynamics, Inc., Dallas, a subsidi- 
ary of John C. Virden Co., Cleveland. 


sales 


Charles B. Shaw 


Charles B. Shaw has joined Double- 
day-Hill Electric Co., Pittsburgh, as 
assistant to the president. Since 1954 
he had been advertising sales mana- 
ger of ELECTRICAL WHOLESALING and 
Electrical Construction and = Main- 
tenance. Shaw McGraw-Hill 
in 1948 as a sales trainee in the di- 
rect mail division. In 1950 he was 
named district manager for ELre 
TRICAL WHOLESALING in Cleveland 


O. C. Klingsick, formerly vice 
president in charge of production for 
Day-Brite Lighting, Inc., St. Louis, has 
been named vice president and con- 
troller 


joined 


Geoffrey L. Haszard, British Colum- 
bia general purchasing agent at Van- 
president, 
Electrical Service League of British 
Columbia, succeeding S. V. Grisdale, 
Canadian General Electric 
manage! 


David G. 


couver, has been named 


district 


Christie has been ap- 
pointed director of industrial rela- 
tions for Sylvania Electric Products 
Inc., New York, and Joseph D. Ken- 
rick has been appointed manager of 
the tax department 
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HOLOPHANE maintains lighting leadership with 


these New Quality-Engineered Developments 






HOLOFLUX* Series 6400 
Prismalume* 


Controlens* Shallow 


fixture, 2-ft. wide, 4-ft 
lengths, recessed; single 
ntinuc us runs 


REALITE® with 


Prismalume Controlens 










enclosure, surface 
attached fluorescent 


Through 62 years Holophane engineers have 
concentrated on research and development of new 
and better illumination control methods for all 
light sources Combining this long experience with 








fy erry * ee APAY vie . 
Be veer ceri 11 er atashbamenpe / No. 6024-6025: 2-ft time-tested principles of prismatic light control, 
fot 7? VOR ne 
* me ie. ie square Prismalume Holophane has introduced many trend-setting 
acrylic plast luminaires — the newest of which are shown here 


Controlens for pteeng These are representative of the wide variety of 
—" highly effective, economical lighting units Holophane 
J designs for every field — industrial, commercial, 
institutional Before you proceed with any 

lighting project, get Holophane engineering data 


and recommendations; available on request 


No. 641-643: Hibay* 
reflectors; protective 
Grip shield; 400 W. and 


1000 W. Mercury Vapor 








No. 04252-53: Outdoor 
substation units with 


prismatic lens-tog ae 


—_— hme ta » 


— 
a | > BS _ 





HOLOPHANE COMPANY, INC. 


Lighting Authorities Since 1898 
342 Madison Ave., New York 17, N.Y 


THE HOLOPHANE CO, LTOD.. 418 KIPLING AVE SO. TORONTO 18, ONT 
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J. C. McNamara, Jr. has been 
elected president of Smith-Perry Elec- 
tric Co., Dallas, succeeding his father 
the late J. C. McNamara, James A. 
Morrow was elected vice president 
of the company and Cleburne War- 
rick was re-elected secretary. 


William B. Harper, former man- 
ager of the Phoenix branch of West- 
inghouse Electric Supply Co., has 
been appointed sales manager of 
inside apparatus and supplies for the 
company, succeeding Bruce A. Everly, 
now marketing manager for Westing- 
house lighting division. 


Thomas J. Gamble has retired as 
secretary of Southern California 
Edison Co, after 37 years association. 
A. L. Chavannes has been elected to 
succeed Gamble. 


T. D. Stephens has been appointed 
manager of distributor sales in the 
Atlanta, Ga., office of Tung-Sol Elec- 
tric, Inc. 


C. M. Michalski has been appoint- 
ed corporate advertising manager of 
Square D Co., Detroit. 


Finn J. Larsen has been elected 
corporate vice president in charge of 
research for Minneapolis-Honeywell 
Regulator Co., Minneapolis. 








Richard Lindgren has been ap- 
pointed manager of motor sales for 
Emerson Electric Mfg. Co., St. Louis. 
° ° He succeeds O. D. Metz who has 
’ ’ 

It’s safe. SS grounded with been named assistant to the general 


CFsI Galvanized Steel Strand |” 


When grounding electrical installations, you can’t afford to use 
“second best” wire. Insist on a dependable steel strand that will 
give years of trouble-free service -CF«I Galvanized Steel 
Strand. Woven in seven- or three-wire constructions, CF&I Gal- 
vanized Steel Strand is made in accordance with ASTM Speci- 
fication A-363 zinc coated steel Overhead Ground-Wire Strand. 


For guy, messenger and other applications we recommend 
ASTM Specification A-122. CF&I is also prepared to produce 
uniformly galvanized strand to your own specifications. 











Remember . . . for quick delivery and com- 
plete information, call the nearby CF«I sales 
office or your local electrical distributor. Jack Blackledge has joined Glens 
Falls Electric Supply Co., Glens 

| Falls, N.Y. as vice president and gen- 
| eral manager. His responsibilities also 
| include the firm’s two branches— 
| Dorp Electric Supply Corp., Schenec- 
GALVANIZED STEEL STRAND | tady, and Clinton Electric Supply 
THE COLORADO FUEL AND IRON CORPORATION | Corp., Plattsburgh. Blackledge has 


In the West: THE COLORADO FUEL AND IRON been active in the electrical industry 
CORPORATION — Albuquerque - “ — oo for 35 years, starting with Westing- 
Butte - Denver - Ei Paso - Farmington (N.M.) - Ft. Worth - ion x. ™ © 
Somaie - Lincoln + Los Angeles - Oakland - Oklahoma City house Electric Corp. in Boston. Most 


Pa Pa rio Stina Sete recently he was vice president and 
In the East: WICKWIRE SPENCER STEEL DIVISION — Atlanta - Boston general manager for J. A. Edwards & 
Buffalo - Chicago - Detroit - New Orleans - New York - Philadelphia Co.. New York. Before that he was 

CFA OFFICE IN CANADA: Montreal 
CANADIAN REPRESENTATIVES AT: Calgary - Edmonton - Vancouver - Winnipeg 





J. L. Blackledge 





eastern district sales manager for 


i Westinghouse Electric Supply Co. 
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POLICY 


LET’S TALK PROFIT OPPORTUNITIES 


NEW; ALLIS-CHALMERS Motor Control 
offers ONE-TWO PROFIT PUNCH 


Complete Line of Low Voltage Control 
This new line of Size 0 to 4 Allis-Chalmers control 
includes a full range of standard, special design and 
accessory devices to meet the needs of most industrial, 
commercial and domestic motor control applications. 


Minimum Inventory Requirements 
Flexible, unitized design permits fast, inexpensive modifi- 
cation in the field, with minimum inventory requirements. 
In addition, fast delivery from regional warehouses and 
factory keeps your inventory requirements down. 
Unsurpassed Mechanical and Electrical Life 

Millions of “life test” operations attest to quality of 
design and construction — guarantee your customers un- 
surpassed dependability and operating life. 


Complete Control Line 
With an Allis-Chalmers franchise, you have the advan- 
tage of a complete line of industrial control —low voltage 
equipment through Size 8, high voltage control, dc con- 
trol, special devices and control systems. 








Money-Making Franchising Practices 
Allis-Chalmers recognizes that offering a top quality 
product is only the foundation upon which maximum 
profits are built. That’s why an Allis-Chalmers franchise 
includes these additional profit-making advantages 
e@ Direct assistance in specialized sales and engineering 
applications 
@ Sales-producing product meetings in the field and at 
the factory for your salesmen 
@ Selective appointment policy. 
@ Liberal exchange policy on stock products 
® Continuous research and development to provide 
new products that stay ahead 


Sales promotion and national advertising designed 
for distributor sales impact. 


Diversified line of electrical equipment from one sup 
plier — motors, transformers, regulators 
stations, switchgear and circuit breakers 


unit sub 


Let’s talk it over. Profitable opportunities are still open. For informa 
tion, call your nearby A-C district office or write Allis-Chalmers, 
Distributor Sales Promotion, Milwaukee 1, Wisconsin. 


ALLIS-CHALMERS 


A-1015 





John B. Glenfield, Jr. has been 
appointed assistant to treasurer-proj- 
ect coordinator, Triangle Conduit 
and Cable Co., Inc., New Brunswick, 
N.J. Also newly appointed are Walter 
W. Banker as manager of Standards, 
Production, Planning and Coordina- 
tion Depts., and Milton W. Gunkle 
as director of purchases. 














Joe B. Browder 


a 
Joe B. Browder, assistant to the 


vice president in charge of sales and 


sales manager for (seorgia Power Co., 
LDS ALU Vj NU Vi has been elected president of the 
Illuminating Engineering Society. 
Also elected were James R. Cham- 


bers, sales manager, lighting products 
div., Appleton Electric Mfg. Co., 


a s a | 
and Richard G, Slauer, manager- 
marketing services, fixture div., 
Sylvania Electric Products Inc., as 


cuts installation and maintenance costs! |. wien san, 0 


Electric International Co., has been 


Reynolds Aluminum Electrical Rigid Conduit offers five im- appeutes ho ag a »* mo 
portant benefits: 1. LIGHTWEIGHT. Aluminum conduit weighs ee ae a 
approximately two-thirds less than steel conduit. Installa- Peas ay 
tion is faster, easier. 2. CORROSION-RESISTANT. Alumi- G. Harvey Porter has been ap- 
num cannot rust—ever—and is corrosion resistant to water, ageting =e age ec — 
weather and most industrial atmospheres. There are no aha tor Jobe F. “Apsey, ie who 
periodic protective maintenance problems, no rust on walls has been appointed director of public 
or surrounding fixtures. No rusting threads. 3. NON- | relations. Other appointments include 
MAGNETIC. With aluminum conduit, voltage drop is re- James Otradovec as assistant adver- 
duced. Longer conduit runs or smaller conductors are pos- ie” ee a yh 
sible. 4. EASY-WORKING. Aluminum conduit bends and | Seemaiciens Gaaaiee. Siedienes tbe. 
forms quickly and accurately to meet and by-pass obstacles ; 
found in many installations. 5. NON-SPARKING. Aluminum E. Jerry Wiitew has been ap- 
will not spark from accidental contact with hard objects. ge Age co rg oe 5 
“ihe ) c 0., Inc., Dallas, 
Perfect for use in inflammable areas and atmospheres. Texas. 





John F. Jones has been elected a 
vice president and director of Burndy 
Corp., Norwalk, Conn., while George 
A. Goos has been named assistant 
secretary. Jones is also a director of 
Summit Roberts Products, Inc., 
Toledo. Lawrence M. Lyons has 
been elected production manager of 
Utility-Industrial Div., Burndy Corp 


The Finest Products me cote information 
3 s . an names oO eynoias uminum 
Made with Aluminum Electrical Rigid Conduit outlets, call 
<aals aie your nearby Reynolds Sales Office or 
ee write Reynolds Metals Company, Box 


REYNOLDS ES ALUMINUM 2346-EC, Richmond 18, Virginia. 


Also write for descriptive brochure 


Thomas J. Barr has been appointed 
south-central Texas district manager 
Watch Reynolds TV shows —“ALL-STAR GOLF” and “ADVENTURES IN PARADISE” — ABC-TV by Electro Lighting Corp., Chicago. 
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New R&M-Hunter Baseboard Unit 
Makes Electric Heating News 


oll 





tH 


ONLY 33 INCHES LONG, 13 INCHES HIGH, 3% INCHES DEEP 
Mounts against wall finish or may be recessed in stud space 


Best comfort results from combining 
features of Baseboard and Forced Air Heat 


The benefits of powered circulation plus 
the ideal system of lower level temper- 
ature control combine to produce lowest 
cost comfort. By recirculation of air 
concentrated in the lower three feet of 
the room—the yardstick zone—heat is 
directly utilized by the occupants of the 
room. There is no wasteful overheating 
of outer wall or ceiling surface to speed 
up the heat loss and needlessly increase 
the cost of heating. You use all of the 
heat you pay for. 





Diagram 
shows air flow 
pattern through unit 











Floor-Level Thermostat Guards Comfort. 
Cold air sinks to the floor immediately. 
The R&M-Hunter Forced Air Baseboard 
knows the minute that a door or window 
has been opened and responds instantly. 
Cold or cooling floor air is whisked into 
the unit by a quiet centrifugal blower. It 
is forced over the heating elements for 
fresh warmth and delivered directly into 
the “living zone” at comfortable tem- 
perature. Air is never super-heated so 
as to escape wastefully to the ceiling. 
Positive, powered control of circulation 
at low levels mixes the tempered air with 
room air immediately. Outer wall and 
window areas are kept at or near room 
temperature for economical operation. 


SAFE SURFACE TEMPERATURES 
The big volume air circulation holds 
operating temperatures to a level that 
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is perfectly safe for little children. Each 
unit is equipped with an automatic safety 
thermal overload switch to prevent over- 
heating in case of any unforeseen block- 
age of air circulation. Will not discolor 
fabrics that can be ironed with ‘medium 
heat” setting. 

Safe, Easy to Clean. Built-in safety 
switch automatically cuts off power to 
both blower and heating elements when 
front panel is removed. No need to 
throw master switch for periodic clean- 
ing. With front panel removed, all parts 
are easily accessible to blower attach- 


ELECTRIC HEAT GAINS 
WIDE APPROVAL 


Homes fully heated by electricity 


500,143 


372,219 
301,257 


t.1,1956 Sept.1,1957 Sept. 1, 195€ 


Source: Electric Heat and Airconditioning 


ment of vacuum cleaner. Power con- 
nections are automatically restored when 
front panel is secured in position. 
Requires No Oiling. Sealed bearings with 
life-time lubrication eliminate miainte- 
nance nuisance. No periodic oiling re- 
quired. Quiet, efficient blower operation 
assured at all times 


AUTOMATIC—DUCTLESS 
FORCED WARM AIR HEAT 
APPEALS TO BUILDER, HOMEOWNER 


Construction and operating economies 
are responsible for the widespread en- 
thusiastic acceptance of ,R&M-Hunter 
Forced Air Baseboard. The compact di- 
mensions save valuable floor space. No 
heating closets or chimneys required 
Eliminates bulky duct work. Limits the 
number of subcontractors involved in 


new construction 


OPERATING EFFICIENCY, 
“ZONE CONTROL" POPULAR 


With thermostat control in each room, 
you completely eliminate that hard-to- 
heat room problem. It is never necessary 
to overheat one area of the home to 
achieve comfort in another. Individual 
rooms may be maintained at temper- 
atures best suited for the activity of that 
area without disturbing the temperature 
of other rooms 

4 sudden change in wind direction or 
addition of sun heat through a window 
are immediately compensated for within 
the room where change occurs. This 
gives true operating economy, impossible 
to achieve with a single, centrally lo- 
cated thermostat 

Units are available with or without 
built-in thermostat. A single thermostat- 
equipped unit will control two or more 
Forced Air Baseboard units in a single 


room 


UNITS ARE IDEAL FOR 
COMMERCIAL BUILDINGS, TOO 


R&M-Hunter Forced Air Baseboard 
units available in sizes from 1,000 watts 
to 3,000 watts for residential use. Up to 
4,000 watts for use in schools, offices, 
institutions. 


MAIL COUPON TODAY FOR COMPLETE INFORMATION 


Hunter Division-Robbins & Myers. Inc. 


2672 Frisco « Memphis 14, Tennessee 


Please send complete data on your new Forced Air Electric Base 


board Heater to: 


Name 


ELECTRIC HEAT | aires 











Radiant Wall 
Panels with 
“A Size for 
Every Room” 


WE At 


- " The SUN-TRON ELECTRIC HEATING 
* Distinctive Styling principle has a newness, a freshness 


about it that is the very latest in 


* Greater Efficiency design and function. Engineering 


know-how has adapted principles of 


* More Durable Construction manufacture which have never been 


used in electric heating before now. 


* Most Convenient Utilization The result is a finer quality and more 


efficient heating unit than the world 


* Simplicity of Installation has ever known... with beauty that 


will actually enhance the appear- 


* Ultimate in Comfort ance of every room in the house. 


Available in 6 convenient sizes: 48x6, 30x9, 36x9, 36x14, 72x9, 36x18. 


Your choice of: oak, mahogany-walnut, beige-tone, pearlized grey 


APPLICATION ENGINEERING AVAILABLE 


To assist builders, electrical contractors and others in incorporating 
Sun-Tron Electric Heat into their buildings, Sun Tron maintains an 
application engineering department. Submit detailed construction 


specifications, floor plans and elevations for estimate and proposal 


. . . Offers unsurpassed PROFIT opportunities. 


Write for analysis booklet of operation and installa- 
tion costs for a Sun-Tron electrically heated home in 
your own area. With this as a guide, it is possible 
to estimate most typical homes. 


Desirable territories and franchises are available. 
| SiPelron 


Co i 
| oH © Opererien ff 
if Ins eHlotion 


Anotysig 


OM 7435 w.wison avr. 


Merny 


0 8 CHICAGO 31,°ILLINOIS ~“"™ 


SALES REPRESENTATIVES 





Day-Brite Lighting, Inc., St. 
Louis, has appointed Bernard J 
Elfring as sales representative in 
Vermont, New Hampshire and 
Maine. 


Lightolier, Inc., Jersey City, N.J., 
has made three changes in sales 
assignments. Earl Singer, architec- 
tural lighting div. sales representative 
in Boston, will now also represent all 
Lightolier divisions in Rhode Island 
and the Boston and New Bedford-Fall 
River areas of Massachusetts. George 
Goodman, sales representative for 
central and western Mass., southern 
Vermont and N.H., will also cover 
Maine. Norman Schwartz, sales rep- 
resentative for Lightolier fixtures in 
Conn., now also represents the port- 
able lamp div. 


Virden Lighting Div., John C. 
Virden Co., Cleveland, has appointed 
Rudolph J. Takacs as sales repre- 
sentative for the Northern Ohio area. 


Sun-Tron Corp., Chicago, has ap- 
pointed four distributors and four 
representatives to cover 14 states and 
Canada. The distributors are: Farrell- 
Argast Electric Co., Indianapolis 
Ind., for the Indianapolis area; Rich- 
mond Electric Supply Co., Richmond, 
Ind., covering Southern Indiana; Kief- 
er Electric Supply Co., Peoria, IIL, 
for 100-mile radius of Peoria; Iowa 
Radiant Electric Heating Co., Inc., 
Wellsburg, Iowa, covering Minn., 
S. D., Neb., and Iowa 


Following are the representatives 
P. J. Heenan, Ltd., Toronto, Ont., to 
cover Canada; Dean Griffith Co., 
Birmingham, Ala., for Miss., Ala., 
and Western Florida; Geerdes & 
Geerdes, Wellsburg, Iowa, covering 
Iowa, Neb., Minn., and S.D.; and 
O. B. Wilt Co., San Carlos, Calif 
for Wash., Ore., Calif., Western Ne- 
vada, and Arizona 


Arro Expansion Bolt Co., Marion, 
Ohio, has appointed George P. Wil 
cox, Jr. as sales representative for 
Southern California, Arizona and 
Southern Nevada 


Moe Light Div., Thomas Industries 
Inc., Louisville, has appointed R. L. 
Patrick district sales representative for 
Eastern Washington, Northern Idaho 
and Montana; and Jack Brown has 
been appointed sales representative 
for metropolitan New York. 


Slater Electric & Mfg. Co., Inc., 


Glen Cove, N.Y has appointed 


Eberhardt Electric Sales Co., Buffalo, 
N.Y., as sales representatives for the 
state of New York, with the exception 


of New York City 
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POWER-LUX 


200 footcandles with Power Groove lamps 


Now offer your customers LPI’s Power-Lux 
luminaire engineered for high-intensity 
illumination and comfortable brightness 


The new Power-Lux luminaire meets demands for higher 
levels of illumination in stores and commercial build- 
ings, opens up new sales opportunities for you. Just in- 
troduced by Lighting Products Inc., the unit is specifi- 
cally designed for new, improved Power Groove lamps. 
Engineering features, including exclusive parabolic 
louvres, provide high efficiency and excellent diffusion 


One economical Power-Lux with four Power Groove 
lamps does the lighting job of three conventional fixtures 
with slimline lamps. Now you can offer your customers 
important savings in the cost of delivered light and in 
the cost of lighting installations. 
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Power-Lux is an outstanding choice for new stores 
as well as for raising the light levels of existing commer 
cial buildings. For re-lighting applications, the new 
luminaire simply replaces the present fixtures to provide 
dramatic increases in illumination 


Units are available in four-lamp models, 36 inch 
wide; and in two-lamp models, 12 inches wide. Both 
are offered in four and eight-foot lengths. For complete 


information write for LPI’s Power-Lux Bulletin. 


Lighting Products Inc Highland Park, Illinois 





FLUORESCENT 
LIGHTING 














NEWS 














EIA, NEMA Announce 
Semiconductor Programs 
NEW YORK—tThe Electronic In- 
Ctonged Sengee aver Vaewaye Gud Citngs dustries Association and the National 
Electrical Manufacturers Association, 
two major trade associations with in- 
terests in the semiconductor industry, 
have jointly announced integrated 
programs designed to provide broader 
coverage in the areas of technical 
standards and marketing data for 
manufacturers and users of semicon- 























Flangeless Screw-Cover Lay-in 
Wireways and Fittings 












| ductor devices. 

The joint programs will also focus 
upon product scope for each trade 
group. NEMA’s semiconductor activi- 
ties will encompass power and con- 
trol rectifiers. EIA’s scope covers 
diodes and transistors generally used 
in signal and low-level applications as 
well as semiconductor devices used 
in home instruments. Power transis- 
tors are divided between the two as- 
| sociations’ product scopes. Spokesmen 
It pays to figure on | for the two associations have urged 
‘ semiconductor manufacturers to re- 
44 aa Vv gS T view the product scopes of the two 

N aa associations and to join one or both 


| of them. 





Flangeless Hinged-Cover Lay-in 
Wireways and Fittings 
































wiring installation equipment 
Kansas City To Hold 
| Electric Living Show 
KANSAS CITY, MO —A fall Elec- 
| tric Living Exposition will be held in 
this city’s municipal auditorium Oct. 
7-11, under the sponsorship of the 
Electric Association of Kansas City. 
Exhibits by manufacturers, dis- 







You name it—Keystone has it! Here’s the most 
complete line of quality wiring installation 
equipment available—anywhere! All sizes, 
shapes and types of U.L. listed wireways and 
auxiliary fittings, cabinets, boxes and en- 
closures—all easy to install and maintain, too. 
What’s more, when you're faced with a special 
job that “standards” just can’t handle—then 
Keystone will quickly provide custom en- Type SC and FC 
closures to meet your exact needs! Screw-Cover 

Pull Boxes 









tributors and dealers will be on dis- 
play in the exhibition hall of the audi- 
torium and the show will be open to 
the public 











In addition, you'll save time when you specify 
Keystone — because coast-to-coast regional 
warehouses assure you of getting what you 
want, when and where you want it! 


Electrical Associates 
| Will Hold Annual Outing 


NEW YORK—The Baltusrol Golf 
Club, Springfield, N.J. will be the 
scene on September 17th, of the an- 
nual fall outing of Electrical Assoct- 
ates, Inc. An annual golf tournament 
will be the feature attraction of the 
day, said to be one of the banner 
days in outing activities for the elec- 
trical industry in the Metropolitan 






Type A Hinged-Cover 
Surface Cutout Boxes 












area 














GE Division 
Plans Warehouse 


Type PF and PS Telephone Cabinets LOUISVILLE—General Electric's 
major appliance division, according to 
a report, will build a warehouse to 
distribute parts and literature at New 
Concord, Ohio next year. 

Plans call for 400,000-sq ft of stor- 
age and service area and an office 
25,000-sq ft 






Single and Double Door 
Current Transformer Cabinets 














3 NEW CATALOGS—Contain complete information on the 
entire Keystone quality line. Send for your free set today! . 


EYSTONE MANUFACTURING COMPANY 


23328 Sherwood Road e Warren, Michigan 










building of 
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Hundreds of good reasons why 
Clark “PM” Relays are worth waiting for 


The word is out about the most complete, integrated line and flexibility neater, mor niform panels the 
of control relays available today greatest possible use of every square inch of valuable space 
If your shipment of Clark “PM” Relays has been delayed, Is it any wonder also, when you consider that every 
please be patient. There’s a very good reason. Seems like relay in the Clark “PM ne is manufactured with the 
everybody wants them same careful attention to detail that has long made Clark 
It all began when Clark first announced the completion the standard of quality” for industrial control 
of a full line of “PM” Relays. We were literally snowed No time-saving production short cuts are worth sacrific 
under by an avalanche of orders ing this quality, even in the face of the tremendous demand 
We're happy to report, however, that our manufacturing created by customer preference. In fact, we're sure our 
facilities have been expanded to meet the demand and we're customers wouldn't have it any other way 
rapidly catching up—even though the avalanche continues Your Clark Controller sales representative or distributor 
Is it any wonder when you consider the many advantages will glad to give you more reasons why Clark “PM 
the Clark “PM” Relay line offers: modular construction relays are your best control relay buy—well worth waiting 
that makes possible integrated uniformity, compactness for. Contact him or write direct to Clark Controiler 


ul, 
CLARK CONTROLLER 


Everything Under Control * 1146 E. 152nd St. + Cleveland 10, Ohio 


1 | I} IN CANADA; CANADIAN CONTROLLERS, LIMITED © MAIN OFFICES AND PL 
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YOUR GUIDE FOR DEPENDABLE 
LIGHTING EQUIPMENT 


RLM INCANDESCENT REFLECTORS 
PORCELAIN ENAMELED ALL WHITE 
THREDLOCK PENDENT & BOX 
MOUNT SOCKETS. SOLID & VENT- 
ED NECK. COMPLETE RANGE OF 
SIZES & SHAPES FOR EVERY NEED. 


RLM HIGH BAY REFLECTORS 
ALUMINUM WITH ALZAK FINISH 
STEEL PORCELAIN ENAMELED. FOR 
300-1500 WATT INCANDESCENT OR 
MERCURY VAPOR 400-1000 WATT 
NARROW BEAM—MEDIUM OR WIDE 
SPREAD. THREDLOK SOCKETS. 


VAPORPROOF FIXTURES 
CAST ALUMINUM HOUSINGS. POR- 
CELAIN ENAMELED ALL WHITE 
REFLECTORS. 100-500 WATT SIZES 
PENDENT, BOX & BRACKET. CLEAR, 
OPAL & HEAT RESISTING GLOBES. 


GYMNASIUM FIXTURES 
FOR SUSPENDED CEILINGS. SERV- 
ICEABLE FROM ABOVE OR BELOW 
500 WATT PORCELAIN ENAMELED 
REFLECTOR. ALSO AVAILABLE WITH 
CAST ALUMINUM GUARD. SURFACE 
MOUNTING TYPE ALSO AVAILABLE 


HOSPITAL ROOM-BED FIXTURES 
INCANDESCENT DUAL LIGHT 
GIVES MORE LIGHT WHERE NEED. 
ED. CAST ALUMINUM. VENTILATED 
FOR COOLER OPERATION. HAS 
CONVENIENCE RECEPTACLE ON 
SIDE 


FLOODLIGHTS 
ALUMINUM WITH ALZAK FINISH 
HINGED HEAT & IMPACT RESIST 
ING LENS. FOR INCANDESCENT OR 
MERCURY LAMPS. ALSO PORCELAIN 
ENAMELED STEEL ANGLE, OPEN, 
ELLIPTICAL & ENCLOSED TYPES 


POSTLIGHTS & PAR 
LAMPHOLDERS 
500 WATT FOR PARKING AREAS 
PORCELAIN ENAMELED ALL WHITE 
REFLECTOR 
COMPLETE LINE OF PAR LAMP- 
HOLDERS, SPLICE BOXES, FITTINGS, 
COLORED LENS & ACCESSORIES 


CEILING DRUM TYPE FIXTURES 
ALUMINUM ANODIZED FITTER. 
HINGED QUALITY OPAL GLOBE. 
FIVE SIZES. 


RLM FLUORESCENT INDUSTRIALS 
4 & 8 FOOT RAPID START, SLIM 


LINE, HO & VHO POWER GROOVE. ccc a 
—_. * naamncaetin 
=i = ne 


ELECTRIC MFG., INC. 


4223 W. LAKE ST., CHICAGO 24 





















500 Expected To Attend 
NAED Western Region 
Convention 


SANTA BARBARA, CALIF, — 
Approximately 500 members are ex- 
pected to attend the Western Region 
Convention of the National Associa- 
tion of Distributors here this month. 

The four day convention, which 
has as its theme, “Your Keys To The 
Future”, will run from September 
20th through the 23rd. 

Here is a run-down of the four day 
program: 

e Sunday, Sept. 20—Registration 

e Monday, Sept. 21—Presentation 
of “Keys To The Future” by K. P. 
Rehwaldt, program chairman. “Sell- 
ing”’—The First Key to the Future, 
(How, Where and What Will We Be 
Selling). 

e Tuesday, Sept. 22 — General 
Meeting. “Operating” — The Second 
Key to the Future, (People, Places 
and Things). President’s address, “The 
Need for Creating Earnings”, George 
W. Provost, Jr. 

e Wednesday, Sept. 23—General 
Meeting. “Managing”—The Third Key 
to the Future, (Frontiers, Objectives 
and Character). 

The meeting will 
Wednesday evening with 
and dance. 

Ralph W. Rohrbach is vice pres- 
ident and chairman of the convention. 


conclude on 
a banquet 


Vote on Fair Trade Urged 
At House Group Hearing 


WASHINGTON—The House Rules 
Committee was urged last month to 
permit the House to vote on fair trade 
legislation in this year’s session of 
Congress. 

Committee members asked if there 
would be any objection to holding over 
a House vote until the next session 
of Congress, when there would be 
more time for discussion, in view of 
the Senate Interstate Commerce Com- 
mittee’s vote to postpone fair trade 
action for this session and the expected 
Congressional adjournment. Chairman 
of the House Interstate Commerce 
Committee Rep. Oren Harris (D., 
Ark.) revealed that he had been di- 
rected to try to bring the Fair Trade 
Bill to a House vote at this session, 
but replied that if the Rules Commit- 
tee granted a rule for January, he 
would abide accordingly. He suggested 
that ample time be allowed for debate. 


NICB To Hold 
Marketing Conference 

NEW YORK, N.Y.—The National 
'ndustrial Conference Board will hold 
its 7th annual marketing conference 
at the Waldorf-Astoria Hotel, Sep- 
tember 16-17-18, in New York. 
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Hubbub... 


IN ROME’S ADVERTISING DEPARTMENT 


Typewriters manned by these adver 
tising specialists click off ads that 
help you sell Rome’s wire and cable 
products 

Ads that persuade, convince, edu 
cate, point out 

Ads that are exposed to over 
4,548,844 potential customers in a 
year 

If you have a sales problem that 
promotion can help overcome, tell 
it to the ““Man from Rome’’—your 
Rome Cable salesman. He’s your 
“direct line” to the people at Rome 
who work to help you sell! 


ROME CABLE 


co 8e@Fde8aYF t @ & 


4 MORE WAYS ROME CABLE 
SUPPORTS YOU 


1. INSPECTION. Rigid inspection rou 
tine assures quality products, helps 
you win customers’ confidence 
. RESEARCH. Constant research keeps 
you up on the latest developments, 
continually broadens the line 


. SERVICE. Rome salesmen will be 
glad to work hand in hand with 
your salesmen on unusual jobs 


. ENGINEERING. Rome engineers pro 
vide technical advice to help you 
help your customers. 


MEET 
THE 
MAN 


WHO’S DEDICATED 
TO YOUR JOB 


..- your Rome Cable salesman 





MANUFACTURERS EXPANSIONS 





e Bedford, O.—R. B. Denison Mfg. 

Co., manufacturers of limit switches, 

CW ofr iC N0o- o/for has moved into expanded manufac- 
turing and warehouse facilities at 


386 Broadway, Bedford, Ohio. 


Saves time and . Richmond—Expansion of aluminum 


strip conductor coil winding facilities 
has been made by Reynolds Metals 


ties ae underwalk, ~ Co. New equipment and previous 


: : | facilities have been consolidated at 
underdrive jobs! ; the company’s Richmond North 
plant. 


Rolls out easily! Pre- Chicago—Ground will be broken 

spaced heater wire is an- shortly for a new 50,000-sq ft plant 

chored in galvanized steel for Precision Transformer Corp. at 

mesh 10’ tong, 18° wide. Centex Industrial Park, Elk Grove, Ill. 
Completion date for the single-story 
structure is set for spring of 1960, 
at which time the firm will move from 
its present plant at 2218 West Lake 
to the Chicago suburb. 





Electric Mfg. Co. Holds 
National Sales Meeting 
NEW YORK—Thirty-three repre- 
sentatives of the Eagle line of elec- 
trical wiring devices and specialties 
convened for a sales review and pre- 
view of new products July 27-29 at 
headquarters of Eagle Electric Mfg. 
Co. Inc., Long Island City, N.Y. 
Louis Ludwig, president and foun- 
der of the firm, opened the meeting 
with the unveiling of a classified sec- 
tion of developments to reveal a wide 
range of new electrical products be- 


ELECTRICAL WHOLESALERS ing readied for distribution to 
wholesalers. 
wanted for thie hew/sine! S. B. Kluger, vice president and 
Wires won't float as concrete general manager, presented a survey 
is poured. Uniformly even of general business conditions, along 
heat is assured! sae : ; ‘ oa 
with a review of company policy. He 
also covered Eagle’s growth in the 
past and its future prospects. 
_—, S. Jay Atkin, sales manager, wound 
SNO-MELTER, ‘ . up the event with an outline of sales, 
designed for 42 watts é eo « : merchandising, marketing, advertising 
per square foot, ‘ | and promotion trends. 
puts a practical price “Sy Highlight of the occasion was a 
on snow-free walks, ’ OO aio i. dinner in honor of the salesmen and 
tire tracks for the * their wives in New York. 
drive! Heater wire 
has pre-assembled eer - : : 
lead wires and 4 es —S: ——  Record-Breaking Medallion 
ground. “Roll-out” Se es, rr Home Contract Signed 
installation saves oe . oa” ; _ 
time, cuts cost. 
Write for full facts! 


The largest single Medallion Home 
contract in the nation—calling for 
construction of 1,350 homes—has 
been signed between Southern Cali- 
fornia Edison Co. and Conejo Valley 
Development Co. The home develop- 
ment, to be called “Weathersfield” 
EAS Y-HEAT, INC., “Electric Anti-treeze Devices” and scheduled to start immediately, 
will be built near Thousand Oaks with 
each home priced at approximately 
$15,000 


Dept.Fw Lakeville, Indiana 
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EAGLE AND ONLY EAGLE 


CAN MANUFACTURE THIS EXCLUSIVE 
ITEM UNDER PATENT #2792557 


CONVERTS 

ANY GROUNDED 
RECEPTACLE 
TO A 

SAFE 
GROUNDED 
OUTLET 


TAKES NEW GROUNDED CAPS 
AS WELL AS STANDARD CAPS 


Millions of old receptacles can now be converted 
instantly, permanently—to take the new grounding 
caps of portable electric appliances required by 
the National Electric Code. Tap this rich potential 

get your share of this lucrative business—AT 
FULL PROFIT. Tie in the #880 with appliance A 
sales or sell the #880 by itself. ne every- |NDIVIDUALLY CARDED FOR 
one needs 2 or 3, or more. Sold thru wholesalers 

' FAST SALES—AT FULL PROFIT 


only, Order now! 


EAGLE ELECTRIC MFG. CO., INC., LONG ISLAND CITY, N. Y. 


PAT’D 


UNDERWRITERS’ LISTED 
#2792557 


COUBLE 
COMVERTS ARY RECEPTACLE 
TO A SAFE GROUMOED OUTLET 
C8 GROUNDED Cars 6 ap0Re 


SROUND TAP 














BELLS and 
BUZZERS 


BELLS and 
BUZZERS 


BELLS and 
BUZZERS 


Large or small, 


> 

has ’em all! 

SIGNALING 
EQUIPMENT 
AUDIBLE SIGNALS 
ANNUNCIATORS 
PUSH BUTTONS 
TRANSFORMERS 


SIGNALING 
SYSTEMS 
CLOCK AND PROGRAM, 
TELEPHONE, FIRE 
ALARM, NURSES’ CALL 
AND OTHER SYSTEMS. 


AUTH produces a large variety of electric bells and 
buzzers for indoor, outdoor and marine use; for light 
or heavy duty use; for A.C. or D.C. operation on 
voltages from 1% volts D.C. up to 250 volts. 

Join the great expanding group of Auth signaling 
equipment users. Write now for latest catalog sheets 
on “Bells and Buzzers’”’ or contact our nearest 
representative in your area. 

Sold in cooperation with the Distributor 


AUTH ELECTRIC CoO., Inc. 


Dept. W-9 LONG ISLAND CITY 1, NEW YORK 














NEW LITERATURE 





Sher- 


+ 


Conductor Stringing Blocks 
man & Reilly, Inc., Chattanooga 2, 
Tenn. has issued a 16-page catalog 
with illustrations and specifications de- 
scribing complete line of conductor 
stringing. Included is section describ- 
ing bonded type GNA _ Neoprene 
Sheave Lining. 


Rectifiers—Syntron Co., Homer City, 
Pa., has published a revised catalog 
on selenium high voltage, cartridge- 
type rectifiers. Illustrated, 8-page 
booklet contains complete descrip- 
tions, data and specifications for the 
company’s complete line of glass or 
phenolic tube rectifiers. 
Catalog also shows dimensional out- 
lines and circuit diagrams. 


cartridge 


Rigid Steel Conduit—New, 2-color, 
8-page catalog RSC-559 illustrates 
and describes complete line of rigid 
steel conduit, couplings and elbows 
Catalog includes data on 90° elbows, 
45° elbows and special large radius 
elbows. Booklet is available from 
Walker Bros., Coshohocken, Pa 


Mercury Bulb Elements—A new bul- 
letin on mercury bulb elements is 
now available from the Partlow Corp., 
New Hartford, N.Y. Booklet describes 
how mercury bulb is welded to the 
capillary and the capillary to the al- 
loy-steel head. It also contains a de- 
scription of different types of bulb 
elements and temperature ranges, in- 
formation on the plungers and their 
interchangeability. 


Automatic Controls—New 1959-1960 
catalog on automatic controls has been 
issued by White-Rodgers Co., St. Louis 
6, Mo. Booklet lists the firm’s entire 
line of automatic controls for heating, 
refrigeration and air conditioning. 56- 
page catalog also contains many new 
products, and includes full specifica- 
tions, plus a description of operation 
and general applications in each prod- 
uct listing. Catalog may be obtained 
by requesting Unit R-1650. 


Power Switching Centers — Twenty 
page bulletin published by I-T-E Cir- 
cuit Breaker Co., Philadelphia, fea- 
tures detailed application and design 
information to aid contractors, con- 
sulting engineers and industrial appli- 
cation engineers in selecting and speci- 
fying 4.8 through 14.4-kw power 
switching center equipment. 


Lighting Fixtures—New Star Light 
Catalog No. 650 issued by Thomas In- 
dustries Inc., features 83 full-color il- 
lustrations, 30 individual lighting ap- 
plication drawings, and 16 lighting 
ideas. Theme is “Light Up Your Life 
for Happier Living.” 
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il 


4 labor saving reasons to Aye ee 


Paranite 


PARASYN 


TYPE TW 


600 V..BUILDING WIRE 






Flexible 
é “Dead soft’ conducto 
provides flexibility for 







fast, labor saving 







installation. 


/ 










—_ 


Plainly Marked 


Large legend type for 









a or a, 
Smooth w %: 
%" Qierm 


a ~ 
— \}< 





Slick silicone surface 







finish-reduces friction 





for easy pullin 
YF 3g quick identification 


VL SSARBAA Ay) 
ap mse waaay 
> . sitios 
> 8 







Other features of Paranite Parasyn [ype TW GOOV. 
building wire include a thermoplastic insulation 
that provides high dielectric, mechanical strength, 


longer life and is flame, moisture, and oil resistant. 
U.L. listed in sizes AWG 14 through 2000 MCM. 


Standard colors available from stock in both solid 


and stranded, sizes AWG 14 through 1000 MCM 








= 8 TW 








— 9 
color-coded” labels plainly show 


Each Carton packaged to reduce handling and labor cost with 
ing type, size and color of wire. Also, new reel cards for instant identification and inventory control 


PARANITE WIRE AND CABLE DIVISION 


Essex Wire Corporation, Marion, indiana 





Sold only through recognized electrical distributors 


ith § 


ferme” 


MANUFACTURING PLANTS: Marion, Ind.; Jonesboro, Ind.; Tiffin, Ohio; Anaheim, Calif 
Sales Offices and Redistribution Warehouses in all Principal Cities | 


’ ea 
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Variable Speed Drives—Sterling Elec- 
You make more because you sell more tric Motors, Inc., Los Angeles 22, 


Calif., has issued a new variable speed 
mz ‘we, drive bulletin, No. 195. Booklet fea- 
| tures: photographs of basic types of 


~A Te ae UM rives, suggested variable-speed appli- 
cations, detailed information regarding 


Al LINE-O-HEAT | horsepower, duty, speed variation, 


a = mounting styles, enclosures, and elec- 
ips ROOF KITS trical characteristics. 


Keep eaves from freezing thus preventing Tv » Satter : oa: 2 io 
damage caused by water from melting Toggle Switches Data sheet issued by 
snow backing up under roof shingles Micro Switch. Freeport, Ill.. a division 
Contain Line-O-Heat, attaching clips, in- 

structions. Kits to protect roof eaves 10’, of Minneapolis-Honeywell Regulator 


20’ and 40° long retail for $5.45, $8.65 Co. Data sheet 160 includes photo- 
and $15.4 


LINE-O-HEAT 


Line-O-Heat is tough, rugged, depend- 
able . . can take a beating and keep 
on heating! Easy to install and, prop- 
erly used, will keep pipes, pumps, etc., 
from freezing in coldest weather. Inex- 
pensive to buy and can be operated for 
is little as a penny a day Ten lengths 
from 4 to 80’ for use on 120-volt service 


graphs, dimension drawing, character- 
istics, electrical rating and price in- 
AUTOMATIC LINE-O-HEAT formation. 


Built-in thermostat allows electricity to 
be used only when needed to prevent Electric Industry The 1959 edition 
freezing. U/L and CSA approved switch : ; npr ‘Kr : 
prevents satio-t V interference. Ruggedly of the information booklet, 1 Want 
constructed to give peak performance for , ‘ aertense ” 
eee eee ee ee eee years. Ten lengths from 4’ to 80’ for use to Know About the Electric Industry, 
‘ o eZ. ° i oO, longe ns 20.wan 3 - all = . > 2° 

eis uNeattalala fata ie ac aenee on 120-volt service, retail from $7.95. | has just been published by the Edison 
PEP P eee PPP e Pipa TTT Ty) es | hd) hs he ts a ha Electric Institute. 


THERMOSTAT FOR USE + _ INSULATION KIT TO KEEP ee oe ee ee 
let presents the answers to 29 ques- 
WITH LINE-O-HEAT HEAT ON THE PIPE tions frequently asked about the elec- 
tric industry, giving in text and table 
ADJUSTAT — Adjust- r INSULATION KIT- j : : Z ee 
whihs dsecumiiabet eleteli Keeps Line-O-Heat op- form the latest available information 
makes use of Line-O- ck erating cost low by | as well as estimates of future growth. 
Heat automatic, re- F reducing heat loss. —_ . ; ae i 
duces operating cost. ‘ Enough for 20’ of 1/4’ It traces the industry’s past develop 
Retail price, $6.95 ee \ Pipe, $1.00. ment and present status in such areas 
as production and capability, expan- 


sion of facilities and construction ex- 


The SMITH-GATES Corp. e@ Farmington, Conn. 


penditures, sales, use in the home, in 
industry. 











ra) T | Fusible Entrance Equipment—cCutler- 

Introducing... NU Hammer Inc., Milwaukee, Wis. has 
| issued a new 12-page booklet cover- 

“Jewels in Tools’ DRIVERS ing its complete line of factory-assem- 
bled fusible entrance equipment. Data 


provided in the publication includes 
descriptions, photos, wiring diagrams 


chive 
in ane? and enclosure dimensions for all series 
5 Weed cove | and parallel connected equipment hav- 
\\ | ing ratings of 30-amps thru 200-amps. 
Booklet is number ED-50. 


gut ee 

» spel vor ® 
Agne 

1:10 e Each driver identified fo 

size by color 0 of han Lanterns—New 54-page catalog issued 

by Artolier Corp. features over 160 

exterior and interior lanterns in full 

color. Also illustrated are the many 

different applications for lanterns. 

Catalog is divided into seven sections 


e Highly polished chrome shafts (drilled 114 
deep) for good looks, long lite 


D'S aN © Ex 
sP 500 , v ; ot ane bere yak S0Ckets according to type of lanterns. Avail- 


$395 : - out able from the Artolier Corp., Garfield, 
NET 4 4 > N J 


Special Offer! Mine Motors—Bulletin GEA 6974 
P ‘ a 2-page illustrated bulletin listing the 


\ \ Voltage Checker and Probe INCLUDED" "yw y 
f \\\ with purchase of two New Design advantages, applications, types . and 
\ \ VACO Nut Drivers. This is a $2.50 characteristics of continuous mining 
value for only $1.79 net. Instructions machine motors. Bulletin available 
for using Voltage Checker from General Electric Co., Schenec- 
included. A real ‘‘buy’’! ii \\ |} tady 5, N.Y 


sP 3 vero 79 
Panel Instruments—Bulletin No. 3-15 


Write for Details and Full Color Catalog features photos, charts and diagrams 
of various panel instruments. Twenty- 


VACO PRODUCTS COMPANY, 317 E. Ontario St., Chicago : 
three page booklet is issued by Feder- 
In Canada: ATLAS RADIO CORP., Toronto 19, Ontario al Pacific Electric Co.. Newark 1. N.J 
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BOy, DO I ENVY THE OWNER OF 
ANOTHER ADVENTURE THIS HOUSE. REMMIE, THIS REMOTE- 
IN LOW-VOLTAGE WIRING CONTROL SWITCHING IS GREAT! 
WITH VM GOING TO HAVE IT IN MY 
HOUSE WHEN I BUILD! 








MODERN REMCON 
LOW-VOLTAGE WIRING 
IS EASY TO INSTALL. 
NO CLUMSY ARMORED 
CABLE TO RUN...NO 
SEPARATE LOW-VOLTAGE 
POWER SUPPLY. 



















ALEC TRISHUN _ 




















= 
= Li “i 
- Ni “y AND WHEN GUESTS THAT'S REMOTE 
VISIT... SHE CAN CONTROL 
TURN ON THE PORCH SWITCHING FOR 
LIGHT FROM THE yOu. YOUR GUESTS 
















|P AH, I CAN SEE IT ALL Now! 
MY WIFE COMES HOME WITH AN J) RIGHT, ALEC. 
ARMFUL OF GROCERIES AND < REMCON “LIGHT- 
we LIGHTS HER WAY THROUGH \ PATH” SWITCHING 































THE HOUSE FROM SWITCHES SURE IS KITCHEN AND KNOW YOU'VE HEARD | 

IN THE GARAGE...THEN CONVENIENT. STILL HAVE TIME THEIR RING AND | 

TURNS THEM ALL NO FUMBLING IN TO TAKE OFF HER ARE ON YOUR | 
OFF FROM THE THE DARK...NO APRON BEFORE WAY. THEY’LL 








RETRACING GREETING THEM. APPRECIATE IT. 


STEPS. 


KITCHEN. 

















AND IF MY TWO KIDS WANT 
DRINKS DURING THE NIGHT, 
EITHER OF THEM CAN TURN 
ON THE STAIRWAY 
LIGHT FROM THEIR 








BEDROOMS. ALEC, M’BOY, 
GEE, REMMIE, MULTI- POINT 
WON'T IT BE SWITCHING /S 







io \ WONDERFUL ? WONDERFUL. AND 

oo REMCON 'S THE 
MOST ECONOMICAL 

WAY TO GETIT! | 










YES, AND WITH 
PILOT-LIGHT INDICATION, 
YOU CAN TELL WHICH 

LIGHTS ARE ON THROUGH 
THE HOUSE. 




















THEN BEFORE WE 
GO TO SLEEP, WE’LL 
TURN OUT ALL THE 
LIGHTS IN THE HOUSE 
FROM THE MASTER 
SWITCH AT OUR 
By BEDSIDE. 















































Zoro, PYRAMID INSTRUMENT CORP Cc a 
FELLERS! FIND OUT MORE 3 Ht} By REMCON 630 MERRICK RD. LYNBROOK, N.Y. | 
ABOUT REMCON'S VERSATILITY... \@e® PLEASE SEND ME REMMIE REMCON'S NEW q 
AND FIND OUT WHY REMCON’S = j| ELECTRICIAN'S MANUAI | 
RELAY WITH THE BUILT-IN 4 | 
TRANSFORMER MEANS SIMPLER ates 
WIRING, MORE FLEXIBILITY. MAIL | | 
THIS COUPON TODAY FOR youR | a | 
FREE ELECTRICIAN'S MANUAL. city— ania as ONE > TATE — —__— | 
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Conversion Factors Chart—Refer- 
table in wall chart form has 


HED (e) Lamps tae published by Precision Equip- 


/ ment Co., Chicago 40, Ill. Included 
L-1 Incandescent M @) D E & N, are common conversions such as 


inches to centimeters or watts to 
EFFICIENT, mint tae 


horsepower, as well as many other 
VERSATILE conversions. 


Thermostats—Complete information 
on all General Electric room thermo- 
stats for heating and cooling applica- 
Ideal for any local lighting application tions are described in 4-page 


in Industry, Office, Home. illustrated bulletin, GED-3585A. Per- 
formance characteristics, features, in- 


With ease, Luxo’s Precision Spring- stallation and wiring diagrams, photos 
Balanced Action lets you raise, lower, and current rating of controls are 
turn or tilt lamp to put light exactly given. Booklet is available from Gen- 

where wanted...and stays put. Dif- eral Electric Co., Schenectady 5, N.Y. 
ferent brackets and bases enables 





* FLAIR incandescent 


. iad Fan and Limit Controls Two page 
FLUORESCENT mounting or positioning anywhere. ; 

sie india, Wadiabants Cities bulletin GEA-6577A — describes 

bs General Electrics new 3 AHLS, 


UL and CSA approved. %4-hp, gas or oil fan and limit con- 


Nationally advertised in trade trols for furnace applications. Illus- 
and consumer publications. trated publication covers three basic 
types of controls, description of prod- 
Let Luxe show you the way uct features, dimensions and complete 
to increased lamp sales rating information. 

and profits. Write for new . 

literature and details. 


COMBINATION . . . . 
Sales Objectives—Booklet titled “Set- 


ting Sales Objectives for Small Busi- 
ness”, is available from the Bureau of 
Business Management, University of 
Illinois, Urbana, Ill. Booklet discusses 
basic and initial steps in sales planning. 
It is priced at $1.25 per copy. 

















ee Wire Pulling Lubricant 


Only Y-ER EAS has all these features 


@ Creamy, non-corrosive lu- r 
ricant. Never greasy or 
Write for bri 9 Y 


3 descriptive messy. 
3 booklet Prevents sticking or set- 
‘ : : — ting. Specially helpful on 
gives you fast wire measuring i saddles and turns. 
service and guaranteed accuracy % — not run back on 
ca es. 
Never harmful to hands 


Takes wire, rope, cable or other flexible or clothing. 
: ' Permanently non-harmful 


materials up to one inch diameter. Will 
to cables or condvit. 


not tip, yet light and portable. Rigid 

welded construction. Meter reads up to 
1,000 ft.; instant zero reset. Wire Miser : 

is a proved profit-maker for fast dispens- / yy G Lead Rubber, Braid or 

ing of cut-lengths of h Ik : S 
g u g eavy, bulky wire IN STOCK S nthetic Covered Cable 

or cable. Used by hundreds of leading Y 

wholesalers, contractors, manufacturers Yn" to 6” sizes 

BLACK ENAMELED = 

HOT DIP GALVANIZED 











NEW FREE CATALOG. Write for copy today. 


MANUFACTURING (CO. ; ; 

Box 923, Conouit Nipeece Mec. co. ELECTRO COMPOUND 0. 
Mt. Union Station —— | 4153 W. 150th Street © Cleveland 85 Ohie 
Alliance, Ohio 1455 SPRING GARDEN AVE. PITTSBURGH 172, PA. 
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Roller Curve 


Rapids-Standard Co., Inc., 
Grand Rapids, Mich. 


roller curve in sections of 
or 90° angles is now avail- 
able. 90° section consists of 21 rollers 
and 45° section 11 rollers. All rollers 
are constructed of 14 gage seamles 
steel tapered tubing 15-in long with ¢ 
15s-in diameter at the small end and 
a 2'2-in diameter at the large end 
Bearing adaptor is pressed into th 
large end of the roller to permit th 
use of the same size bearing at both 


ends. 


Tapered 
either 45 


Electric Drills 


Sunbeam Corp., Chicago 50, Ill. 


Iwo 
i 


8-In 
motor, 


electric drills, Y4-in and 
available, feature 3-amp 
which is said to develop uf 
Both 


system: 


new 
now 


to 's-hp for greater efficiency. 
units have fan forced air 
which enable them to run 
maker says. 


cooler 


Lift Truck 


4utomatic Transportation Co. 


Chicago 21, Ill. 


Iruck has Stereo-Matic steering which 
permits traversing in any direction 
at an angle, with any shaped load 
maker says. Steering and twin drive 
motors are operated by one contro! 
lever which provides forward and re- 
turning without use 


verse of steering 


wheel. Angle and side steering is con- 
trolled by the steering wheel 
Wrenches 

J. H. Williams & Co., 


Buffalo 7, N. Y. 


Six sizes of ratcheting box wrenches 
with 6 and 12-point openings from 
+ to 78-ins now available. All criti- 
cal parts, made of alloy steel, are 
heat-treated for long lasting service 
and safety. Wrenches are chrome- 
plated over nickel. 





Electric Heating 
Exhibition Slated 

NEWARK, N.J.—Public Service 
Electric & Gas Co., has scheduled the 
third annual Electric Heating Show 
in its auditorium, Sept. 29, through 
Oct. 1, for the trade and public. 

On exhibit will be general types of 
electric resistance heating equipment 
Manufacturers and 
invited to participate on a no-cost ba 
sis for 
Service. 


space, according to 
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NEW PRODUCTS YOU CAN USE| 





distributors are 


Public 









PLIERS 










No. 62CG illustrated 


Transverse Cutter 


CUSHION GRIP / 


handles 


permanent, 


Plier have dipped 
plastic coating .. . 
Heads polished and buffed to a 


. add “CG” 


comfortable. 
“mirror finish’ 
All pliers available . . after the number 


for cushion grip. 


Gives pliers a "Feel" that inspires Craftsmanship! 





Sales and Profits ! 


Sell Xcelite Tools... more 


» Cod 5 Be eas) 
ORCHARD PARK, NEW YORK 
Canada: Charles W. Pointon, Ltd., Toronto 

















Quality Hand Jools 


PREFERRED BY THE EXPERTS 








_» 


4 


Hottest Money-Maker under the} “sun 
FIRST ELECTRIC BASEBOARD HEATER 
COMBINING BOTH 
INFRA-RED RADIATION AND 
CONVECTION HEATING 


> 


@ INCREASED WATTAGE DENSITY 
PER INCH 
for greater heating capacity from 
smaller unit lengths. 
@ COOLER SURFACE 
TEMPERATURE 
from secondary air passage next 
to case. 
@ ACCELERATED WARM AIR 
CIRCULATION 
accomplished by patented flow- 
through front cover 
©@ DEEPER, MORE SATISFYING 
HEAT 
through combination of infra-red 
and convection heating 
@ LOWER ORIGINAL 
INSTALLATION COSTS 
make sales easier, bids more 
competitive 







Improved 
Aluminum Fin Tubing 


by the Mokers of 
ELECTRO-RAY Standard and ELECTRO- 
RAY Futura Electric Baseboard Heaters 


ELECTRO-RAY MFG. CO 
8310 N. E. Highway 99 
Vancouver, Washington 





Addre 


Investigate the fabulous profit-making 
possibilities in your creo 


Clip and Mail This Coupon Right Now State 
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SOLID BRASS 
TOTALLY ENCLOSED 


DISPLAY DEAL NO. 11 dramatically 
lighted ‘‘m 


rmer ready to plug 


ntroduces the new 
with FREE 


and light up for demonstration 


transf 
ides stock te and 10 pieces 
assorted backup stock 

Total List Price $14.10 


tandard Ye flush 
miniature ele 
all push button this 


oot” Trine’s 


new lighted 
mite 


and 
chimes 


© 
gs 
electric 


push 
button 





midget push button 
ulb that stays lit f 
type 

WIRING REQUIREL 


6-16 voit 


NO SPE 


LIST PRICES \° vache 





WRITE FOR FREE SAMPLES 


@ Essential for Electrical Men 


Another FIRST FOR THIEL IN THE NEW HUMP DRIVE 
NAIL -IT STRAP. THE HUMP HAS A STURDY HEAD 
TO INSURE EASY - DRIVE WITHOUT BENDING OR 
PULLING OUT. MADE OF #8 HEAVY WIRE. ZINC 
PLATING PREVENTS RUST. 

COPPER PLATED FOR PLUMBER'S USE — AVAILABLE 
SOLD ONLY THRU LEADING ELECTRICAL WHOLESALERS 


THIEL TOOL & ENGINEERING ape 


1417 N MARKET ST. LOUIS < 


POLIS SS OR CHROMIUM FINISH 


OBITUARIES 





Hugo W. Wahlauist 


Hugo W. Wahlquist, 63, corrosion 
engineering consultant with Ebasco 
Services Inc., died of a heart ailment 
July 9, in New York. Previous to 
joining Ebasco, Wahlquist was em- 
ployed by the National Electric Light 
Association and its successor, Edison 
Electric Institute. 


Myrton J. Wagner 


Myrton J. Wagner, _ secretary- 

the Sorgel Electric Co., 
Wis., died August 6th in 
at the age of 56. He was 
firm 38 years, and was 
18 and _secretary- 
for year. 


treasurer of 
Milwaukee, 
Milwaukee 

with the 
treasurer 
treasurer 


years 


the past 


Earl William Cashman 


Earl William Cashman, 
rector and vice-president in charge 
of operations for Graybar Electric 
Co., died on August 3rd at the 
age of 68. Cashman held the position 
of vice-president in charge of opera- 
tions since 1952 until his retirement 
in 1955. He started his career with 
Graybar in the Minneapolis account- 
ing department in 1912 


former di- 


Inc., 





PRECISION 
Engineered 
Fittings 








M. STEPHENS 


Mfg. Inc. Los Angeles 11 
814 E. 29th St. ADams 1-9147 





NEW CATALOG! 
LOCAL LIGHTING 


MACHINE pl BENCH 


Built to satisfy your customer . . ond 
eliminate your headaches from sangha 


and adjustments 
CHOICE OF 


MOUNTING 
PRACKETS 





CHOICE OF 
REFLECTOR 


Exclusive 
“AJUSCO-LOC’ 
Socket 
“GUARANTEED 


This complete line of AJUSCO Elec- 
trical Fixtures can solve any of your 
localized lighting problems. Rugged 
construction and precision machining 
make them easy to use and hard to 
damage 


Adjustable 


FIXTURE CO. 


Established 1911 
102-104 E. Mason St., Milwaukee 2, Wis. 


AJUSCO 


Mel Te aes 
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SALES AIDS 





Sprague Electric Co., North Adams, 
Mass.—Circular slide-rule calculator 
designed to solve power factor cor- 
rection problems shows how many ca- 
pacitor KVAR of correction is neces- 
sary to raise existing circuits to meet 
utility minimum power factor require- 
ments. Calculator also contains ref- 
erence table showing KVAR required 
for correction of 3-phase 60 cycle 
NEMA classification B motors as well 
as percent reduction in line current 
which may be achieved with the 
recommended correction. 


Moe Light Div., Thomas Industries 
Inc., Louisville, Ky—Counter-top 
dimmer display for the M-6360 Moe 
Light dimmer allows customer to op- 
erate unit and see results in an ad- 
joining color transparency panel, also 
illustrates finger-tip control of the 
dimmer. 


Stonco Electric Products Co., Kenil- 
worth, N.J.—Lawn Light, for outdoor 
floodlighting, is packaged for volume 
selling in “see-thru” bag with color- 
ful header punched for pegboard dis- 
plays. Self-service rack package is 
said to represent the best buy for 
budget-conscious consumers in need 
of outdoor home lighting. Package in- 
cludes aluminum  lampholder for 
medium base lamps, with adjustable 
U-arm, lawn spike and 6-ft outdoor 
cord with plug. 


Ten Year Growth In 
Productivity Predicted 

SAN FRANCISCO Record 
growth in the nation’s productivity 
over the next ten years has been pre- 
dicted by D. G. Mitchell, president of 
General Telephone & Electronics 
Corp. Speaking at a convention of the 
Pacific Coast Electrical Association, he 
offered “realistic projection of today’s 
demands” as the solution for increas- 
ing the Gross National Product and 
suppressing inflation. The electric 
power industry will be an important 
area of growth, Mitchell said. He 
predicted residential electric power 
consumption for lighting would in- 
crease 50 per cent within four years 
and double in less than ten. 


Franklin Electric 
Purchases Building 


PHILADELPHIA—Franklin Elec- 
tric Co. recently bought the industrial 
building at 1511-37 North 26th St., 
in anticipation of relocation because 
of a scheduled housing construction 
program. 


All the installation speed of Flexible Condvit 
- -- All the protection of Rigid Conduit . . . with 


LI QUAI 





Extruded Polyvinyl Jacket Molded 
to Galvanized Flexible Conduit 


Complete protection against any and all 
contamination—impervious to water, oils, 


chemicals, corrosive atmospheres. Installed 


in minutes. 


No more 


‘‘down-time’”’ due to 


wiring shorts or burn-outs, no more periodic 
wiring replacements. 


TYPE LT—JIC Approved 
TYPE LA—Underwriters’ Approved 


Write for free sample, 


costs and discounts 


P. O. BOX 128-A e ROSELLE, ILLINOIS 


SAFETY SWITCHES 
That Meet the New NEMA Standards 


' KNIFE BLADE INDUSTIAL 
FUSIBLE AND NOT FUSIBLE 





30 
To 
1200 
AMPERES 








2%" x 2%" 
a” x 4 
6” x 6” 
8” x 8” 


IN 
1 To 5S FOOT 
LENGTHS 


WIRING TROUGHS 
With Knockouts and Without 
A COMPLETE LINE OF FITTINGS 











SERVICE EQUIPMENT 


A Fusible Device for Every Need 


DRYER — RANGE —- WATER HEATER 
HEATING PANELS — AIR CONDITIONERS 





—— 


20 


TO 
200 7 


=|) ae 











15 to 50 Amps. 
THERMAL 
MAGNETIC 
i] 


QUICK 
MAKE & BREAK 
‘‘E.Z-RED”’ 
CIRCUIT BREAKERS 
INTERCHANGEABLE 

NON-INTERCHANGEABLE 











MFG Cc 


/heXJ ADSWORTH Clecliic 


c 
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NEWS 


MIN ERALLA ¢ Tight Money, Higher Costs 


' STEEL Raise Mass Housing Prices 
Hangers-Clips-Straps NEW YORK—Higher costs of 
money, labor and materials are bring- 
ing price boosts to the private mass 
housing market, reports Engineering 
News-Record, a McGraw-Hill publi- 
cation. Builders, however, are con- 
fident that construction schedules for 
the rest of 1959 will not be seriously 
impaired. 

Many lenders report upward pres- 
sures still being exerted from April 
discount and interest rate boosts, the 

ublication says. In the same period, 

cit builders encountered higher la- clear channels 
bor costs, and, as a result, many will 
Minerallac Cable, Conduit and Messenger Hang- have to increase their prices. On Long 
ers are STEEL. Easier, quicker to install; permit Island, for instance, new labor con- 
speedy, compact wiring; economical. Also in Ever- 7. ’ ; ; ‘i . ary “pe 
dur... Porcelain | 9 gs a tracts and higher materials prices 
Jiffy STEEL Clips (Pipe-clamp) require only one are forcing builders to post boosts 
screw, nail or bolt; rib-strengthened; for hanging ranging from $200-800, and within 
aco a een ee the next few months higher costs of 

money may bring still further in- 














Steel Straps fer Messenger-cable services on outlet iged it n 

boxes; may be used in conjunction with hangers. creases. Shipped promptly 

ORDER FROM YOUR ELECTRICAL WHOLESALER a area belie 
Send for Literature “Practical Politics” Pro- 

MINERALLAC ELECTRIC COMPANY | gram for GE Employees CONDUIT PIPE PRODUCTS CO., 


25 North Peoria Street, Chicago 7, Illinois CHICAGO—A training program , coLUMeUS, ONC 
AACE ei & ea A L iL AC¢ for employees in “practical politics” t 
has been launched by Hotpoint Div., SOLD ONLY THROUGH WHOLESALERS 
General Electric Co. Main objective 
of the non-partisan program is to help 
employees learn how political parties 





function and how they, as individuals, Stringer Safety Equipment 


can become active in the party of 
their choice. Over 400 employees Our 15th year serving 


from Hotpoint’s local plants and of- 
fices, along with other GE compon- 
ents in Illinois, are scheduled to 
attend the first classroom sessions. 


The Electrical Industry 








PRINCETON, N.J.—Potter & Brum- 
field, Inc., former subsidiary of Amer- 
ican Machine & Foundry Co., has 
become an AMF division, changing its 
name to Potter & Brumfield Div. of 
American Machine & Foundry Co. 








for right—tight connections 
Accurate tapping, careful chamfering 
and rigid inspection combine to give 
users completely satisfactory installa- 
tions. Conduit Couplings are hot-dipped 
galvanized or black enameled ... are 
available in all sizes from '2" to 6”. Sizes us : 
12” to 2” are conveniently packaged at — ey , 
no extra cost. Shipped promptly from 7 ALLE w Peano Sold through the Electrical Wholesaler— 
factory or from one of ten strategically 5 q Attractive discounts — The finest and 
located warehouses. ry. Bsto= safest you can buy. Write for new 


catalogue No. 15. 


CONDUIT PIPE PRODUCTS CO., | sui a 
L. B. ALLEN CO., INC. UTILITIES SAFETY 
COLUMBUS, OHIO 9301 W. Berenice } SUPPLY Cco., Inc. 


Schiller Park, Ill. 
a (In Metropolitan Chicago) al Lee’s Summit, Missouri 




















SOLD ONLY THROUGH WHOLESALERS 
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Home Builders See Equal 
Second Half Starts Ahead CLASSIFIED ADVERTISING 


WASHINGTON — The National SELLING OPPOR TUNITIES 
Association of Home Builders reports ww 
that three out of four of the 500 
builders interviewed in a recent survey 


expect the second half of 1959 to 


equal or top the first half. Only one- UNDISPLAYED RATES DISPLAYED 
fourth of the builders answering the al a ta eh Ay ERE 
survey expected home starts to de- Sen eeubere~counte 00 1 Mae ject 1 Aemmaet reten queted em sequest, Geb 
cline. A report on the survey said the Position Wanted ads are % the above rate oO he yoo 25 per inch. Not subject 
builders’ financing arrangements are eh Se SO pegmans te made in ad- An vas — te he = ye te” vertically on 
evidence that the current rate of home Send NEW ADS or Inquiries to Classified Adv. of ELECTRICAL 'WHOLESALING 
building can be maintained in the P.O. Box 12, New York 36, N. Y. for October issue closing September 15th 


months ahead. 


WANTE NES WANTEL POSITIONS WANTEL 
BUSINESS OPPORTUNITIES 








Se See Saree Caer MANUFACTURER REPRESENTATIVES WANTED 
NEMA To Hold Annual “ , ts : = We mfg. the finest in design and largest selec 


° tion of recessed clocks in all sizes, and finishes 
Meeting In November 1 salary a at in addition, 


highly-decorative executive styled 
wall clocks 


NEW YORK bene Representatives R & R ELECTRIC, INC R. & H. Guarantee Products 
from National Electrical Manufac- P.O. Box 2890, West Palm Beach, Fla 5440 W. Cermak Rd., Cicero 50, Ill 
turers Association’s hundreds _ of 
member companies will assemble at 

er comp 1 assemble TWO GOODWILL WINNERS 
Atlantic C ity, N.J., the week of No- BLUE PRINT MEASURER ELECTRICIAN’S KNIFE 
vember 8, for its annual meeting dur- eg ee ee 
° ° . 25 or more $1.50 each rite for cotele 
ing which voting to reorganize the GERSON Co. : 
~~ ‘ ~he ‘ > 49 DEERING 
33-year-old association will take Saduaiaae denen W-1914 Electrical Wholesaling Class. Adv, Div 
place. The convention will open on Cimninghom 6-1463 P.O. Box 12, N.Y. 36, N.Y 
Monday, November 9, close Thurs- 
day afternoon, November 12. Sec- ELECTRICAL SALES REPRESENTATIVE WANTED 


tion and Committee meetings will be For Additional + minigeeee so Moeek ational 


held the first two days. The annual ile cast, and 


luncheon and presentation of 1960 of- Information About . ‘ . . re © ss } ff and related i 


ficers will be held November 12. phar este 


Classified Advertising Le RENO, CED 
Contact The 


McGraw-Hill Of ice WANTED: Distributors for United States 
tf FOR AIR COOLED & POWER TRANSFORMERS. 
Nearest You Please give references and experience 
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ATLANTA, 3 RW -2402—Electrical Wholesaling 
1301 Rhodes-Haverty Bldg. C1255. Adv., Diy., P.O. Box 12, N.Y. 36, N.Y 
JAckson 3-695! 
R. POWELL 
BOSTON, 16 
350 Park Square WHUbbard 2-7160 
D. J. CASSIDY yO 
CHICAGO, 11 4N FRA 
520 No. Michigan Ave. 
MOhawk 4-5800 SELLING OPPORTUNITY OFFERED 
W. HIGGENS E. S. MOORE Representatives wented: Outlet and Switehboxes, 
complete line nquiries from interes agents 
1164 I! hag ¥3 invited. RW-9470 Electrical Wholesaling . 
natin " 
“ai %Uperior 1-7000 SELLING OPPORTUNITIES WANTED 
W. B. SULLIVAN T. HUNTER Electrical Lines wanted for Alaska by an aggres- 
AS, 2 sive experienced sales representative organiz 
1712 Es Vaughn Bldg. ing new agency. 36 years Alaska resident ~for 
for convenient, Beeb ten | Sa ee 
money-saving connections GORDON — % HOLLAND Lines Wonted—Supplies, fixtures. Florida West 
DETR ’ Coast Ww F Skillmar 6400 24th Terrace 
Conduit hot-dipped galvanized nip- 856 Penobscot Bldg. North, St Petersb rg, Florid 
ples are carefully threaded and WoOodward 2-1793 Manufacturer's Agent covering New Jersey De- 
“er . 7 J. R. PIERCE sires additional lines for electrical wholesalers 
chamfered, rigidly inspected and U.L. * an RA-1853, Electrical Wholesaling 
approved. Available in all sizes for icon we ng sUstley — Fa ag a ag a a a 
i 6 ac : . ; and cable line for Maryland 1d District of 
prompt shipment frém factory or PM. BUTTS cnt cable 5 are derylend and District ¢ 
ten strategically located warehouses. NEW YORK, 36 pete recy Boe ee See ee 
Sizes: 12” x close to 2” x 6” are all 500 Fifth Ave. OXford 5-5959 1981, Electrical Wholesaling 
attractively packaged. Larger sizes H. T. BUCHANAN R. P. LAWLESS Well established Manufacturer's Agency selling 
21.” to 6”, in various lengths, also T. W. BENDER 4 BEY bbers it New York , ity and Northerr 
available. PHILADELPHIA, 3 ane the tap onles count Ger Gl eesttiess fae 
Six Penn Center Plaza LOcust 8-4330 handled by our concert RA-2418 Electrica 
H. W. BOZARTH T. W. McCLURE Wholesaling 
CONDUIT PIPE PRODUCTS co., . ST. LOUIS, 8 Mfg’s Rep —4 men covering 150 mile radius 
3615 Olive St. JEfferson 5-4867 Chicago desire Industrial lit write RA-242 
COLUMBUS, OHIO SAN FRANCISCO, 4 Electrical Wh ns 
68 Post St. DOuglas 2-4600 Aq Menutosturers, Agency desires addi- 


S. HUBBARD tional line to sell in Upper New y wrk Btate 
piel Semel, |@ Mi.) felticl mes. eee) 1ad }) and Canada. RA-2438, Electrical Wholesaling 
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Outlet 
||) 


SOLVED by — 


CONDUTT'S 


1RROW 


PLASTER GUARD 


Plaster Guard prevents plaster from 
entering box 


Raised section easy to locate after 
plastering 


ARROW CONDUIT 
& FITTINGS CORP. 


129 30th Street, Brooklyn 32, N.Y. 


»ANG BOXES « 


S « BOX SUPPORTS 


Seles Representatives & FW 
* SAITIMORE mD + * 
aL. © *CINC 


NEW ORLEANS. 
MEWTON CENTRE MASS. 
VA. * GOCHESTES. 
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SAFE and SURE... 








SLIPKNOT 
'GS0) 


FRICTION TAPE 








SPLICE 


Always fresh, exceeding all ASTM elec 
trical specifications. Slipknot has been 
the standard of the industry for more 
than half a century. Extra adhesive 
strength assures best work, even on 
rough and irregular surfaces. Non-ravel 
ing, never dries out results of rigid 
quality control and tremendous volume 


The only commercial rubber tape with 
the U.L. Label, PR Splicing Compound 
fuses instantly, conforms without voids 


to any irregular shape, and will not dry 
out. Complete electrical protection—per 
fect companion to Slipknot Friction Tape 


the experienced electrician 


Inseparable fusion of adhesive to 
vinyl base means easier, swifter, 
surer, more permanent splicing 
than ever before! Slipknot Plastic 
Tape has wider temperature 
working range — no creeping or 
thinning — abrasion resistance 
— resists water acids, alkalies, 
oils, corrosion. Molds totally 
around any shape. No. 7 (.007” 
thick) has minimum dielectric 
strength of 10,000 volts. 


dividual can, comes with 
exclusive Slip- 
(patented) 





roll, in in- 


PLYMOUTH RUBBER 


CANTON, 


QUALITY SINCE 1896 








“ ‘ 
* ene 


COMPANY, INC. 


MASSACHUSETTS 











Salesmen should spell advertising with two d’s, thus: addver- 
tising. 


Addvertising adds to a salesman’s effectiveness, by paving the 
way for his calls. It does a preselling job on prospects so that 
they are familiar with the firm and the product when the sales- 
man makes his calls. It builds a foundation of confidence and 
good will on which the salesman can build the sale. 


Addvertising adds to the salesman’s selling hours because it 
supplies prospects with facts and data in advance so that the 
salesman can spend more time selling and less time telling. 


Addvertising actually adds to a salesman’s commission checks 
because it backs up what he says in person with statements made 
by the firm that builds the product. It puts the salesman’s firm 
strongly behind his efforts. 


Addvertising, in magazines, and through the use of catalogs, 
brochures and direct mail pieces is a silent partner on the sales- 


man’s team. 


You sell the "KNOWN" brand when 
You sell BUSS Fuses, because ... 


For more than forty years BUSS Fuses have been the getting the safest and most dependable electrical pro- 


most profitable line for the Distributor's salesmen because tection available. 


during all this time behind BUSS fuses has been a con- 
tinuing advertising campaign and effective sales helps. 

The result of all these years of telling users about the 
unquestioned high quality of BUSS fuses has been to 
make them realize that when they buy BUSS fuses they are 


ANOTHER 
OUTSTANDING 

DEVELOPMENT 

BY THE MAKERS OF 


BUSS FUSES 





To be sure, advertising alone doesn't bring in the 
orders. It is you, the salesman, that does that. But as the 
article above says when you sell BUSS fuses, you have 
had and still have, a mighty helpful ‘Silent Partner'’ work 
alongside of you. 


BUSSMANN MFG. DIVISION, McGraw-Edison Co., St. Louis 7, Mo. 


FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 








